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Demise  of  the  DLE^ 


Were  they  done  in  by  ILEG  dirty  tricks  or  were 
their  business  plans  fatally  flawed?  PAGE  34. 


This  year  I’m 
definitely 
going  to . . . 


Start  the  new  year 
by  considering 
these  money-saving 
projects  recommended 
by  peers. 


■  BY  ANN  BEDNARZ  AND 
DENISE  DUBIE 


Still  looking  to  add  to  your 
New  Year's  resolution  list? 


We  asked  network  executives  and  industry  experts  to 
share  their  favorite  budget-management  advice  and  cost¬ 
cutting  tips.  Perhaps  you  'll  find  some  worth  your  resolve: 


1.  Retire  old  gear.  At  Komatsu  America  Inter¬ 
national,  there’s  a  very  old,  overworked  server  that  runs  two  instance: 
of  SAP  software,  plus  nightly  back-up  procedures.“The  server  has 
peaked  in  its  usefulness,  so  1  am  proposing  to  replace  it  with  a 
much  more  current  version,” says  Bill  Verzal,  senior  Unix  administra¬ 
tor  and  chief  architect  of  AIX  systems  at  Komatsu.  A  new  server 
could  deliver  a  tenfold  performance  increase,  free  up  50%  of  the 
company’s  back-up  window,  and  save  roughly  $30,000  per  year  in 
licensing  costs  —  which  in  two  years  would  recoup  the  cost  of  the 

See  Resolutions,  page  55 


Poll:  Win  2000 
still  a  tough  sell 


■  BY  JOHN  FONTANA 

Microsoft  customers  are  still 
scratching  their  heads  over  the 
complexities  of  Active  Directory 
which  are  keeping  upgrades  to 
Windows  2000  from  reaching 
critical  mass  almost  two  years 
after  the  release  of  the  operating 
system,  according  to  new  survey 
data  from  IDC. 

A  poll  of  more  than  300  corpo¬ 
rate  users  of  Windows  NT  and 
2000  shows  that  a  small  number 
of  IT  executives  are  considering 
a  move  to  Linux  in  reaction  to 
Microsoft’s  Licensing  6.0  plan, 
which  will  more  than  double 
software  costs  for  some. 

The  survey  also  reveals  there  is 
no  rush  to  adopt  Windows  XP 
and  the  forthcoming  Windows 
.Net  Server,  which  could  prove  a 
drag  on  Microsoft’s  .Net  initiative 


_  .  n/  Concerns  about 
jl  %  adopting  Active 
w  1  /u  Directory. 

Note:  Respondents  were  asked 
to  check  all  answers  that  applied. 

SOURCE:  IOC  SURVEY  Of  MORE  THAN  300  IT 
EXECUTIVES. 


to  deliver  software  as  a  set  of 
components. 

Nevertheless,  95%  say  they  plan 
to  migrate  to  the  next  generation 
of  Windows-based  severs  with 
85%  of  those  planning  to  deploy 
Active  Directory. 

The  findings  are  contained  in  a 


trio  of  IDC  surveys  on  Win  2000, 
licensing  and  next-generation 
products. 

The  Win  2000  survey  shows  that 
36%  of  IT  executives  are  delaying 
rollouts  of  Win  2000  based  on  the 
complexities  of  Active  Directory 
and  that  only  9%  have  completed 
rollouts.  And  those  delays  are  not 
all  necessarily  technology  related. 

“In  many  cases,  it’s  internal  poli¬ 
tics  or  corporate  negotiations,” 
says  A1  Gillen,  an  IDC  analyst. The 
political  issues  and  negotiations 
typically  center  on  who  will  man¬ 
age  corporate  data  and  how  the 
directory  will  be  structured. 

“Our  biggest  sticking  point  has 
been  that  we  can’t  get  on  paper 
[from  central  IT]  the  guarantee 
that  we  won’t  lose  control  over 
our  permissions  and  user  man¬ 
agement,”  says  Christopher  Voss, 
See  Survey,  page  53 


Network  executives 
share  their  wisdom 
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For  the  latest  in  our  series  of 
network  executive  Q&As,  we  1 1: 


neiwui  n  executive  y&AS,  we 

spoke  with  Fannie  Mae  Senior 
Vice  President  Bill  Pugh.  Read  his 
thoughts  on: 


Keeping  up  with  exploding  Web  traffic 
volumes. 

Making  existing  applications  work  on  the  Web. 
Network  reliability. 


C  T  A  Ki  RADniiU 


In  the  office:  Monday. 


in  the  hotel  room: 


Tuesday- Friday. 


Keep  them 


Yes  you  can.  Introducing  Microsoft®  Windows®  XP 
Professional,  the  OS  that  takes  mobility  to  a  much 
higher  place.  For  starters,  users  don’t  even  need 
to  bring  their  PCs  when  they  travel.  The  Remote 
Desktop  feature  in  Windows  XP  provides  users  easy 
remote  access  to  their  work  PC  from  another  PC. 
They  can  work  with  files  and  folders,  check  and  send 
e-mail,  and  securely  do  from  the  road  virtually 
everything  they  can  do  while  sitting  in  front  of  their 
office  desktops.  When  users  do  travel  with  PCs, 
features  like  support  for  easy  wireless  network  access, 
Windows  Messenger,  secure  VPN  support,  and  the 
Encrypting  File  System  mean  road  warriors  are  doing 
what  they  need  to  do,  and  leaving  you  free  to  do  what 
you  need  to  do.  With  Windows  XP,  you  can. 
www.microsoft.com/windowsxp/itpro 


Professional 


JSi® 


When  your  business  is  online,  sealed  documents,  signatures  and  handshakes  no  longer  work. 

Let  RSA  Security  bring  authenticity  to  your  e-business. 


SECURITY' 


The  MostTrusted  Name  in  e-Security' 


www.rsasecurity.com 


■  8  McAfee  touts  antivirus  software  for  NetWare  6.0. 

■  8  Novell  to  bolster  metadirectory. 

■  10  Fannie  Mae  Senior  Vice  President  Bill  Pugh  homes  in 
on  network  scalability  and  reliability. 

■  12  Review:  NetScreen's  Global  Pro  3.0.  Revamped  management  suite 
offers  simultaneous  control  of  NetScreen  security  gear. 

■  13  Former  network  highfliers  are  taken  off  the  Nasdaq-100. 

■  53  Retailers  to  browse  supply-chain  tools  at  upcoming 
National  Retail  Federation  show. 


Infrastructure 

■  17  New  technologies  give  older 
cables  new  life. 

■  18  Wireless  LAN  security  fix  on 
tap  from  IEEE  group. 

■  18  Category  6  cabling  not  quite 
ready. 

■  18  Kevin  Tolly:  Time  for 
Jumbo  Frames  —  again. 


The  Edge 

■  27  Analysts  see  slow  growth  for 
capital  spending. 

■  27  Nortel  offers  out-of-box  IP 
services. 

Technology  Update 

■  29  SONET  provides  high-perfor¬ 
mance  SAN  extension. 


Enterprise 

Applications 

■  21  Cents  and  retail  sensibility. 

■  22  Interwoven  tool  helps  com¬ 
panies  get  organized. 

■  22  Scott  Bradner:  How 

new  a  year  will  it  be? 

■  24  Special  Focus:  There’s 
a  growing  belief  that  XML-based 
information  needs  its  own  database. 

Service  Providers 

■  25  Metropolitan  Ethernet  pro¬ 
viders  trying  to  overcome  obstacles. 

■  25  Providian  Financial  stands  by 
outsourcing  model  despite  a  string 
of  bad  experiences. 

■  26  Lisa  Pierce:  Taking  a 
look  ahead  at  telecommunications 
trends  for  2002. 


■  29  Steve  Blass:  Ask  Dr 

Internet. 

■  30  Mark  Gibbs:  Veni.  Video. 
Vici. 

■  30  Keith  Shaw:  Cool  tools, 
gizmos  and  other  neat  stuff. 

Opinions 

■  32  Editorial:  Thirteen  lucky 
predictions  for  2002. 

■  33  Shari  Loback:  Finding 
grief  instead  of  answers. 

■  33  James  Kobielus:  Short 
Message  Service  pushes  paging  to 
extinction. 

■  54  Backspin:  Happy  New 
Activation. 

■  54  'Net  Buzz:  Resolving  to 
do  better,  more,  less  —  whatever 
—  in  2002. 


Management 

Strategies 

■  40  Project  procedures:  Use 
the  right  business  processes  to 
.  steer  IT  implementations 
I W  through  a  downturn. 


A 


Features 

The  demise  of  the  DSL  carriers 

The  Telecommunications  Act  of  1996  was 
supposed  to  open  the  way  for  new  compe¬ 
tition  and  new  services  like  DSL.  But  today, 
most  of  the  upstart  DSL  local  exchange 
carriers  have  filed  Chapter  11,  and  the 
incumbents  have  85%  market  share  in 
DSL.  What  went  wrong?  Page  34. 

Review 

Vantum’s  video  appliance  is  more  than  just 
a  camera.  It’s  ideal  for  capturing  and 
streaming  video  content  on  the  network. 

Page  37. 
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’  Power  Issue 

I - — — - 

The  Power  game 

Don't  wait  for  March  Madness.  Cast  your  votes  this  month  in  our 
Power  bracket  game.  Determine  who  is  the  most  powerful  person  in 
the  network  industry. 

DocFinder:  7634 

The  most  powerful  CEOs  and  companies 

In  a  Fusion-only  pop-up  chart,  survey  respondents  ranked  the  CEOs  on  a 
scale  of  1  to  100,  with  100  being  the  most  powerful,  Network  WM/ read¬ 
ers  ranked  Cisco  and  Microsoft  in  a  virtual  tie,  considerably  increased  the 
power  status  of  IBM,  Network  Associates  and  Verizon,  and  tanked  Lucent. 
Check  'em  out. 

DocFinder:  7635 

Review 

Top  ISP 

SBIS  is  the  new  top  player  in  regional  retail.  With  the  help  of  eTesting 
Labs,  we  rank  the  top  ISPs  monthly  in  the  business-to-business,  na¬ 
tional  and  regional  categories  as  they  compare  with  vendors  within 
the  same  market.  DocFinder:  7636 


■  CONTACT  US  Network  World,  118Turnpike  Road,  Southborough, 
MA  01772;  Phone:  (508)  460-3333;  Fax:  (508)  490-6438; 

E-mail:  nwnews@nww.com;  STAFF:  See  the  masthead  on  page  8 
for  more  contact  information.  REPRINTS:  (717)  399-1900 

SUBSCRIPTIONS/CHANGE  OF  ADDRESS:  Phone:  (508)  490-6444; 
Fax:  (508)  490-6400;  E-mail:  nwcirc@nww.com; 

URL:  www.nwwsubscribe.com 


Columnists 


Compendium 

Mac  rumors 

Fusion  Executive  Editor  Adam  Gaffin  has  found  a  link  to  the 
Crazy  Apple  Rumors  Site,  which  at  least  admits  to  making 
up  all  the  rumors  itself. 

DocFinder:  7639 

Help  Desk 

Prioritizing  voice  over  data  in  voice  over  IP 

Columnist  Ron  Nutter  discusses  the  benefits  of  using  Cisco’s 

quality  of  service  for  prioritizing  traffic. 

DocFinder:  7638 

Keeping  Current 

A  next-generation  VPN  provider 
Columnist  Fred  McClimans  claims  there  is  a  new  trend 
toward  more  flexible,  software-based  VPNs  that  make  it 
easier  to  mix  and  match  hardware  and  clients. 

DocFinder:  7640 

Events 

Performance  and  availability  mgmt. 

This  seminar  shows  you  how  to  figure  out  your  network's 
return  on  investment.  DocFinder:  7637 

What  is  DocFinder? 

We’ve  made  it  easy  to  access  articles  and 
resources  online.  Simply  enter  the  four-digit 
DocFinder  number  in  the  search  box  on  the 
home  page,  and  you’ll  jump  directly  to  the 
requested  information. 
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Symantec  appoints  Schwarz  president 

■  Symantec  last  week  named  John  Schwarz  president  and  COO  of 
the  security  technology  company  in  Cupertino,  Calif.  He  will  be 
responsible  for  product  development,  incident  response,  sales,  sup¬ 
port,  professional  services  and  partnership  relationships.  Schwarz 
will  report  to  CEO  John  Thompson.  Prior  to  joining  Symantec, 
Schwarz  was  president  and  CEO  of  Reciprocal,  a  security  company 
focused  on  digital-rights  management. 

Number  of  Web  sites  shrinking 

■  The  number  of  Web  sites  on  the  Internet  is  shrinking  as  domains  registered  during  the 
Internet  boom  of  late  1999  are  dropped,  according  to  Netcrafts  Web  Server  Survey 
released  last  week.  The  report  found  that  the  number  of  Web  sites  fell  by  182,142  from 
November  to  December,  leaving  about  36.3  million  sites. The  decline  is  only  the  second 
recorded  by  the  survey,  which  started  in  August  1995.The  first  drop  was  a  blip  caused  by 
failures  and  changes  at  several  large  hosting  companies,  Netcraft  said.  But  this  time  the 
number  of  domains  not  renewed  exceeds  the  number  of  new  registrations,  resulting  in 
fewer  Web  sites. 

AOL  fixes  security  vulnerability 

■  AOL  last  week  patched  a  security  hole  in  the  Windows  version  of  its  AOL  Instant 
Messenger  (AIM)  chat  program  that  could  let  a  hacker  take  control  of  a  users  computer. 
The  bug,  discovered  by  the  security  group  wOOwOO,  affects  AIM  Versions  4.7  and  4.8.  AOL 
fixed  the  problem  on  its  servers, and  users  are  not  required  to  download  any  software.The 
vulnerability  a  common  buffer  overrun  that  has  bitten  Microsoft  software,  was  exposed  by 
taking  advantage  of  a  flaw  in  the  shared  game  features  of  AIM. 

Vandalism  of  Web  sites  said  to  be  increasing 

■  The  number  of  vandalized  Web  sites  recorded  by  defacement  archive  Alldas.de 
jumped  in  2001  to  22,379,  more  than  five  times  greater  than  the  4,393  defacements  logged 
in  2000.Alldas.de  has  tracked  defacements  since  1998  and  offers  snapshots  of  defaced 
Web  sites  and  security  analyses  and  statistics.  The  site 
gained  in  popularity  after  its  U.S.  counterpart 
Attrition.org  stopped  hosting  copies  of  defaced  sites  in 
May.The  number  of  defacements  was  especially  high  in 
April  and  May,  with  3,003  and  3,431  sites  altered,  respec¬ 
tively  U.S.  and  Chinese  hackers  were  said  to  be  fighting 
a  cyberwar  in  those  months  after  a  U.S. spy  plane  crash- 
landed  in  China  on  April  Land  the  FBI  warned  at  the 
time  of  increased  attacks  by  Chinese  hackers. 

Paradyne  to  purchase  Elastic 
Networks 

■  DSL  equipment  vendor  Paradyne  plans  to  buy 
Elastic  Networks,  a  maker  of  broadband  access  tech¬ 
nology  that  competes  with  DSL. The  $28.8  million  deal 
lets  Paradyne  extend  its  broadband  access  options  beyond  the  many  flavors  of  DSL.  Like 
DSL,  Elastic s  EtherLoop  technology  runs  over  regular  phone  lines,  but  it  supports  higher  j 
bandwidth  across  longer  distances  than  some  DSL  varieties.  Elastic’s  EtherLoop  and  j 
EtherLoop2  operate  at  5M  bit/sec  and  1 00M  bit/sec,  respectively.  DSL  speeds  vary  depend¬ 
ing  on  the  type  of  DSL.  Asymmetric  DSL  can  deliver  about  8M  bit/sec  downloads  but 
slower  uploads.  EtherLoop  is  also  less  sensitive  to  bad  phone  lines  and  less  disruptive  to 
other  services,  such  as  ISDN  and  T-l,  which  may  be  running  in  nearby  wires. These  fea¬ 


Growing  problem 

Number  of  sites 
vandalized: 


www.nwfusion.com 


tures  make  it  potentially  less  expensive  and  easier  to  deploy  because  it  requires  less 
preparation  of  phone  wires.  EtherLoop  also  requires  less  management,  proponents  say. 


MIT  launches 
Deshpande  Center 

■  Aiming  to  streamline  funding 
for  leading-edge  technology 
research  and  make  the  resulting 
innovations  more  available  to 
small,  entrepreneurial  companies, 
the  Massachusetts  Institute  of 
Technology  last  week  launched 
the  Deshpande  Center  for 
Technological  Innovation.  Named 
for  Sycamore  Networks  co¬ 
founder  Gururaj  “Desh”  Desh¬ 
pande  and  his  wife  Jaishree,who  have  given  $20  million  to  MIT  for  the  seed  funding,  the 
center  will  award  grants  for  research  in  areas  including  IT,  nanotechnologies  and  bio- 
engineering.'Traditional  funding  mechanisms  have  become  increasingly  bureaucratized 
and  risk-averse,”  said  MIT  President  Charles  Vest  at  the  centers  launch  event  in  Cambridge, 
Mass.The  new  center  will  “possibly  create  a  new  way  of  funding  research  in  universities,” 
Deshpande  said. 


MIT  recently  received  $20  million  from  Jaishree  and 
Gururaj  Deshpande  to  fund  leading-edge  technology 
research. 


University  researchers  claim  chip  breakthrough 

■  Researchers  at  Johns  Hopkins  University  have  developed  a  technique  that  uses  light 
rather  than  electricity  to  send  data  between  microchips.  The  technology  will  greatly 
increase  the  speed  at  which  data  travels  in  computer  and  network  systems,  according  to 
one  of  the  inventors.  While  computer  chips  are  currently  built  using  silicon,  the  new  tech¬ 
nique, called  “silicon  on  sapphire,”  uses  thin  slices  of  silicon  placed  on  top  of  a  layer  of  syn¬ 
thetic  sapphire  to  achieve  its  effects,  according  to  Alyssa  Apsel,  a  co-inventor  of  the  tech¬ 
nology.  Although  optical  transmission  and  microscopic  lasers  are  almost  10  years  old,  the 
addition  of  the  sapphire  layer  on  the  chip,  through  which  the  data  is  sent,  is  the  break¬ 
through,  Apsel  said.  Apsel  expects  that  commercial  implementation  of  the  technology 
could  happen  within  a  few  years.The  researchers  expect  that  data  transmitted  using  the 
new  technology  could  move  as  much  as  100  times  faster  than  data  sent  over  wires, 
according  to  a  statement  issued  by  the  university 


Software  license  scofflaws  offered  amnesty 

■  The  Business  Software  Alliance  (BSA)  is  giving  corporate  software  pirates  in  seven  U.S. 
areas  a  chance  to  start  the  new  year  on  the  right  side  of  the  law,  offering  a  one-month 
grace  period  for  companies  to  acquire  necessary  licenses  without  facing  penalties. The 
software  and  Internet  industry  trade  group,  which  enforces  license  and  copyright  restric¬ 
tions,  announced  the  one-month  reprieve  earlier  this  week  in  hopes  that  license  violators 
will  take  the  opportunity  to  conduct  a  software  audit  and  take  the  necessary  steps  to  get 
legal. The  Jan.  1  to  Jan. 31  grace  period  is  available  to  businesses  in  Billings, Bozeman  and 
Missoula,  Mont.;  Houston;  Indianapolis;  Nashville;  Orlando;  Norfolk  and  Richmond,  Va.; 
and  San  Francisco,  San  Jose  and  Oakland,  Calif.  BSA  says  it  will  send  businesses  in  these 
cities  promotional  materials  on  how  to  participate  in  the  program.  . 


■  The  Good  The  Bad  The  Ugly 

<=> 

<g>  While  a  projected  2%  IT  budget  increase  for  2002  isn't 
anything  to  party  about,  it's  certainly  an  improvement  over  the 
2.8%  decrease  in  IT  spending  reported  last  year  by  75  CIOs  at 
U.S.  companies  surveyed  recently  by  Merrill  Lynch. 


As  if  last  year  didn't  end  with  enough  pesky  and  potentially 
damaging  new  viruses  and  worms,  the  new  year  started  with 
reports  of  the  Maldal.D  (or  ZaCker)  worm,  which  has  the  ability 
to  delete  antivirus  files  among  other  data,  as  well  as  a  flaw  in 
the  latest  edition  of  AOL's  Instant  Messenger  chat  software  that 
AOL  fixed  last  week. 


Some  33%  of  the  online  retailers  that  market  researcher 
Jupiter  Media  Matrix  tracked  last  month  resolved  basic  cus¬ 
tomer  service  requests  within  six  hours,  but  40%  took  more 
than  three  days  to  respond,  or  didn't  bother  to  reply  at  all. 


How  fast  can  I  deploy  your  critical  apps  from  Microsoft,  i2  and  SAP? 
How  fast  can  you  plug  me  in? 
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Dell  |  Enterprise 

I  am  Dell  Enterprise.  PowerEdge™  servers,  storage,  infrastructure  software,  and  Premier  Enterprise  Services. 

And  I  not  only  run  the  critical  apps  your  enterprise  demands,  I  make  sure  they  scream  from  day  one.  How?  By  creating 
alliances  with  leading  software  companies  like  Microsoftf  \2f  and  SAP.  And  by  creating  a  one-to-one  relationship  with  you. 
The  result:  a  custom,  end-to-end  Intel®  Pentium® III  Xeon'“  processor-based  solution  designed  to  deliver  maximum  uptime. 
Pre-validated  and  pre-configured  to  your  exact  specs.  Then  pre-tested  and  proven  before  it  leaves  the  factory. 

When  critical  is  the  name  of  the  game,  I  can  play  as  fast  as  you  can  plug.  To  find  out  what  customers  and  analysts 
are  saying  about  Dell  Enterprise,  visit  us  online  today  at  dell.com/enterprise3. 


Rapid  deployment.  Maximum  uptime.  Easy  as 


SP< 


Microsoft  .NET  Platform  Call  1-877-430-DELL  or  visit  www.dell.com/enterprise3 

i2  TradeMatrix  Platform 
mySAP.com  e-business  Platform 


SAP  is  a  trademark  or  registered  trademark  of  SAP  AG  m  Germany  ar>d  several  other  countries  Intel  the  Intel  logo  Pentium  and  Pentium  II!  Xeon  are  trademarks  or  registered  trademarks  of  Intel 
Oei!  logo  are  registered  trademarks  of  the  Dell  Computer  Corporation  $22001  Dell  Computer  Corporation.  All  Rights  Reserved  Dell  Computer  Corporation  cannot  t*  held  responsible  for  errors  in  ’ 
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McAfee  touts  antivirus  pack  for  Netware  6.0 


Holding  back  attacks 


NetShield,  the  first  antivirus  product  for  NetWare  6.0, 
can  be  controlled  through  the  central  ePolicy  Orchestra- 
tor  console. 


The  ePolicy  Orchestrator 
reports  NetWare  virus 
incidents  to  a  central  ePolicy 
Orchestrator  database. 
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Installation  function  can  automate  signature  updates 
to  both  the  NetWare  6.0  server  and  desktops, 


■  BY  ELLEN  MESSMER 

SANTA  CLARA  —  Network 
Associates’  McAfee  division  this 
week  becomes  the  first  vendor 
to  offer  antivirus  software  for 
Novell’s  NetWare  6.0  server, 
although  others,  including  Com¬ 
puter  Associates,  expect  to  have 
competing  products  ready  with¬ 
in  weeks. 

McAfee’s  NetShield  4.6  for 
NetWare  is  installed  as  a  mod¬ 
ule  on  NetWare  6.0  —  which 
became  available  in  September 
—  to  scan  files  for  viruses  and 
malicious  code  such  as  Trojan 
horses.  NetShield  also  includes 
the  NetWare  AntiVirus  Console 
to  track  virus  activity  on  the 
server.  Until  the  release  of 
NetShield  4.6  for  NetWare,  cus¬ 
tomers  upgrading  to  NetWare 
6.0  had  no  means  to  scan  for 
viruses  on  the  server,  although 
antivirus  software  is  available 
from  many  vendors  for  desktop 
protection. 

With  its  latest  NetWare  anti¬ 
virus  product,  McAfee  has  also 
integrated  its  security-policy 
management  console,  ePolicy 
Orchestrator,  into  NetShield  for 
NetWare  so  managers  have  the 
option  of  instituting  the  types  of 
automated  controls  available 
with  ePblicy  Orchestrator.  These 
include  automating  antivirus 
updates  on  the  server  and  desk¬ 
top,  and  tracking  virus  activity 
more  closely. 

“With  ePolicy  Orchestrator,  all 
the  desktops  can  now  report  to  | 
the  NetWare  server’’ says  McAfee  j 
marketing  manager  Zoe  Low- 
ther.“It  gives  you  a  bird’s-eye  view 
of  the  NetWare  environment." 
Desktops  have  to  run  the  ePblicy 
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■  THIS  WEEK'S  QUESTION: 

What  does  software 
maker  SAP  AG  call  its 
annual  conference  held 
each  summer  in  Florida? 


Answer  this  and  ime  addtronal  questions 
online  and  you  could  wm  $500!  Visit 

Kstwsri  World  Fusita  and  enter  2349 
ii  the  Search  (/ox. 

irww.nwfusion.com 


Orchestrator  client  software  for 
these  added  functions  to  work. 

McAfee  has  changed  the  way 
NetShield  does  file  scanning  on 
the  NetWare  server,  Lowther 
says.  For  instance,  NetShield  for 
NetWare  previously  scanned  for 
possible  computer  viruses  every 
time  a  user  accessed  a  file  on 
the  server.  NetShield  4.6  scans  a 
file  once  and  marks  it  as  “clear” 
and  won’t  scan  it  again  until  it  is 
modified. 

Scanning  less  frequently  helps 
reduce  delays  that  occur  on  the 
network  when  antivirus  software 
is  constantly  scanning,  Lowther 
says.  The  NetShield  scan  also 
includes  all  cluster  volumes 
mounted  on  the  server. 

Antivirus  vendors  have  been 
slow  to  be  ready  with  products 
to  protect  the  latest  version  of 
the  Novell  network  operating  sys¬ 
tem  compared  with  their  speed 
in  supporting  Microsoft.  But 
antivirus  protection  for  NetWare 
6.0  is  finally  coming;  Computer 
Associates,  for  instance,  plans  to 
announce  a  version  of  its  Inno- 
culatelT  antivirus  product  for 
NetWare  6.0  within  a  few  weeks, 
CA  sources  say 


McAfee  says  that  the  NetWare 
AntiVirus  Console  software  and 
the  McAfee  NetShield  for  Win¬ 
dows  NT  AntiVirus  Console  can 
run  on  the  same  workstation.  But 
the  two  can’t  run  simultaneously; 


one  of  the  consoles  has  to  be 
closed  down  before  starting  the 
other. 

NetShield  4.6  for  NetWare  costs 
$26  per  node  for  one  to  25  nodes. 

McAfee:  www.mcafeeb2b.com 


Novell  to  improve  metadirectory 

DirXML  1.1  includes  better  support  for  remote  applications. 


■  BY  DENI  CONNOR 

PROVO,  UTAH  —  Novell  is  expected  to  release 
as  early  as  this  week  a  version  of  its  metadi¬ 
rectory  software  that  works  with  more  applica¬ 
tions,  including  those  on  remote  machines  that 
aren’t  on  NetWare  networks. 

Like  other  metadirectories,  Novell’s  new  DirXML 
1.1  will  join  data  from  myriad  directories  typi¬ 
cally  found  on  corporate  networks.The  company 
hopes  the  upgrade  will  further  differentiate  its 
offering  from  those  offered  by  Critical  Path, 
iPlanet  and  Microsoft,  among  others. 

While  DirXML  supported  remote  applications 
before  Version  1.1,  it  no  longer  requires  cus¬ 
tomers  to  run  Novell’s  eDirectory  platform  at 
each  site.  DirXML,  which  runs  on  any  server  that 
also  has  eDirectory  installed,  links  to  remote 
applications  via  IP  using  Secure  Sockets  Layer 
technology.  The  applications  can  reside  on  main¬ 
frames,  Macintoshes  or  assorted  Win32  and  Java 
systems. 

Brian  Wiatr,  senior  systems  administrator  for  the 
Hartford  Public  Schools  in  Connecticut,  will  use 
the  remote  connection  sup¬ 
port  to  manage  end-user 
accounts  on  Windows  2000, 
and  NetWare  5.1  and  6 
servers. 

“We’re  looking  at  doing  sin¬ 


gle-point  of  administration  for  both  eDirectory  and 
Active  Directory’Wiatr  says.  DirXML  1.1  will  let  him 
gather  information  from  Windows  2000  and  man¬ 
age  it  with  tools  on  his  NetWare  network. 

Novell  is  making  DirXML  more  useful  by  adding 
support  for  Novell’s  GroupWise  collaboration 
software  and  SAP’s  mySAP  human  resources 
package.  The  company  is  also  updating  the  dri¬ 
vers  it  ships  for  PeopleSoft’s  HR  applications, 
Windows  NT  domains,  Exchange  and  Notes 
delimited  text  files. 

Wiatr  is  working  with  Novell’s  consulting  group 
to  develop  drivers  for  the  HR  and  administration 
software  he  uses.  Once  the  drivers  are  available, 
new  employees  and  students  will  be  added  to  the 
applications  and  then  information  automatically 
will  be  populated  to  other  directories. 

New  logging  features  will  also  be  part  of  DirXML 
1.1.  Companies  will  be  able  to  create  one  log  or 
individual  per-function  logs  for  each  DirXML  dri¬ 
ver  they  have  loaded  on  a  system.  Rather  than 
having  to  sift  through  a  lengthy  log  to  find  infor¬ 
mation  or  trigger  events  for  an  action  on  a  partic¬ 
ular  NT  domain,  administrators  can  reduce  over¬ 
head  and  create  a  log  for 
each  domain. 

DirXML  1.1  will  cost  $29  per 
user;  the  mySAP  HR  driver 
will  cost  $10  per  user. 

Novell:  www.novell.com 
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DSView  gives  you  'point  and  click’ 
access  and  control  of  all  the  KVM 
and  serial  devices  in  your  data  center. 


With  the  new  DSR  analog/digital  KVM 
switches,  your  choices  for  access 
and  control  have  never  been  better. 

See  our  latest  designs  at 
www.avocent.com 


Fora  FREE  Smart  Server  Management  Guide  and  more  information  about  our  connectivity  solutions, 

visit  www.avocent.com  or  call  1-866-AVOCENT  (286-2368). 

Avocent,  the  Avocent  logo,  ‘The  Power  Of  Being  There’  and  ‘KVM  over  IP’  are  trademarks  of  Avocent  Corporation.  Copyright  2001. 
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Network  executives 
share  their  wisdom 


Fannie  Mae  VP  Pugh  homes  in  on  net¬ 
work  scalability,  reliability 

In  the  midst  of  a  major  economic  downturn ,  Fannie 
Mae's  business  is  booming  as  homeowners  refinance 
their  mortgages  to  take  advantage  of  ultralow  interest 
rates.  The  quasi-governmental  financial  services  firm  saw 
its  Web  traffic  triple  last  year  and  is  scrambling  to  scale 
its  network  infrastructure  accordingly.  Bill  Pugh ,  senior 
vice  president  for  enterprise  systems  management  at 
Fannie  Mae,  spoke  recently  with  Senior  Editor  Carolyn 
Duffy  Marsan  about  the  challenges  of  building  robust, 
reliable  networks  and  giving  customers  more  access  to 
information. 


Please  describe  Fannie  Mae's  network  infrastructure. 

We  have  five  regional  offices.  We  have  our  headquar¬ 
ters  office  here  in  Washington,  D.C.,  where  we  have  five 
buildings. We  also  have  two  buildings  in  Herndon, Va.  So 
a  large  part  of  our  network  is  managing  the  communica¬ 
tions  between  our  12  locations.  We  have  a  frame  relay 
network.  We  have  diverse  routes  between  every  building. 

We  have  two  major  external  users  of  our  network.  We 
have  a  lot  of  [dedicated]  communication  links  with 
Wall  Street  trading  firms  and  with  the  [Federal  Reserve 
Bank], That’s  for  the  portfolio  part  of  our  business. 

At  the  front  end,  we  have  our  MorNet  Plus  Network. 
This  is  the  network  that  we  use  to  communicate  with 
our  lenders  and  brokers  that  provide  us  with  the  [mort¬ 
gage]  loans.  A  number  of  the  large  lenders  have  dedi¬ 
cated  lines.  We  also  have  developed  a  Web-based  front 
end  so  lenders  also  use  an  ISP  and  come  in  through 
that. That’s  where  most  of  our  volume  is  in  terms  of  net¬ 
work  traffic. 

On  the  back  end  with  the  portfolio  [business], the 
transactions  are  fewer  but  the  dollar  values  are  a  lot 
larger. The  focus  is  on  reliability  and  security,  but  not 
necessarily  high  volumes.  On  the  front  end,  the  dynam¬ 
ics  have  changed  and  we’re  looking  at  much  higher 
volumes.  We’re  looking  at  the  ability  to  scale  rapidly. 
We’re  looking  at  high  availability. 

What  are  the  key  applications  running  on  the  network? 

The  key  applications  on  the  front  end  are  the 
Desktop  Originator  and  Desktop  Underwriter. These  are 
utilities  that  companies  can  use  to  originate  or  under¬ 
write  loans.They  can  choose  to  sell  these  loans  to  us 
or  keep  the  loans  for  themselves. These  applications 
were  developed  internally.  With  the  latest  release,  we 
are  now  offering  them  as  Internet  applications, 
although  we  still  allow  people  to  come  in  through  the 
back  end  and  bypass  the  [Internet]  front  end. 

What  volume  of  transactions  are  you  handling  with  these 
applications? 

We  are  getting  about  140,000  submissions  per  day. 
The  earlier  part  of  [last]  year  during  the  [first  refinanc¬ 
ing  surge], we  were  hitting  about  100,000  submissions 
per  day. So  this  second  [refinancing]  wave  that  oc¬ 
curred  with  the  last  rate  cut  has  actually  generated 


more  volume  than  the  earlier  one  did. These  are  our 
peak  volumes  of  all  time.  Our  volume  over  the  last  year 
has  tripled.  It’s  put  a  tremendous  amount  of  pressure  on 
the  [network]  infrastructure  and  has  really  stressed  our 
scaling  capabilities.  We  had  not  planned  on  scaling  up 
this  fast. 

With  the  volume  of  transactions  tripling,  what  did  you  need  to 
add  to  your  network? 

We  added  a  significant  number  of  servers.  We  also  up¬ 
graded  our  back-up  data  center  to  where  it  could  handle 
production. We  moved  to  having  parallel  production  en¬ 
vironments  so  we  could  do  maintenance  on  one  and  so 
we  would  have  redundancy  One  [data  center]  is  in  this 
building  and  the  other  is  in  Herndon, Va.  We  operate  this 
environment  24-7.  It’s  totally  redundant.  Our  objective  is 
to  have  120%  of  capacity  at  each  site.  With  the  volumes 
increasing  the  way  they  are,  we  tend  to  stretch  that.The 


basic  platform  is  Sun  on  the  back  end,  with  Windows  NT 
on  the  front  end. 

What  upgrades  do  you  have  planned  for  the  network  infrastruc¬ 
ture  in  the  year  ahead? 

The  biggest  problem  we  have  with  the  network  infra¬ 
structure,  frankly,  is  reliability  We  are  continually  looking 
for  ways  to  add  redundancy  into  our  [external]  network 
while  trying  to  maintain  costs.  In  terms  of  our  internal 
network,  the  issue  is  capacity.  We  have  started  migrating 
toward  voice  over  IP  We’re  installing  that  first  in  our  reg¬ 
ional  offices,  as  they  have  a  number  of  phone  systems 
that  are  old  and  need  to  be  replaced.  We  [also]  have 
started  to  pilot  desktop  video.  Both  of  those  [applica¬ 
tions]  require  a  lot  more  bandwidth  to  the  desktop  than 
we  currently  have.  So  we’re  in  the  process  of  upgrading 
our  internal  capacity. 

Fannie  Mae  is  one  of  the  few  companies  in  the  U.S.  that  did  well 
in  2001.  How  are  you  taking  advantage  of  that  in  terms  of  main¬ 
taining  your  IT  budget  and  making  new  investments? 

Fannie  Mae  has  always  been  a  very  prudent  com¬ 
pany  in  terms  of  investing  in  technology.  We  don’t  in¬ 
vest  in  technology  for  technology’s  sake.  We’re  not 
interested  in  being  on  the  bleeding  edge.  We  are  very 
much  driven  by  the  business.  Our  largest  technology 
challenge  has  been  facing  the  amount  of  refinancing 
activity  and  scaling  up  to  provide  [that  level  of]  per- 
formance.That  has  been  a  huge  stretch  for  us  and  for 
our  industry.  In  meeting  that  challenge,  we  have  made 
a  number  of  technology  improvements.  For  example, 
we’ve  upgraded  our  data  centers.  We’ve  improved  our 
ability  to  migrate. The  other  area  where  we  moved 
ahead  in  terms  of  technology  was  voice  over  IP  That 
[investment]  was  made  for  business  reasons,  not  be¬ 
cause  we  wanted  to  be  first  with  voice  over  IP  No¬ 
body’s  come  and  thrown  a  lot  more  money  at  me. 

But  obviously,  you  had  to  increase  your  budget  just  to  build  up 
your  server  capacity.  What  kind  of  increases  have  you  needed? 

We  probably  [increased  our  IT  budget]  8%  to  handle 
traffic  that’s  tripled  since  [2000], We  are  not  going  to  be 

See  Fannie  Mae,  page  13 


Bill  Pugh 


Organization: 

Responsibilities: 

Network  infra¬ 
structure  budget: 

Staff  size: 
Previous  jobs: 


Title: !  Senior  vice  president  for  enterprise  systems 
management  (since  November  2000) 

Federal  National  Mortgage  Association  (Fannie  Mae) 


Maintain  and  operate  the  network  and  systems 
infrastructure. 


44%  of  the  total  IT  budget  (Further  details  undisclosed) 
600 

Vice  president  for  Guaranty  and  FranchiseTechnology 
at  Fannie  Mae,  where  he  was  responsible  for  developing 
new  systems  to  serve  the  Single-Family  Guaranty 
business,  as  well  as  revamping  the  company’s  systems 
test  strategies  to  improve  its  time-to-market.  He  joined 
Fannie  Mae  in  1992. 


Education:  Bachelor’s  degree  from  Duke  University 


((5$)  More  online! 

Vvauy  •  Read  the  unabridged  interview.  DocFinder: 

Y_]  •  More  interviews  with  top  network  executives.  7633 


WEB  SITE 
TRAFFIC  JAMS 


You  can’t  have  too  much  of  a  good  thing.  Unless  you’re  talking 
Web  transactions — and  your  network  can’t  handle  the  load. 

After  Nabiscoworld.com  launched,  the  site  managers  faced 
exactly  this  issue:  too  many  visitors  were  arriving  at  the  site. 

Which  meant  too  many  people  were  turned  away.  Unhappy. 

AT&T  solved  the  problem.  We  re-architected  the  site  to  handle 
double  the  current  monthly  visits.  And  we  added  performance 
tracking  and  data-capture  tools  to  squeeze  out  more  usable 

Call  AT&T  toll  free  at  I  866  346-9384  or  visit  us  at 


information.  Result:  Nabiscoworld.com  receives  90%  more  visits. 
With  no  change  in  response  time.  And  at  greatly  reduced  cost. 
It’s  proof  that  the  right  investment  in  your  communications  not 
only  solves  problems.  It  brings  an  immediate  return.  A  return 
AT&T  helps  you  realize. 

Got  a  traffic  problem?  AT&T  can  help  you  solve  it. 

Results:  Measurable.  Possibilities:  Boundless. 


www.attbusiness.com/return 
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Revamped  man¬ 
agement  suite 
offers  simulta¬ 
neous  control 
of  NetScreen 
security  gear. 


NetScreen's 
Global  Pro  3.0 


■  BY  JOEL  SNYDER,  NETWORK  WORLD  GLOBAL  TEST  ALLIANCE 

NetScreen’s  revamped  Global  Pro  3.0  management  suite  gives  network  pro¬ 
fessionals  a  way  to  simultaneously  manage  a  network  of  NetScreen  fire¬ 
walls.  While  our  tests  show  NetScreen  hasn’t  exactly  hit  a  home  run  with 
this  product,  the  company  has  managed  to  load  the  bases  with  some  seri¬ 
ous  firewall  and  VPN  management  and  configuration  tools. 


Released  in  November, Global  Pro  3.0  takes  network  executives  out  of  the  tedious 
position  of  managing  individual  firewalls, and  moves  them  into  the  realm  of  policy- 
based  security  management. 

Before  now,  NetScreen  had  fallen  behind  competitors  including  Check  Point 
Software,  Avaya,  and  Nokia  because  it  didn’t  offer  centralized  policy-based 
configuration. 

Global  Pro  3.0  comes  in  two  flavors. The  Express  version,  which  we  evaluated, can 
manage  up  to  100  devices.This  version  lacks  some  of  the  aggregate  reporting  tools 
available  in  the  higher-end  full  version,  which  scales  up  to  10,000  devices, sports  an 
Oracle  database  back  end  and  offers  some  fault  tolerance. 

For  the  Global  Pro  Express  3.0,  you  get  quite  a  bit  of  management  machinery  for 
$6,000.  It  comes  standard  on  a  dedicated  Sun  server  with  a  500-MHz  Sun  NetraTl  pro¬ 
cessor  with  512M  bytes  of  RAM.To  install, hook  up  a  terminal  and  give  it  an  IP  address. 
The  management  server  comes  prebuilt  with  a  firewall  and  can  be  placed  anywhere 
inside  your  network. 

Management  is  controlled  from  any  Windows  NT  4.0  or  Windows  2000  system. The 
Management  Server  has  a  small  Web  server  installed,  largely  to  feed  Windows  the  Java- 
based  management  graphical  user  interface  (GUI)  that  communicates  with  the  man¬ 
agement  server.  We  drove  the  GUI  from  a  dual  650-MHz  Win  2000  system  with  512M 
bytes  of  RAM.  Things  weren’t  intolerably  slow,  but  with  that  much  hardware  under- 


Net  Results 


NetScreen  Global  Pro  Express  v3.0 


■■  g\  am  Company:  NetScreen,  www.netscreen.com  Cost:  Price  as  tested: 
$6,000  (25  devices).  Pros:  Outstanding  architectural  base. 
Preinstalled  and  preconfigured  management  platform  to  simplify 
RATING  implementation  and  reduce  ongoing  operations  tasks.  Handles 
firewall  and  VPN  tasks  from  a  policy  point  of  view.  Cons:  Cen¬ 
tralized  configuration  not  available  for  all  tasks.  Bugs  and  inconsistencies  in 
the  configuration  and  documentation  areas  need  work.  Usability  and  performance 
could  be  better. 


What's  the  score? 

NetScreen  Global  Pro  Express  v3.0 

Enterprise-quality  config.  30% 

4 

Ease  of  use/documentation  25% 

3.5 

Scalability  20% 

4 

Management  15% 

3.5 

Performance  10% 

2.5 

TOTAL  SCORE 

3.65 

Individual  category  scores  are  based  on  a  scale  of  1  to  5.  Percentages  are  the  weight  given 
each  category  in  determining  the  total  score.  ■  Scoring  Key:  5:  Exceptional  showing  in  this 
category.  Defines  the  standard  of  excellence  4:  Very  good  showing.  Although  there  may  be 
room  for  improvement,  this  product  was  much  better  than  the  average.  3:  Average  showing  in 
this  category.  Product  was  neither  especially  good  nor  exceptionally  bad.  2:  Below  average. 
Lacked  some  features  or  lower  performance  than  other  products  or  than  expected.  1:  Consistently 
subpar,  or  lacking  features  being  reviewed. 


neath  the  hood,  it  should  have  provided  a  better  showing. 

When  we  started  to  dump  firewalls  into  the  management  system,  there  was  no 
way  to  import  the  current  configuration  from  an  existing  firewall.  Existing  Net- 
Screen  customers  with  complex  configurations  might  find  this  aggravating. 

Security  policies  are  key  to  Global  Pro  3.0.  There  are  13  types  of  security  policies, 
ranging  from  the  prosaic  (such  as  where  to  send  SYSLOG  messages)  to  the  critical 
(such  as  what  traffic  gets  in  and  what  traffic  does  not). Policies  are  defined  using  a  sim¬ 
ple  interface  and  then  applied  to  as  many  firewalls  or  firewall  groups  as  you'd  like. 

We  defined  a  policy  listing  all  our  corporate  mail  servers  and  stating  that  the  Internet 
could  connect  to  our  corporate  mail  servers,  but  only  for  the  purpose  of  sending  us 
mail.The  policy  also  let  the  mail  servers  send  mail  out  to  the  Internet.  Once  the  policy 
was  defined,  we  used  the  policy  editor  to  add  the  relevant  firewall  groups  to  it, pushed 
changes,  and  we  were  done. 

The  beautiful  thing  about  NetScreen’s  policy-based  management  is  that  if  a  new  fire¬ 
wall  was  added  into  one  of  the  groups  already  attached  to  the  policy,  Global  Pro  3.0 
would  automatically  build  a  policy  for  that  firewall  that  includes  all  the  policies  for 
that  group.  The  same  thing  is  true  of  changes  to  the  policy.  If  a  new  mail  server  was 
added,  all  it  would  have  taken  is  a  push  to  all  firewalls  to  make  them  aware  of  the 
change  in  policy 

VPN  configuration  a  dream 

One  of  the  areas  where  Global  Pro  3.0  really  steps  up  to  the  plate  is  in  building  large 
VPNs.To  build  a  mesh  or  hub-and-spoke  VPN, select  all  of  the  protected  networks, add 
them  into  the  VPN,  specify  Internet  Key  Exchange  and  IP  Security  policies,  and  you’re 
done. Global  Pro  3.0  already  knows  which  gateways  protect  which  networks  based  on 
the  configuration  information  provided  when  the  firewall  was  installed,  and  down¬ 
loads  appropriate  policies  to  each  one. 

We  built  VPNs  not  only  between  NetScreen  firewalls,  but  also  among  third-party  gate¬ 
ways  (see“How  we  did  it,” www.nwfusion.com, DocFinder:  7650).The  connection  was 
easy  to  do, something  we  found  difficult  for  many  vendors  in  our  last  VPN  review  (see 
www.nwfusion.com,  DocFinder:  7629). 

Because  Global  Pro  3.0  doesn’t  do  anything  that  the  NetScreen  firewall  can’t  do, 
there  are  no  new  capabilities  in  the  VPN  (or  firewall)  side  of  the  house.But  some 
things  are  omitted.  For  example,  NetScreen  VPNs  can  do  bandwidth  management 
through  a  tunnel, but  this  has  been  left  out  of  the  Global  Pro  3.0VPN  configuration. 

Enterprise  readiness 

Features  like  real-time  monitoring  and  alerting  are  built  into  the  product.as  is  a  pow¬ 
erful  set  of  delegated  management  functions.  With  the  ability  to  partition  the  man¬ 
agement  function  across  multiple  servers,  NetScreen’s  architecture  looks  as  if  it  can 
scale  to  thousands  of  firewalls. 

Because  monitoring  was  a  feature  of  NetScreen’s  earlier  management  console,  that 
feature  has  been  brought  forward  largely  unchanged  into  this  new  Global  Pro  3.0 
deployment. The  links  between  the  configuration  tool  and  the  monitoring  tool  are  a 
little  weak,  requiring  some  active  export  and  import  functions  to  move  information 
between  the  two  parts  of  the  product. 

Global  Pro  3.0  could  go  a  lot  further  in  showing  the  big  picture  of  your  network. 
Global  Pro  3.0  has  a  summary  report  that  gives  you  a  partial  view  of  the  enterprise 
firewall  configuration,  but  the  report  was  not  as  complete  as  we  wanted. 

There  are  other  problems  that  may  raise  issues  in  large  deployments.  For  example. 

See  Global,  page  53 
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One-time  net  highfliers 
bumped  from  elite  list 

■  BY  PHIL  HOCHMUTH 


The  Nasdaq-100  ain’t  what  it  used  to  be, 
and  no  one  knows  that  more  than  3Com 
and  Novell. 

These  two  former  network  industry  stal¬ 
warts, along  with  Ariba,  Inktomi  and  nine 
other  companies,  were  taken  off  the 
Nasdaq-100  Index  on  Dec.  24,  reflecting 
the  companies’  falling  market  value  and 
stock  prices.  Other  network-related  firms 
removed  from  the  index  included  Palm, 
fiber-optic  cable  installer  Metromedia  Fi¬ 
ber  Network  and  Level  3  Communica¬ 
tions,  a  long-haul  IP  backbone  carrier. 

The  Nasdaq-100,  started  in  1985,  con¬ 
sists  of  the  100  largest  and  most  actively 
traded  companies  on  the  Nasdaq  ex¬ 
change.  The  index  is  supposed  to  repre¬ 
sent  the  strongest  companies  on  the  ex¬ 
change  across  a  diverse  range  of  industry 
groups,  though  over  the  past  few  years  it 
has  leaned  toward  technology  stocks. 
Nasdaq  adjusts  its  index  each  year,  drop¬ 
ping  and  adding  companies  according  to 
a  formula  based  on  net  value,  stock  price 
and  trading  volume. 

“It’s  disappointing  getting  taken  off  the 
Index,  but  it’s  more  of  a  function  of  a 


company’s  performance  than  a  reflection 
of  its  true  value,”  says  Greg  Bernard,  an 
analyst  with  investment  firm  Midwest  Cap¬ 
ital  Management. 

Besides  having  their  egos  bruised, 
companies  that  are  delisted  from  the 
Nasdaq-100  are  less  likely  to  wind  up  in 
the  portfolios  of  large  mutual  funds  or 
investors  who  buy  stocks  only  according 
to  the  index. This  could  hurt  the  compa¬ 
nies’  stock  prices,  making  it  more  diffi¬ 
cult  for  them  to  complete  acquisitions, 
among  other  things.  Funds  that  are  tied 
to  the  Nasdaq-100  will  have  to  sell 
3Com,  Novell  and  other  stocks  and  buy 
stocks  of  the  new  companies  added  to 
the  index,  Bernard  says. 

Of  the  firms  being  taken  off  the  index, 
3Com  and  Novell  were  the  old-timers  of 
the  bunch,  having  been  on  it  since  1995. 


Thirteen  companies 
taken  off  the  Nasdaq- 
100  Index  are  mostly 
network  firms. 

3Com’s  troubles  began  almost  two  years 
ago  when  it  ceded  the  market  for  high- 
end  enterprise  network  gear  to  Cisco, 
Nortel,  Cabletron  and  upstarts  Extreme 
Networks  and  Foundry  Networks.  Mean¬ 
while,  Novell’s  hold  on  the  LAN  server 
software  market  has  eroded  as  Microsoft 
software  and  Linux  have  made  gains. 

Ariba  and  Inktomi  had  shorter  runs  on 
the  index,  as  both  were  added  in  the 
fourth  quarter  of  2000.  Ariba’s  woes  grew 
when  the  business-to-business  market¬ 
place  bubble  popped  in  early  2001.  The 
maker  of  procurement  and  business-to- 
business  marketplace  software  cut  half 
of  its  workforce  as  a  result  and  ditched 
its  plan  to  acquire  competitor  Agile 
Software. 

And  while  industry  analysts  have  praised 


Inktomi’s  content  delivery  software  and 
services,  which  are  aimed  at  easing 
Internet  and  enterprise  network  conges¬ 
tion,  the  company’s  quarterly  losses  have 
grown  from  $8.5  million  to  $45  million 
over  the  last  year. 

Of  the  former  Internet  big  shots  and  up¬ 
starts  that  are  now  off  the  Nasdaq-100,  Ber¬ 
nard  sees  Novell  as  being  the  most  likely 
to  turn  its  situation  around. 

“Novell’s  balance  sheets  look  good  . . . 
and  their  products  are  sound,”  he  says.“If 
they  can  get  their  salesforce  motivated, 
they  could  have  a  pretty  good  year. . ..and 
maybe  be  back  up  on  the  [Nasdaq-100]  a 
year  from  now.” 

Those  added  to  the  Nasdaq-100  are  anti¬ 
virus  product  maker  Symantec,  along  with 
CDW  Computer  Centers, Charter  Commun¬ 
ications  and  10  others.  ■ 


Fannie  Mae 

continued  from  page  10 

at  these  volumes  for  the  rest  of  our  lives. 
So  what  you  don’t  want  to  do  is  build  in 
the  bulletproof  capability  to  handle 
three  times  the  volume  and  next  year 
you’re  back  to  a  third.  One  of  the  things 
we  were  very  careful  of  was  not  to  over¬ 
build.  A  lot  of  what  we  did  was  acceler¬ 
ate  purchases.  I  don’t  have  any  problem 
buying  additional  network  and  server 
capacity  if  1  know  it’s  the  same  equip¬ 
ment  that  is  going  to  be  used  next  year 
or  the  year  after  by  other  applications 
as  they  increase  demand.  Our  basic 
demand  for  computing  resources  — 
independent  of  the  refinancing  surge  — 
is  growing  25%  per  year. 

Your  two  main  applications  -  Desktop 
Originator  and  Desktop  Underwriter  -  were 
recently  redesigned  to  take  advantage  of  an 
Internet  front  end.  In  what  other  ways  is 
Fannie  Mae  migrating  toward  Internet  tech¬ 
nologies? 

Those  applications  started  out  under  a 
value-added  network  that  we  construct¬ 
ed  and  charged  people  access  [for] . 
Then  they  migrated  onto  the  Web,  and 
they’ve  been  re-engineered  significantly 
Those  applications  have  been  Internet- 
enabled  for  about  a  year  and  a  half. 

Across  the  board  with  our  applications, 
we’re  finding  that  we  need  to  provide  cus¬ 
tomers  with  more  access  to  them.  Most  of 
our  applications  were  built  on  a  two-tier, 
client/server  basis.  And  they  were  really 
built  for  internal  customers.The  ways  we 
interacted  with  external  customers  were 
either  through  batch  files  or  very  simple 
transaction-based  environments.They 
gave  us  data,  and  we  gave  them  printed 
reports  back. 

[Now]  customers  are  demanding 
more  and  more  information. They  want 
to  look  at  the  data  we  have  and  use  our 
tools  to  analyze  it.That’s  creating  a  clos¬ 
er  partnership  with  them, so  there’s  tre¬ 
mendous  value  on  both  sides  to  be  able 
to  do  that. The  issue  is  that  we  have  to 
take  these  inherently  two-tier,  fat-client 
applications  and  turn  them  inside  out. 
What  that  means,  of  course,  is  re-engi¬ 
neering  them  so  they  can  be  available 
over  the  Web. 

The  problem  is  that  the  complexity 
of  that  infrastructure  just  explodes. 
Whereas  before  we’d  have  a  fat  client 
talking  to  a  database  server  over  a  sim¬ 
ple  network,  now  we  have  Web  servers 
and  proxy  servers  and  application  ser¬ 
vers  and  database  servers.  Most  of  our 
applications  are  not  simply  fill  in  the 
form  or  take  an  order.  Most  of  them 
involve  threading  all  the  way  through 
from  the  front  end  —  like  the  Desktop 
Originator/Desktop  Underwriter  — 
back  into  some  large  database  that  has 
a  lot  of  applications  connected  to  it  on 
the  back  end. The  application  architec¬ 
ture  has  become  significantly  more 
complex  and  also  has  become  signifi¬ 


Sliding  off 


3Com,  Ariba,  Inktomi  and  Novell 
were  among  the  13  companies 
taken  off  the  Nasdaq-100  Index  two 
weeks  ago. 
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cantly  more  dependent  upon  the  net¬ 
work  infrastructure. 

What  lessons  can  corporate  network  execu¬ 
tives  learn  from  your  experiences  with 
Internet  applications? 

Lesson  No.  1  is  you  can’t  overempha¬ 
size  the  amount  of  explaining  and  edu¬ 
cation  you  have  to  do  to  the  business 
about  the  Internet  technologies. There 
are  two  totally  conflicting  messages 
about  the  Internet.  On  the  one  hand,  this 
stuff  is  very  simple.  It’s  easy  to  use.  On 
the  other  hand,  if  you  really  want  to 
build  something  that  can  scale  and  per¬ 
form  and  be  running  24-7,  the  cost  of 
building  and  supporting  that  is  signifi¬ 
cantly  more  than  that  old  two-tier, 
client/server  [application]. You  make  a 
big  mistake  if  you  don’t  get  that  under¬ 
standing  up  front. 

The  second  lesson  is  that  the  issues  of 
reliability  and  security  get  taken  to  a 
new  level  [with  Internet  applications]. 
When  customers  start  complaining  or 
when  viruses  get  introduced  or  when 
the  threat  of  bad  people  into  your  net¬ 
work  starts  to  become  real,  the  stakes  for 
the  business  go  up  astronomically.  It’s  a 
lot  worse  than  having  a  few  people  com¬ 
plain  because  e-mail  is  down. 

What  do  you  see  as  the  most  promising  net¬ 
work  technologies  on  the  horizon? 

I’m  very  excited  about  voice  over  IPWe 
think  we  can  achieve  cost  savings  just  on 
the  elimination  of  the  physical  moves, 
adds  and  changes  in  moving  people 
around  to  various  buildings.The  elimina¬ 
tion  of  long-distance  telecommunications 
charges  —  that’s  all  going  to  be  gravy 
[But]  we’re  not  going  to  see  that  benefit 
until  we  get  it  into  the  Washington  office. 

But  in  terms  of  the  network,  my  No.  1 
priority  is  increased  reliability.  I  would 
trade  off  more  reliability  for  new  features. 
The  telecom  providers  are  having  a  hard 
time  with  quality  They’re  having  a  hard 
time  staying  up. They’re  having  a  hard 
time  telling  us  when  they’re  down.  And  I 
don’t  really  see  an  end  to  that.  We  see  the 
most  problems  with  the  dedicated  lines. 
Service  agreements  are  not  all  that  useful 
in  remedying  economic  issues.  If  you 
have  irate  customers  and  the  customers 
can’t  get  through,  economic  remedies 
with  your  long-distance  providers  don’t 
solve  that  problem  for  you.The  only  way 
we  can  remedy  that  is  escalation  within 
those  organizations.The  other  way  we’re 
trying  to  remedy  that  is  with  redundant 
networks  and  using  multiple  providers.  ■ 


Correction 


IB  The  story,  “Caspian  testing  stellar  core 
offering,"  (Dec.  17,  page  33)  should  have 
stated  in  the  graphic  that  Caspian  Net¬ 
works  employs  300  people. 
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■  TCP/IP,  LAN/WAN  SWITCHES 

■  ROUTERS  ■  HUBS 

■  ACCESS  DEVICES  ■  CLIENTS 

■  SERVERS  ■  OPERATING  SYSTEMS 

■  VPNS  ■  NETWORKED  STORAGE 


New  technologies  give  twist  to 

Gigabit  Ethernet  over  copper,  Ethernet  over  phone  lines  cut  wiring  costs. 


cabling 


Gigabit  cabling  menu 

There  are  several  choices  when  wiring  for  Gigabit  Ethernet  for  backbone 
or  server  farms. 


Type 

Maximum  range 

Recommended  for 

Category  5/e,  6 

300  feet 

Server-to-switch  or  short  desktop 
connections. 

Single-mode  fiber 

1,600  feet,  or  .3  miles 

Switch-to-switch  uplinks  or  backbone 
connections. 

Multimode  fiber 

16,400  feet,  or  3  miles 

Backbone  connections  and  long¬ 
distance  interbuilding  runs  in  a  campus. 

■  BY  PHIL  HOCHMUTH 

Wireless  technologies  such  as  Wi-Fi, 
Bluetooth  and  802.11a  are  hot  network 
topics, but  more  than  90%  of  LANs  are  still 
hardwired.  While  the  different  cable  types 
in  LANs  are  fairly  standard  and  unchang¬ 
ing,  companies  are  using  new  technolo¬ 
gies  to  make  the  most  of  their  wiring 
infrastructures. 

Products  such  as  copper-based  Gigabit 
Ethernet  let  users  run  high-speed  networks 
without  having  to  totally  invest  in  a  fiber¬ 
optic  infrastructure,  while  other  customers 
find  ways  to  use  older  phone  wiring  to 
deliver  voice  over  IP  and  even  Ethernet 
connectivity. 

With  Category  5  and  Category  5e 
cabling  making  up  80%  of  corporate  net¬ 
work  wiring,  lOOOBase-T  technology  — 
which  lets  Gigabit  Ethernet  run  over  Cat  5 
—  has  taken  off  with  users,  letting  them 


■  The  U.S.  federal  judge  presiding 
over  the  government's  ongoing  anti¬ 
trust  case  against  Microsoft  has 
scheduled  a  hearing  for  today  to 
consider  Microsoft's  request  to 
delay  a  separate  hearing  on  reme¬ 
dies  in  the  case.  Microsoft  says  it 
needs  up  to  four  extra  months  to 
prepare  its  defense  and  comply  with 
requests  from  the  nine  states  and 
the  District  of  Columbia  to  turn  over 
numerous  documents  related  to  the 
trial. 

■  0TG  Software  announced  that  it 
has  enhanced  its  storage  manage¬ 
ment  software  for  Unix  and  Linux. 
Version  2.4  of  DiskXtender  for  Unix 
and  Linux  adds  an  optional  Data 
Manager  component  that  operates 
with  the  file  system  and  lets  the 
administrator  set  policies  for  the 
management  of  storage.  Disk¬ 
Xtender  2.4,  which  now  supports 
Version  7.1  of  Red  Hat  Linux  and 
Solaris  7  and  8,  starts  at  $20  per 
managed  gigabyte,  www.otg.com 


run  high  data  links  over  old  wiring  for 
short  distances. 

According  to  Dell’Oro  Group,  the  aver¬ 
age  Gigabit  Ethernet  port  cost  $544  in  the 
third  quarter  of  2001.  Meanwhile,  vendors 
such  as  3Com  and  Cisco  and  smaller 
makers  such  as  D-Link  and  Linksys  offer 
lOOOBase-T  switches  priced  between  $90 
and  $200  per  port,  making  the  technology 
affordable. 

To  some  users,  an  added  bonus  of 
lOOOBase-T  technology  is  that  it  gives  them 
a  means  to  perform  minor  cable  runs  and 
maintenance  themselves,  whereas  previ¬ 
ously  a  professional  would  have  to  do  even 
small  fiber  runs  and  cable  termination. 

Beiersdorf,  a  Norwalk,  Conn.,  skin  care 
company  uses  lOOOBase-T  switches  from 
Cisco  and  copper  Gigabit  network  inter¬ 
face  cards  from  Intel  to  attach  servers  to 
its  Gigabit  Ethernet  network. 

The  firm  also  runs  Gigabit  over  Cat  5 
wiring  between  its  backbone  stack  of 
switches  and  its  wiring  closets. 

For  longer  Gigabit  connections  —  such 
as  connecting  groups  of  backbone 
switches  across  the  building  —  the  firm 
uses  multimode,  fiber-optic  cabling,  but 
the  majority  of  the  company’s  Gigabit 
links  are  over  Cat  5. 

“For  all  our  fiber  connections,  we  have  to 
get  someone  from  outside  to  do  them, "says 
Eric  Mucci,  Beiersdorfs  head  of  IT.  “As  for 
copper  in-house,  we  can  handle  that." 

Wiring  fiber-optic  cabling  in-house  re¬ 
quires  expensive  tools  to  polish  fiber 
strands  and  terminate  the  links,  Mucci  says, 
whereas  Cat  5  wiring  requires  fairly  inex¬ 
pensive  tools  —  such  as  a  connection 
crimper  and  a  punch-down  tool  —  and 
can  be  learned  fairly  quickly. 

“We  even  ran  a  few  extra  copper  runs 
between  our  wiring  closets,  just  in  case 
something  went  wrong,”  he  says. 

Still,  in  some  instances, you  cannot  avoid 
using  fiber.  For  long-distance  links,  single¬ 
mode  fiber  is  the  No.  1  option.While  single¬ 
mode  can  cost  more  than  $300  per  drop 
—  twice  as  much  as  Cat  5  and  $100  more 
per  drop  than  single-mode  —  it  offers  the 
greatest  distance  and  better  performance, 
cabling  experts  say 

“We  are  seeing  more  calls  for  single¬ 
mode  fiber  to  be  installed  in  backbones,” 
says  Pat  McMurray,  LAN  specialist  and 
director  of  network  infrastructure  for 
cabling  installation  firm  NetVersant  Solu¬ 
tions.  “Five  years  ago,  we  did  maybe  5%  of 


the  installs  within  a  building  with  single¬ 
mode  in  the  backbone.  Today  I’d  say  25% 
now  have  single-mode.” 

McMurray  says  most  fiber  installations  in 
the  past  were  done  with  mulitmode  fiber, 
which  is  less  expensive  but  does  not  sup¬ 
port  Gigabit  Ethernet  over  as  great  a  dis¬ 
tance  as  single-mode.  He  adds  that  the 
increased  interest  in  Gigabit  Ethernet  has 
boosted  installations  of  single-mode  fiber. 
A  price  drop  of  around  20%  from  last  year 
for  Gigabit  Ethernet  switches  (according  to 
IDC)  may  have  something  do  to  with  this. 

“When  you’re  starting  to  get  into  Gigabit 
[over  distances  of  1000  feet],  that’s  when 
you  want  to  look  at  single-mode  fiber. 
When  you  start  getting  into  campus  envi¬ 
ronments,  that’s  where  you  start  seeing  lots 
of  single-mode,”  McMurray  says. 

New  technologies  save  old  wires 

McMurray’s  observation  on  the  uptake  in 
single-mode  installs  is  evident  at  Jackson 
State  University  in  Jackson, Miss.The  school 
recently  spent  $2  million  to  connect  48 
campus  buildings  with  single-mode  fiber, 
and  to  rewire  its  buildings  with  Cat  5e 
cabling  for  desktop  connections.  Michael 


More  online! 


Read  our  feature  on  the  benefits  of  Category  5  over 
wireless  and  link  to  our  Gigabit  Ethernet  research  page. 
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Robinson,  director  of  network  communi¬ 
cations,  says  most  of  the  new  fiber  is  single¬ 
mode  because  he  wanted  a  Gigabit  back¬ 
bone  and  “because  of  the  wide-area  nature 
of  our  campus  —  some  of  our  buildings 
are  a  quarter-mile  to  several  miles  apart.” 

In  addition  to  building  a  Gigabit  back¬ 
bone  to  handle  its  growing  Internet  traffic, 
the  school’s  other  goal,  according  to 
Michael  Robinson,  director  of  network 
communications  at  the  school,  is  its  instal¬ 
lation  of  3,700  IP  telephones  from  Alcatel 
to  all  students  and  faculty. 

To  help  offset  the  hefty  bill  for  rewiring 
the  school,  Robinson  uses  old  two-wire 
phone  wiring  in  the  dorms  to  deliver  IP 
voice  without  having  to  deploy  expensive 
IP  phones  in  each  room.  Robinson  is 
deploying  about  1 ,000  digital  phones  from 
Alcatel  to  the  school’s  dorms  instead  of  IP- 
enabled  Alcatel  phones,  which  cost  about 
$200  more  per  unit.  He  is  running  the  digi¬ 
tal  voice  over  the  dorm’s  standard  phone 
wiring  to  wiring  closets,  where  digital-to-lP 
conversion  units  from  Alcatel  convert  each 
digital  phone  signal  to  IP 

Another  business  taking  the  wire-recy¬ 
cling  idea  to  another  level  is  Starwood 
Hotels.  The  firm  was  looking  to  provide 
high-speed  network  and  Internet  access  to 
its  hotel  rooms,  but  did  not  want  to  rewire 
its  entire  chain  of  hotels  with  Cat  5  cabling. 
Instead, Starwood  partnered  with  Unisys  to 
install  Cisco  Long  Reach  Ethernet  (LRE) 
technology  in  its  hotels. 

LRE  technology  is  aimed  at  service 
providers  looking  to  deliver  high-band- 
width  network  connections  to  apartment 
buildings  and  office  parks.  LRE  gear  runs 
very-high  bit  rate  DSL  signals  over  the 
phone  lines  for  reaching  network  end- 
See  Cabling,  page  18 


If  nothing  else,  2002  is  going  to  be  the 
year  that  storage  over  IP  and  10G 
Ethernet  switching  become  reality  for 
brave  souls  on  the  cutting  edge.  Both 
could  deliver  more  if  Jumbo  Frames  were 
part  of  the  industry-standard  features 
available.  Yes,  it’s  time  for  Jumbo  Frames 
—  again. 

I  know,  I’ve  written  about  this  before.  It’s 
been  several  years  and  the  arguments  in 
favor  of  Jumbo  Frames  are  stronger  than 
ever.  The  needs  of  storage  and  speeds  of 
10G  Ethernet  make  frame  size  an  issue. 

For  those  just  tuning  in,  the  issue  is  this: 
While  the  speed  of  Ethernet  has  increased 
1,000-fold  over  the  past  decade  —  from 
10M  bit/sec  to  10G  bit/sec  —  the  maxi¬ 
mum  frame  size  hasn’t  grown  at  all.  With 


the  grand  exception  of  4-bytes  added  to 
accommodate  virtual  LANs  (VLAN)  and 
priority  which  in  any  case  can’t  be  used 
for  payload, the  size  has  remained  at  1,518 
bytes. 

Relative  to  the  transport  capacity,  then, 
the  maximum  frame  size  has  shrunk  to 
almost  microscopic  proportions.  Indeed, 
at  1G  bit/sec  it  is  like  having  a  maximum 
frame  size  of  15  bytes.  Divide  by  10  again 
when  cranking  up  to  10G  bit/sec  and  we’d 
have  1.5  bytes  per  frame.  And  these  are 
“best-case”  examples  using  the  maximum- 
allowable  Ethernet  frame  size. 

This  low  ceiling  on  frame  size  causes  sta¬ 
tions  to  slice  up  data  into  pitifully  small 
chunks.  Imagine  loading  an  18-wheeler 
carrying  sugar  —  one  cube  at  a  time. 

The  processing  load  on  end  stations  is 
enormous.  And  the  load  also  increases  on 
switches  as  they  peer  into  and  process 
each  frame. 

The  alternative,  Jumbo  Frames,  increases 
the  frame  size  maximum  by  a  factor  of 
about  six  up  to  the  9K  realm.  Data  streams 
better,  and  processing  load  is  reduced  dra¬ 


matically.  Tests  have  proven  that. 

Just  consider  a  few  numbers.  At  gigabit 
speeds,  it  takes  only  about  14,000  frame/ 
sec  to  fill  a  pipe  with  9K  Jumbos  com¬ 
pared  with  more  than  81,000  frame/sec 
for  1,518-byte  frames.  These  numbers 
jump  to  140,00  and  about  812,000  frame/ 
sec  at  10G  bit/sec. 

But  for  years,  the  committee  to  preserve 
and  to  protect  Ethernet,  IEEE  802.3,  has 
refused  to  expand  the  frame  size.  While  a 
technical  smokescreen  is  often  used,  1 
think  it  is  purely  political. 

There  is  ample  precedent  for  large 
frames  —  token  ring  increased  its  maxi¬ 
mum  frame  size  from  4K  to  around  18K 
when  it  moved  from  4M  bit/sec  to  16M 
bit/sec  way  back  in  1988. 

As  noted  above,  Ethernet  enlarged 
the  frame  size  —  a  mere  four  bytes  — 
when  the  802.  IQ  VLAN  standard  was  rat¬ 
ified.  Backward  compatibility  can  be 
considered. 

Storage-over-IP  vendors  may  come  to 
the  rescue.  Storage  is  the  “killer  app”  for 
Jumbo  Frames.  Storage  over  IP  is  little 


more  than  a  torrent  of  the  largest-sized 
packets  possible.  Look  closely  at  storage 
over  IP  benchmarking  and  you'll  likely 
see  that  Jumbos  were  used.  Without  them, 
processor  resources  get  eaten  alive  and 
effective  throughput  suffers. 

And,  wanting  to  offer  support  for  high- 
throughput  storage  over  IP  deployments, 
infrastructure  switch  vendors  have  seen 
the  light.  In  recent  weeks,  several  have 
said  pressure  from  storage  vendors  has 
made  them  decide  to  add  support  for  still- 
proprietary  Jumbo  Frames. 

It’s  ironic  —  We  struggle  to  deploy  ever- 
more-efficient  technologies  and  ignore 
one  that  have  been  staring  us  in  the  face. 
The  IEEE  802.3  committee  would  do  well 
to  pick  this  up  again,  and  the  10-Gigabit 
Alliance  should  also  help  promote  users 
interests  by  pushing  for  Jumbos. 

Tolly  is  president  of  The  Tolly  Group,  a 
strategic  consulting  and  independent  test¬ 
ing  company  in  Manasquan,  N.J.  He  can  be 
reached  at  ktolly@tolly.com  or  www.  tolly 
.com. 
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Time  for  Jumbo  Frames  -  again! 


Wireless  LAN  security  fix 
on  tap  from  IEEE  group 


■  BY  PETER  SAYER 

Network  executives  worried  about  the 
security  of  their  wireless  LANs  may  soon 
be  able  to  sleep  a  little  easier:  The  stan¬ 
dards  committee  responsible  for  the  bro¬ 
ken  wireless  LAN  encryption  algorithm, 
Wired  Equivalent  Privacy,  has  approved  a 
fix  to  the  system  that  can  be  applied  to 
existing  equipment. 

The  fix  for  the  WEP  encryption  standard 
uses  a  technique  called  fast-packet  keying 
to  rapidly  generate  unique  encryption  keys 
for  each  data  packet  transmitted. 

A  committee  of  the  IEEE  responsible  for 
WEP  and  a  clutch  of  other  wireless  LAN 
standards  has  approved  the  fix,  according 
to  RSA  and  Hifn  —  two  companies  in¬ 
volved  in  WEP  development. 

Equipment  vendors  can  distribute  the  fix 
as  a  software  or  firmware  patch,  letting 
users  update  existing  vulnerable  devices, 
according  to  RSA  Security  and  Hifn. 

Anyone  with  an  appropriate  radio 
receiver  can  overhear  traffic  on  wireless 
I ANs,  so  the  IEEE  802. 1 1  standards  com¬ 
mittee  adopted  the  WEP  standard  as  a 
way  of  encrypting  this  traffic  to  make  it  as 
secure  from  eavesdroppers  as  traffic  on 
wired  LANs.  Other  representatives  of  the 
802.11  committee  could  not  be  reached 
for  comment. 

However,  flaws  in  the  encryption  algo¬ 
rithm  meant  it  was  relatively  simple  to 
guess  the  keys  with  which  successive  pack¬ 
ets  of  data  were  encrypted  on  WEP  wire¬ 
less  lANs  because  the  keys  were  too  close¬ 
ly  related.  Current  implementations  of  the 


The  correction  uses  a 
technique  that  rapidly 
generates  encryption 
keys  for  each  packet. 


WEP  standard  use  RSAs  RC4  algorithm  for 
encryption. 

RSA  defends  its  encryption  algorithm, say¬ 
ing  the  successful  attacks  against  WEP  were 
not  a  result  of  any  weakness  in  RC4,  but 
rather  in  how  WEP  created  encryption  keys 
for  each  data  packet,  based  on  a  secret 
code  known  only  to  the  wireless  LAN  base 
station  and  the  remote  terminal.  The  keys 
for  different  packets  were  too  similar,  RSA 
says,  meaning  hackers  could  exploit  the 
similarity  to  deduce  the  secret  code,  and 
with  it,  the  content  of  all  network  traffic. 

The  fast  packet  keying  method  can 
be  used  to  reduce  the  similarity  between 
keys  used  to  encrypt  successive  data  pack¬ 
ets,  making  it  harder  for  hackers  to  guess 
the  secret  code  known  to  the  network  ter¬ 
minals,  RSA  says. 


Sayer  is  a  correspondent  with  IDG  News 
Service's  Fhris  bureau. 
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points,  then  connects  back  into  an 
IP/Ethernet  infrastructure  in  the  backbone. 

Starwood  so  far  has  installed  LRE  tech¬ 
nology  in  hotels  in  Sheraton  and  Westin 
hotels  in  New  York  and  Connecticut.  The 
hotels  use  Cisco  575  LRE  customer  pre¬ 
mises  equipment  (CPE)  modules  —  about 
the  size  of  a  cable  or  DSL  modem  —  which 
have  RJ-45  network  ports  for  client  con¬ 
nectivity  and  provide  up  to  15M  bit/sec 
pipes  to  each  room. 


Over  phone  wires,  the  CPEs  in  the  rooms 
connect  back  to  a  Cisco  LRE  48  Plain  Old 
Telephone  Service  Splitter,  where  room 
traffic  is  aggregated  and  hooked  into  a 
Catalyst  2900  switch.  The  Catalyst  then 
links  an  Ethernet  backbone  and  an 
Internet  connection. 

According  to  Kelly  Link,  a  project  man¬ 
ager  with  Unisys  who  is  overseeing  the 
Starwood  LRE  project,  using  phone  wiring 
to  deliver  Ethernet  connections  to  rooms 
will  probably  save  the  hotels  20%  in 
wiring  costs  while  eliminating  the  disrup¬ 
tion  of  rewiring  rooms  for  Cat  5  cabling.  ■ 


Category  6  cabling  not  quite  ready 


One  cabling  technology  on  the  horizon  is  Category  6  cabling,  the  next  itera¬ 
tion  in  unshielded  twisted  pair  copper  cabling  for  LANs.  The  new  cabling 
technology  runs  its  signals  at  350  MHz,  vs.  Category  5e,  which  runs  at  200 
MHz.  While  the  new  cabling  is  supposed  to  offer  more  reliable,  consistent  data 
rates  than  its  predecessor,  the  Telecommunications  Industry  Association,  the 
standards  body  which  governs  data  and  voice  wiring  specifications,  has  not  yet 
approved  the  technology.  However,  because  the  standard  is  not  completely  set, 
users  could  run  into  problems  if  all  pieces  of  a  wiring  infrastructure  —  from 
cables  to  patch  panels  and  connectors  —  meet  Category  6  specifications. 

“[Category  6  cabling]  has  a  whole  lot  of  things  you  have  to  be  careful  with," 
says  Pat  McMurray,  LAN  specialist  and  director  of  network  infrastructure  for 
cabling  installation  firm  NetVersant  Solutions.  “It  requires  more  ceiling  supports 
. . .  because  the  size  of  the  cable  is  a  bit  larger,  so  you’ll  have  to  account  for  that  in 
the  conduits.  It  is  more  sensitive  to  temperature  fluctuations,"  which  can  cause 
degradation  in  throughput.  He  says  the  cable  is  also  susceptible  to  moisture  and 
condensation,  which  can  cause  serious  throughput  problems  when  using  the 
cable  to  run  Gigabit  connections. 

Category  6  technology  is  still  being  worked  out  and  is  expected  to  be  finished  in 
2002.  McMurray  says  even  still,  about  10%  of  his  customers  request  Category  6 
cabling. 

“I  wouldn’t  recommend  against  [Category  6],’’  McMurray  says,  because  it  does 
handle  Gigabit  Ethernet  better  overall.  But,  he  adds,  “I’ve  found  that  most  of  the 
time,  users  bandwidth  requirements  can  be  handled  with  Category  5e.” 

—  Phil  Hochmuth 


Introducing  Dell  PowerConnect  Network  Switches. 

We're  performance,  reliability  and  value,  like  you'd  expect  from  Dell  PowerEdge  Servers,  now  in  a  network  switch 
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Dell  |  Small  Business 

PowerConnect™  2016/2024'  Switch 

Cost-Efficient  and  Easy-to-use  Unmanaged  Switches 

•  16  and  24  Port  Fast  Ethernet  Switches 

•  Easy  to  Install;  No  Configuration  Needed 

•  Slim,  Flack  Mountable  1U  Form  Factor 

•  1  -Yr  Next  Business  Day  Parts  Replacement" 

From 

5 j/LQ  E-VALUE  Code: 

I  ■  W  XnX  10207-190101 


Recommended  upgrade: 

•  3-Yr  Next  Business  Day  Parts  Replacement  “  add  $30 


PowerConnect™  3024*  Switch 

Scalable,  Flexible  Managed  Switches 

•  24  Fast  Ethernet  Ports  plus  2  Gigabit  Stacking  Ports 

•  12.8  Gbps  of  Total  Switching  Capacity 

•  Remote  Access  and  Management  Capabilities 

•  Built-in:  2  GBIC  Slots  and  2  Gigabit  Ethernet  Ports 

•  3-Yr  Next  Business  Day  Parts  Replacement''1 


s699 


QuickLoan:  $1 9/mo„  48  mos." 

©E-VALUE  Code: 

1 


10207-190106 


Recommended  upgrade: 

•  3-Yr  4  Flour  Parts  (24X7)  Replacement;'  add  $77 


PowerConnect™  5012'  Switch 


High  Performance  All-Gigabit  Managed  Switches 

•  10  Full  Wire-Speed  Copper  Gigabit  Ports 

•  24  Gbps  of  Total  Switching  Capacity 

•  Built-in:  2  GBIC  Slots  for  Copper  or  Fiber  Uplinks 

•  Remote  Access  and  Management  Capabilities 

•  3-Yr  Next  Business  Day  Parts  Replacement" 


$1299 


QuickLoan.  $35/mo„  48  mos." 

©E-VALUE  Code: 

1 


10207-190112 


Recommended  upgrade: 

•  3-Yr  4  Flour  Parts  (24X7)  Replacement;'  add  $130 


PowerEdge™  500SC  Server 


NEW  Basic  Server  at  Our  Lowest  Price 

•  Intel®  Celeron®  Processor  at  900MHz 

•  128MB  133MHz  ECC  SDRAM 

•  20GBS  (7200  RPM)  IDE  HD 

•  Embedded  Intel®  10/100  NIC 

•  48X  Max  IDE  CD-ROM 

•  1-Yr  Next  Business  Day  On-Site  Service?  1-Yr  Parts  Warranty' 

•  7X24  Phone  Tech  Support 

•  Sale  Price  Includes  $100  Discount  (Expires  2/28/02) 


$499 


QuickLoan:  $13/mo.,  48  mos.1 

©E-VALUE  Code: 
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10207-290104 


Recommended  upgrades: 

•  Second  20GB5  (7200  RPM)  IDE  HD.  add  $89 

•  3-Yr  Next  Business  Day  On-Site  Service;1  add  $149 

•  Intel®  Pentium®  Processor  at  1.0GHz,  add  $199 


PowerEdge™  2550  Server 

2U  Server  Performance  and  Scalability 

•  Intel®  Pentium®  III  Processor  at  1.0GHz 

•  Dual  Processor  Capable 

•  256KB  Integrated  L2  ECC  Cache 

•  128MB  133MHz  ECC  SDRAM 

•  18GBS  (10K  RPM)  Ultra3  SCSI  HD 

•  2  Embedded  NICs  •  One  Gigabit  and  One  Intel®  10/100 

•  3-Yr  Next  Business  Day  On-Site  Sen/ice3 

•  7X24  Phone  Tech  Support 


$1799 


QuickLoan:  $48/mo„  48  mos.' 

©E-VALUE  Code: 

1 


10207-290117 


Recommended  upgrades: 

•  Redundant  Power  Supplies,  add  $229 
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Match  our  latest  technology 
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THE  BEST  INFRASTRUCTURE  MANAGEMENT  SOFTWARE. 
AVAILABLE  A  LA  CARTE.  BON  APPETIT. 


In  infrastructure  management,  no  two  appetites  are  alike.  That's  why  Unicenter  lets  you  choose 
only  the  components  you  need,  just  when  you  need  them.  Of  course,  it's  also  still  available  prix  fixe. 
Regardless,  the  individual  elements  will  work  together  seamlessly.  So  you  can  build  end-to-end 
infrastructure  management  solutions  for  your  business  without  biting  off  more  than  you  can  chew. 
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All-terrain  selling 


Kawasaki  is  beefing  up  its  online  features  and  adding  personalized 
content  with  e-commerce  software  from  Click  Commerce. 


Kawasaki  makes 
parts  diagrams 
available  online, 
and  refers  custo¬ 
mers  to  a  dealer 
to  buy  the  parts. 


awplcome  In  DuyKawnsnki  com  -  Your  onlino  source  lor  accessories,  clothing  ond  gear  -  Microsoft  Internet  Fvplnrer 


■  BY  ANN  BEDNARZ 

Retailers  are  looking  to  technology  to  re¬ 
duce  expenses,  improve  operations  and 
boost  customer  spending,  even  as  the 
economy  eats  away  at  their  already  slim 
profit  margins. 

Specifically  retailers  are  investing  in  soft¬ 
ware  such  as  enterprise  resource  planning 
(ERP),  supply  chain  management  (SCM) 
and  customer  relationship  management 
(CRM),  according  to  a  new  report  from 
AMR  Research.  The  research  firm  esti¬ 
mates  retailers  will  spend  15%  of  their  IT 
budgets  on  application  licenses.  Of  that 


■  Microsoft  has  announced  its 
Gold  Certified  Partner  Program 
for  Security  Solutions,  a  move 
that  the  company  hinted  at  in  recent 
months  following  the  Code  Red  and 
Nimda  worms  that  exploited  vulner¬ 
abilities  in  its  software.  The  new  pro¬ 
gram,  which  is  a  component  of  the 
company's  existing  partner  pro¬ 
grams,  will  provide  Microsoft  cus¬ 
tomers  with  references  and  links  to 
security  consultants  and  compa¬ 
nies  that  have  been  trained,  certi¬ 
fied  and  tested  by  Microsoft  to  en¬ 
sure  quality.  Companies  that  partic¬ 
ipate  in  the  program  will  be  given 

'  information  about  some  products 
before  other  sources  and  will  also 
receive  technical  training,  product 
information,  software  licenses  and 
sales  and  marketing  aids,  Microsoft 
officials  say.  The  program  will  offi¬ 
cially  launch  this  month,  www.micro 
soft.com 

■  NFR  Security  has  acquired  the 
Centrax  host-based  intrusion-detec¬ 
tion  technology  from  CyberSoft  for 
an  undisclosed  price.  The  deal  lets 
NFR,  which  provides  network- 
based,  intrusion-detection  prod¬ 
ucts,  expand  into  host-based  secu¬ 
rity  by  selling  Centrax  under  the 
NFR  label. 


allotment,  35%  will  go  to  ERP;  17%  to  SCM; 
15%  to  CRM  and  sell-side  e-commerce; 
11%  to  Internet  procurement;  and  23%  to 
other  applications. 

For  a  $1  billion  retail  company  that  trans¬ 
lates  into  roughly  $3  million  spent  on  ap¬ 
plication  licenses,  plus  another  $2  million 
for  software  technology. 

Burlington  Coat  Factory  recently  made 
its  first  CRM  move  with  customer  service 
software  from  E.piphany  to  field  e-mail  in¬ 
quiries  from  Web  site  visitors. 

With  the  E.piphany  software,  customer 
service  agents  can  keep  up  with  a  greater 
volume  of  messages  than  they  could  with 
the  old  system,  which  was  essentially  a 
single  e-mail  in-box,  says  Ginger  Atwater, 
director  of  e-business  at  the  retailer. 

The  E.piphany  software  collects  and 
stores  customer  information  in  a  central 
repository  —  instead  of  myriad  e-mail  fold¬ 
ers  —  so  Burlington  Coat  Factory  repre¬ 
sentatives  can  view  a  customer’s  history 
while  responding  to  an  inquiry.  Reporting 
tools  will  help  discover  business  trends, 
such  as  an  increase  of  late-shipment  com- 
plaints.Targeted  marketing  campaigns  also 
are  on  tap  for  the  retailer. 


■  BY  JENNIFER  MEARS 

SUNNYVALE,  CALIF  —  Interwoven  re¬ 
cently  rolled  out  the  latest  version  of 
MetaTagger,  its  content  classification  and 
categorization  software,  to  make  it  easier 
for  companies  to  organize  and  reuse 
unstructured  digital  data. 

MetaTagger  3.0  is  more  developed  than 
earlier  versions  be¬ 
cause  it  can  use  busi¬ 
ness  rules  to  extract 
themes  and  keywords 
from  data.  In  addition, 
this  release  provides  a 
browser-based  inter¬ 
face  that  lets  customers 
add  categories  and  sub¬ 
mit  documents  for  clas¬ 
sification  with  a  simple 
point-and-click.  Meta¬ 
Tagger  3.0  also  gives 


Prior  to  the  E.piphany  buy  Burlington 
Coat  Factory  didn’t  even  maintain  a  data¬ 
base  of  online  customers.  Now  it’s  moving 
toward  a  corporatewide  CRM  strategy. 


users  a  platform  to  edit  categories. 

Categorization  tools  are  an  important 
part  of  any  content  management  product 
because  about  80%  of  content  within  a 
company  is  typically  unstructured,  says 
Rob  Perry,  research  analyst  with  The 
Yankee  Group.  Unstructured  content  such 
as  e-mail,  online  subscription  materials, 
Web  sites  and  other  data  can  be  used 
more  effectively  once  it  is 
organized,  he  says. 

“You  can  do  it  manually 
but  the  problem  with 
manual  categorization  is 
that  it’s  costly  time-con¬ 
suming  and  inconsistent,” 
he  says.“It’s  easier  to  use  a 
tool  that  automatically 
brings  content  together  in 
specific  categories.” 

He  says  MetaTagger  gives 
See  MetaTagger,  page  22 


J.Crew  is  also  using  software  to  get  a 
handle  on  its  vast  customer  data  sources. 
The  retailer  developed  a  500G-byte  data 
warehouse  with  data-mining  software 
vendor  digiMine.  Key  to  J.Crew’s  strategy 
is  that  digiMine  software  crunches  data 
drawn  not  only  from  online  transactions 
but  also  from  store  and  catalog  sales. 

The  pooled  data  is  used  to  glean  product 
affinities  —  such  as  which  belt  customers 
most  often  buy  with  which  pants  —  which 
J.Crew  then  uses  to  suggest  complemen¬ 
tary  products  to  its  Web  site  visitors. 

The  retailer  so  far  can’t  quantify  how 
much  its  new  suggestive-selling  tech¬ 
niques  are  increasing  customers’  average 
order  size,  but  the  system  appears  to  be 
doing  its  job,  says  Jayson  Kim,  senior 
director  of  Web  marketing  applications 
for  J.Crew. 

Cabela’s,  another  “bricks  and  clicks”  re¬ 
tailer,  focused  its  IT  expenditures  most  re¬ 
cently  on  software  that  makes  it  easier  for 
online  shoppers  to  find  what  they’re  look¬ 
ing  for. 

Cabela’s  sells  110,000  hunting,  fishing 
and  outdoor  products  on  its  Cabelas.com 
site.  Items  such  as  Pflueger  fly  reels,  Abu 
Garcia  rods  and  Kahles  binoculars  are 
prime  candidates  for  being  misspelled  by 
online  shoppers. 

Newly  deployed  portal-infrastructure 
software  from  Verity  will  let  the  site  han- 

See  Retail,  page  22 


Interwoven  tool  helps 
companies  get  organized 


No  soft  seller 

Sales  of  content 
management  software 
will  grow  to 

$3  billion 

in  2004  from  the  $900 
million  of  sales  in  2000. 

SOURCE: THE  YANKEE  GROUP 
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Enterprise  Applications 
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This  past  year  was  dramatically  differ¬ 
ent  than  2000  in  many  Internet-relat¬ 
ed  ways  —  the  sinking  in  that  the  big 
bubble  had  burst  will  do  that  to  you. 

But  will  we  see  much  difference  this 
year? 

I  am  not  referring  particularly  to  the 
economic  side  of  the  past  year  or  so.  We 
all  have  hopes  for  an  upturn  soon.  Or  to 
the  aftermath  of  the  events  of  Sept.  1 1  — 
it  still  hurts  too  much  to  think  about  that. 

What  I  am  referring  to  is  the  irrational 
exuberance  over  dumb  ideas  —  of  a 
technical  and  business  variety.  Far  too 


How  new  a  year  will  it  be? 


much  money  was  given  to  companies 
whose  business  plans  consisted  solely  of 
getting  additional  rounds  of  funding  and 
far  too  much  attention  was  given  to  tech¬ 
nologies  for  which  there  was  no  demon¬ 
strable  need. 

A  pile  of  companies  ran  out  of  runway 
before  getting  airborne  because  they 
planned  on  additional  runway  magically 
appearing  in  front  of  them  or  because  they 
figured  that  just  because  they  could  do 
some  marvy  thing  that  someone  would 
want  to  spend  money  on  it. 

While  there  are  still  companies  seeing 
the  end  of  the  runway  looming,  many  that 
have  gotten  this  far  may  actually  get  to  the 
point  of  real  revenue  (remember  that  con¬ 
cept?).  Maybe  not  enough  revenue,  but  rev¬ 
enue  nonetheless. 

So  a  few  quick  predictions.  (Why  should 
you  believe  my  predictions?  No  particu¬ 
lar  reason,  but  I  have  to  be  at  least  as  ac¬ 


curate  as  the  pros  —  who  seem  to  use  a 
constraint-based  random  number  genera¬ 
tor,  the  only  constraint  being  that  year 
“n+l”is  bigger  than  year “n."  I  admit  they 
have  an  unblemished  record  in  their 
field.) 

Here  we  go: 

•  Fewer  companies  will  get  funded  than 
should. 

•  Fewer  companies  will  die  than  should 
(venture  capitalists  will  spend  too  much 
trying  to  keep  some  dumb  ideas  going). 

•  IP  telephony  will  start  to  be  seen  as 
real,  in  the  enterprise,  in  spite  of  the  Bell- 
heads  that  say  it  does  not  work. 

•  There  will  not  be  a  govnet.  (Some 
things  —  such  as  this  idea  for  a  private  in¬ 
tranet  for  the  U.S.  government  —  are  too 
dumb  even  for  the  government.) 

•  Fear  of  the  Digital  Millennium  Copy¬ 
right  Act  will  make  Internet  security  worse. 

•  Hackers  will  figure  out  how  to  crack 


WWW. 


nwfusion.com ; 


some  new  FBI  wiretapping  system. 

•  Tech  stocks  will  be  only  slightly  irra¬ 
tionally  priced. 

•  There  will  be  more  preowned  BMWs 
on  the  market. 

•  Maybe  a  few  people  in  authority  will 
start  to  understand  that  real  Internet  secu¬ 
rity  is  needed  even  if  it  makes  government 
intrusion  harder. 

•  Original  thinking  will  continue  to  be 
rare  —  trying  to  reproduce  old  technology 
using  new  parts  (such  as  recycling  tele¬ 
phone  features)  will  continue  to  be  too 
common. 

Disclaimer:  Historically  not  everyone  has 
been  happy  with  the  original  thinking  that 
comes  out  of  Harvard,  but  if  there  is  any  in 
this  column  it  is  mine  alone. 

Bradner  is  a  consultant  with  Harvard  Uni¬ 
versity’s  University  Information  Systems.  He 
can  be  reached  at  sob@sobco.com. 


Retail 
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die  such  misspellings  —  for 
example,  directing  a  visitor  to  a 
selection  of  Pflueger  reels 
rather  than  responding  with  a 
“No  match  for:  Flueger”  mes¬ 
sage,  says  Tim  Miller,  director  of 
Cabelas.com. 

With  Verity’s  K2  Catalog  portal 
software,  customers  get  more  ac¬ 
curate  responses  to  their  keyword 
queries,  along  with  thumbnail 
product  images.  Suggestive-sell¬ 
ing  features  and  synonym  sup¬ 
port  —  so  “fishing  rod”  and  “fish¬ 
ing  pole”  will  yield  the  same 
search  results  —  are  in  the  works. 

Cautious  experimentation 

In  2001, dot-com  flameouts  took 
the  pressure  off  traditional  retail¬ 
ers  to  keep  up  the  pace  for  new 
technology  adoption  set  by  Inter- 
net-only  retailers  in  2000.  In  gen¬ 
eral,  IT  spending  today  is  aimed  at 
optimizing  existing  resources 
rather  than  experimenting  with 
new  technologies. 

Experimentation  is  not  gone, 
however.  For  example,  Eddie 
Bauer  added  27  new  streaming 
videos  to  its  site  in  December. 


More  online! 


Check  out  our  case  studies  to  see 
how  top  retaSers  prepared  and  enhanced 
thetr  sites  for  the  holidays. 

DocRnder  7628 


The  30-  to  45-second  video  clips 
let  online  visitors  see  products 
from  different  angles  and  hear 
about  their  features. 

But  rather  than  invest  in  the 
infrastructure  to  support  video 
traffic,  Eddie  Bauer  outsourced 
the  project  to  streaming  vi¬ 
deo  services  provider  Vendaria, 
which  created  the  videos  and  is 
hosting  them  on  its  Vendaria  En¬ 


vision  platform.  Software  em¬ 
bedded  in  the  Eddie  Bauer  Web 
pages  detects  which  browser, 
operating  system  and  media 
player  a  visitor  is  using,  as  well  as 
a  visitor’s  connection  speed.  The 
software  then  retrieves  a  compati¬ 
ble  video  file  from  Vendaria’s  site. 

Outsourcing  has  little  risks 

By  outsourcing,  Eddie  Bauer 


kept  its  investment  to  a  minimum, 
says  Brian  Walker,  group  manager 
of  development  services  at  Eddie 
Bauer’s  e-commerce  division. 
Each  video  cost  $1,000  to  $2,000 
to  produce,  and  Vendaria  charges 
16  cents  to  24  cents  per  video 
viewing.  Even  if  the  experiment 
fails  to  increase  online  spending, 
Eddie  Bauer  won’t  have  much  to 
write  off. 


Putting  tilings  in  their  place 

Interwoven's  MetaTagger  3.0  automatically  tags  and 
classifies  content.  Here  metadata  is  generated  for  a 
page  of  content  sent  to  MetaTagger  from  TeamSite, 
Interwoven’s  content  management  application. 


MetaTagger 
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Interwoven  a  boost  in  the  content 
management  market  because  it 
is  providing  a  categorization  tool 
that  fits  with  its  other  content 
management  products. 

“One  of  things  about  MetaTag¬ 
ger  is  it  can  be  part  of  the  whole 
workflow  of  creating  your  con¬ 
tent,”  Perry  says. 

Integration  is  key 

Other  content  management 
companies,  such  as  Documen- 
tum  and  Vignette,  partner  to  pro¬ 
vide  categorization  tools,  but 
“they  are  less  integrated  than 
MetaTagger,”  Perry  says. 

“[Metatagger]  shows  the  com¬ 
plete  thought  of  Interwoven  and 
how  you  need  to  manage  con¬ 
tent  all  the  way  from  its  creation 
through  to  a  usable  form,”  Perry 
says.  “That’s  been  their  focus:  to 
make  content  usable  and  pre¬ 
sentable  to  an  application.” 

The  XML-based  MetaTagger  soft¬ 
ware  also  integrates  with  Inter¬ 
woven’s  TeamSite  Templating  pub¬ 
lishing  software  and  OpenDeploy 
content  replication  software. 

In  addition.  Interwoven  also  an¬ 
nounced  technology  alliances 
with  search  vendors  Alta  Vista, 


Inktomi  and  iPhrase. 

“Other  approaches  basically 
offer  a  black  box,  where  you 
feed  it  content  and  it  will  cate¬ 
gorize  it,  and  it  goes  on  its  way 
and  you  never  get  to  see  how  it 
got  categorized  or  what  hap¬ 
pened  to  it,”  says  Mike  Svatek, 
Interwoven’s  product  manager 
for  MetaTagger  3.0. 


The  idea,  Svatek  says,  is  to  let 
companies  reuse  and  repurpose 
content  across  a  variety  of  plat¬ 
forms,  from  e-commerce  to  por¬ 
tals  to  search  engines. 

MetaTagger  is  available  and 
priced  based  on  customer  envi¬ 
ronments  and  configurations. 

Interwoven:  www. interwoven 
.com 


Kawasaki,  too,  managed  to  add 
new  marketing  and  customer 
service  features  to  its  Web  site 
while  keeping  down  expenses. 
The  company  used  e-commerce 
software  it  had  in  place  from 
Click  Commerce. 

The  recreational  vehicle  manu¬ 
facturer  doesn’t  sell  motorcycles 
or  all-terrain  vehicles  on  its  site  — 
for  those,  consumers  need  to  go 
through  one  of  Kawasaki’s  1,500 
dealers.  But  it  does  sell  accessor¬ 
ies  such  as  clothing,  bags  and  ve¬ 
hicle  covers. 

For  the  holiday  shopping  sea¬ 
son,  Kawasaki  created  Web  pages 
and  e-mail  campaigns  featuring 
“accessorized”  vehicles.They  dis¬ 
play  a  motorcycle,  jet  ski,  all-ter¬ 
rain  vehicles  and  utility  vehicle 
dressed  up  with  as  many  add-ons 
as  possible. 

Kawasaki  also  added  an  area 
online  for  customers  to  retrieve 
personalized  content.  Owners 
can  look  up  specific  parts  and 
view  diagrams. 

They  also  can  track  purchases, 
receive  service  bulletins  and  ac¬ 
cess  warranty  information  by 
vehicle  or  hull  identification 
number. 

Consumers  can’t  purchase  parts 
online;  they  need  to  go  to  a  deal¬ 
er  to  procure  the  parts  needed. 
But  particularly  for  the  do-it-your¬ 
self  owners,  seeing  the  parts  dia¬ 
grams  is  a  popular  feature,  says 
Roger  Peterson,  vice  president  of 
information  systems.  ■ 


E-commerce 
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DATABASES:  T  here's  a  growing  beliefthatXM  L-baseainformation  needs  its  own  database. 


Working  out  the  bugs  in  XML  databases 


cies  in  queries  and  retrievals. 

Analysts  expect  these  benefits  to  fuel 
a  fast-growing  market.  1DC  estimates 
enterprise  spending  for  XML  databases 
will  grow  by  130%  annually,  reaching 
$700  million  in  2004.  XML  databases 
will  complement  relational  databases, 
according  to  1DC  analyst  Anthony 
Picardi  —  the  former  being  better  suit¬ 
ed  for  storing  and  processing  XML  doc¬ 
uments,  the  latter  for  numbers  and  text. 


kk  In  XML  databases,  an  online  tax  return  can 
be  stored  in  its  entirety.  In  a  relational  data¬ 
base,  each  line  of  the  return  would  have  to  be  a 
different  table  [of  data  in  rows  and  columns].  II 

Larry  Hanson, 

Data  architect,  California  Board  of  Equalization 


■  BY  JOHN  COX 

As  network  executives  begin  to  experiment  with  Web 
services,  they’re  likely  to  find  that  they  need  a  new 
kind  of  data  store:  the  XML  database. 

These  software  products  are  designed  to  efficiently 
store  and  manage  the  growing  numbers  of  XML  docu¬ 
ments  that  users  are  creating,  especially  in  Web  interac¬ 
tions  with  business  partners  and  customers.  Advocates 
cite  several  advantages  of  XML  databases  compared 
with  traditional  databases:  simplicity,  ease  of  application 
development,  ability  to  search  and  query  XML  docu¬ 
ments,  and  fast  document  retrieval. 

There’s  no  formal,  standard  definition  of  an  XML 
database,  although  the  XML:DB  Initiative  (www.xmldb 
.org)  describes  such  a  database  as  one  that  defines  a 
logical  model  for  an  XML  document  (not  for  the  data 
in  the  document),  and  manages  documents  based  on 
that  model. The  key  point  is  the  database  “thinks  and 
acts”  based  on  XML  —  XML  goes  in,  and  XML  comes 
out,  even  though  these  products  can 
physically  store  the  documents  in  an 
object  or  relational  database  or  a  pro¬ 
prietary  storage  model,  such  as 
indexed  files. 

The  lack  of  formal  definition  is  just 
one  issue  that  raises  the  hackles  of 
critics. They  also  point  to  the  immatu¬ 
rity  of  the  products  and  of  XML  stan¬ 
dards;  the  absence  of  a  standard,  reli¬ 
able  query  language  to  match  the  SQL 
used  in  relational  databases;  and  pos¬ 
sible  data  integrity  problems. 

Relational  vendors  are  also  adding 
better  support  for  XML.  For  example, 

Microsoft  is  developing  the  Yukon 
release  of  SQL  Server.  Oracle  demon¬ 
strated  to  customers  in  December  a 
technology  called  Project  XDB.The  goal 
of  both  projects  is  to  let  the  databases 
treat  XML  documents  as  a  new  data 
type  and  manage  them  as  they  now 
work  with  relational  data  and  objects. 

“If  1  had  an  Oracle  [relational]  data¬ 
base,  I’d  want  to  really  know  what’s 
going  in  the  background  to  handle  XML,”  says  Larry 
Hanson,  data  architect  for  the  California  Board  of 
Equalization  (BOE),a  tax  authority  that  handies  sales 
and  other  taxes  for  the  state.“If  you  store  these  docu¬ 
ments  as  objects,  for  example,  can  you  query  them,  and 
tag  them?"  Oracle  claims  that  these  actions  will  be  pos¬ 
sible  with  XDB  but  how  well  the  technology  performs 
when  processing  lots  of  data  or  very  large  data  sets 
remains  to  be  seen. 

Hanson’s  point,  echoed  by  others,  is  that  XML  data  is 
fundamentally  different  from  relational  data. 

“XML  data  are  extremely  well-suited  to  hierarchical 
storage,”  says  Hanson,  who  is  a  former  database 
administrator  “In  XML  databases,  an  online  tax  return 
can  be  stored  in  its  entirety.  In  a  relational  database, 
each  line  of  the  return  would  have  to  be  a  different 
table  [of  data  in  rows  and  columns]  "Trying  to  “force 
fit"  an  XML  document  into  the  rigid  relational  struc¬ 
ture  can  waste  storage  space  and  lead  to  inefficien¬ 


There  are  plenty  of  choices  for  net¬ 
work  executives  to  evaluate,  with  at  least  two  dozen 
native  XML  database  products  (see  www.nwfusion 
.com,  DocFinder:  7630). 

The  key  vendors  include  Software  AG  and  eXcelon 
—  which  stores  documents  in  its  ObjectStore  object- 
oriented  database. There  are  a  host  of  smaller  ven¬ 
dors,  such  as  NeoCore,  IX1A  and  ZYZFind,  working  on 
XML  database  products. There  are  also  a  number  of 


open  source  projects.  One  is  Xindice,  formerly  dbXML 
Core,  which  now  is  being  handled  by  The  Apache 
Software  Foundation. 

Knowing  whether  and  when  to  use  a  native  XML  data¬ 
base  hinges  on  the  kind  of  data  you’re  dealing  with, 
and  what  you  want  to  do  with  it. 

Companies  are  finding  that  new  applications  such  as 
Web  services,  which  are  built  on  XML,  tend  to  have  data 
models  that  don’t  map  well  to  traditional  relational 
structures, says  Philippe  Gelinas.CEO  of  software  devel¬ 
oper  Xiasoft,  which  developed  theTextML  Server  for 
XML  documents. 

The  server  is  designed  as  a  low-cost  product  —  about 
$10,000,  while  some  rivals  cost  about  $50,000  —  that 
can  work  with  an  array  of  development  tools. 

“Often  customers  try  to  make  these  applications 
work  first  with  an  existing  [relational]  database  and 
find  it  doesn’t  work,”  he  says.“Then  they  shop  for  an 
XML  database." 


Some  users,  like  California’s  Hanson,  are  early  adopters, 
already  convinced  of  the  importance  of  XML  to  the 
corporation. Two  years  ago,  Hanson  began  designing 
an  alternative  to  paper  tax  returns:  filing  electronical¬ 
ly  via  a  Web  site.The  tax  data  had  to  eventually  end 
up  in  the  mainframe  database,  the  venerable  Adabase 
from  Software  AG. 

But  the  two  options  for  that  each  had  drawbacks. 

With  the  first  option,  if  XML  documents 
were  stored  in  Adabase  as  huge  binary 
large  objects,  as  images  and  sometimes 
text  are  stored  in  relational  databases, 
then  the  documents  became  opaque. 
They  could  not  be  searched  or  queried. 

The  California  BOE  was  already  doing 
some  work  with  the  second  option: The 
documents  are  picked  apart  by  a  parser 
program,  and  the  data  sent  to  the  main¬ 
frame  in  a  form  Adabase  can  use.  But  this 
creates  more  processing  overhead,  and 
changes  to  the  documents, such  as  adding 
a  new  line  to  the  sales  tax  form,  would 
force  administrators  to  make  changes  to 
the  underlying  database  structure. 

Hanson  deployed  Software  AG’s 
Tamino  XML  database. The  XML  docu¬ 
ments  created  by  tax  filers  at  the  Web 
sites  are  stored  in  Tamino. 

The  subset  of  data  needed  by  the 
mainframe  is  parsed  out. 

The  entire  unmodified  sales  tax  filing, 
and  all  of  its  data,  is  stored  in  Tamino, 
where  BOE  users,  working  with  a  Web 
browser,  have  begun  querying  the  data  and  creating 
management  reports. 

“Once  people  move  into  XML,  they’ll  run  into  the 
same  thing  we  did,”  Hanson  predicts. 

“If  you’re  getting  the  XML  document  instead  of 
paper,  where  do  you  put  it?  How  do  you  store  it,  and 
what  are  you  going  to  do  with  it?”  he  adds.  In  the  long 
term,  his  goal  is  to  let  users  have  a  combined  view  of 
all  data,  in  XML  and  traditional  databases,  through  a 
Web  browser. 

Achieving  that  goal  is  not  easy  as  the  weak  points  for 
XML  databases  are  numerous.The  user  interface  for  new 
products  may  be  rough.  In  the  case  of  the  California 
BOE,  data  administrators  had  to  write  extra  code  to 
update  Tamino  and  the  mainframe  database.  Queries 
are  a  challenge  because  there  are  several  different  XML 
query  languages,  and  these  are  still  in  flux.  Finally,  inte¬ 
gration  between  XML  and  corporate  data  stores  requires 
still  more  coding  at  this  early  stage.  ■ 


A  special  place 


XML  is  typically  used  for  data  exchange,  but  the  growing  number  of 
XML  documents  may  justify  special  repositories.  Here  is  a  look  at  using 
the  technology  for  storage: 


Pros: 


•  Efficiently  stores  and 
processes  entire  XML 
documents. 

•  Documents  can  be 
searched,  queried  and 
retrieved  quickly. 

•  Allows  changes  to 
documents  with  no 
changes  needed  to 
underlying  data 
structures. 

•  Easy  manipulation  of 
document  collections. 


Cons: 


•  Inefficient  in  handling 
structured  data. 

•  XML  query  language 
standards  are  still 
developing. 

•  Integrating  XML  with 
existing  relational 
data  needs  new  skills 
and  tools. 

•  Potential  for  data 
integrity  problems. 


XML  leap 

IT  spending  on 
XML  databases 
will  jump  from  $12 
million  in  1999  to 

$700 

million 

by  2004,  according 
to  IDC. 
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■  THE  INTERNET  ■  EXTRANETS  ■  INTEREXCHANGES  AND  LOCAL  CARRIERS 

■  WIRELESS  ■  REGULATORY  AFFAIRS 


■  The  U.S.  District  Court  in  Massa¬ 
chusetts  recently  found  that  Digital 
Island  infringed  on  an  Akamai  pa¬ 
tent.  The  companies  filed  suit  against 
each  other  last  year  claiming  the 
other  was  infringing  on  content-dis¬ 
tribution  technology  patents  that 
each  respectively  holds.  The  jury 
found  that  Digital  Island  was  infring¬ 
ing  on  one  of  two  patents  Akamai 
claimed  Digital  Island  was  violating. 
The  jury  found  no  infringement  on 
the  part  of  Akamai.  The  court  is  ex¬ 
pected  to  determine  damages  during 
a  separate  hearing,  www.akamai 
.com;  www.digitalisland.net 

■  The  Federal  Trade  Commission 
recently  approved  AOL  Time  War¬ 
ner’s  applications  to  bring  four  addi¬ 
tional  ISPs  onto  its  cable  Internet  sys¬ 
tem  as  alternatives  to  its  own  ISP  ser¬ 
vice.  The  FTC  approved  Internet  as  an 
alternative  ISP  in  all  markets  where 
AOL  Time  Warner  cable  operates, 
according  to  an  FTC  statement.  It 
also  approved  New  York  Connect- 
.net  as  a  competitor  in  the  New  York 
area,  Internet  Junction  in  Tampa 
Bay  and  central  Florida,  and  South 
Texas  Internet  Connections 
(STIC.net)  in  San  Antonio,  Houston 
and  Austin.  The  approvals  may  let 
AOL  begin  offering  service  in  those 
markets.  The  FTC  already  has  ap¬ 
proved  national  ISP  EarthLink  as  an 
alternative  ISP  on  AOL's  network.To 
satisfy  FTC  concerns  concerning 
AOL’s  merger  with  Time  Warner,  an¬ 
nounced  last  year,  AOL  Time  Warner 
must  offer  three  alternatives  to  its 
own  ISP  service  in  each  market 
where  it  offers  cable  Internet  access. 

■  Qwest  Communications  said 
last  week  that  it  plans  to  file  with  the 
FCC  for  long-distance  approval  in 
Arizona  in  March.  Owest,  Verizon, 

SBC  and  BellSouth  must  prove  they 
are  giving  competitors  access  to  their 
networks  before  they  are  allowed  to 
enter  the  long-distance  market.  While 
Verizon  and  SBC  have  won  long¬ 
distance  approval  in  several  states, 
BellSouth  and  Qwest  have  not  gained 
any  FCC  approvals. 


Tough  times  for  metro  Ethernet 

Limited  last-mile  fiber  access,  CLEC  meltdown  among  problems  to  overcome, 


■  BY  MICHAEL  MARTIN 

Metro  Ethernet  services  are  a  hot  com¬ 
modity,  according  to  research  firms,  but 
recent  events  indicate  that  some  of  the 
early  entrants  into  the  market  aren’t  find¬ 
ing  much  success. 

Consider  that: 

•  In  September,  Cogent  Communications 
filed  documents  with  the  Sec¬ 
urities  and  Exchange  Com¬ 
mission  revealing  that  the 
Washington,  D.C.,  company 
lost  $28  million  in  the  first  six  5 
months  of  2001  after  taking  in  | 

$90,000  in  revenue.  Cogent,  \ 
which  provides  metro  Ether-  « 
net  services  in  20  U.S.  markets, 

filed  the  documents  after 
merging  with  publicly  traded 
multitenant  building  broad¬ 
band  provider  Allied  Riser 
Communications. 

•  In  November,  Yipes  Communications, 
which  offers  metro  and  national  Ether¬ 
net  services  in  21  markets,  laid  off  an 
undisclosed  number  of  staff.  Although 
Yipes  has  announced  several  big-cus- 
tomer  wins,  the  company  is  privately 
held,  so  it  isn’t  easy  to  assess  how  it’s  do¬ 
ing  financially. 

•Two  publicly  traded  companies  that 
offer  Ethernet  services  —  XO  Commun¬ 
ications  and  Time  Warner  Telecom  — 


■  BY  JENNIFER  MEARS 

SAN  FRANCISCO — As  a  result  of  the  fal¬ 
tering  hosting  market,  Providian  Financial 
CIO  Tanni  Graichen  had  to  move  dozens 
of  servers  out  of  three  service  provider 
data  centers  last  year. 

In  one  instance,  a  service  provider 
folded  with  no  warning,  and  Providian 
stepped  in  to  keep  the  service  running 
until  a  transition  could  be  made  to  an¬ 
other  provider. 

However,  ask  Graichen  if  she’s  soured 
on  outsourcing,  and  her  quick  reply  is: 
“Absolutely  not."  Service  providers,  she 
says,  can  provide  the  security  and  infra- 


have  seen  their  stock  prices  battered. 
Ethernet  services  are  only  a  part  of  XO’s 
and  Time  Warner  Telecom’s  portfolios 
though,  so  it’s  difficult  to  say  how  much 
their  Ethernet  strategies  have  contrib¬ 
uted  to  their  difficulties. 

Given  the  trouble  these  companies 
seem  to  be  having,  analysts  say  the  situa¬ 
tion  may  not  be  critical,  but  that  cus- 


Dave  Schaeffer 

CEO,  Cogent  Communications 

tomers  should  remain  vigilant. 

“It’s  still  too  early  to  say  these  compa¬ 
nies  are  dead,”  says  Nick  Maynard,  an 
analyst  with  The  Yankee  Group.  “They’re 
still  getting  out  of  the  gate.” 

But  there’s  little  question  that  the  early 
metro  Ethernet  providers  have  hurdles  to 
overcome  if  they’re  going  to  be  around 
for  a  while. 

One  is  perception.  With  the  recent  melt¬ 
down  of  many  competitive  local  ex¬ 
change  carriers  fresh  in  their  minds,  net- 


structure  expertise  that  she  doesn’t  want 
to  invest  in. 

But  she  couches  that  statement  with  an 
admonition  to  her  peers  that  if  they  out¬ 
source  they  should  have  contingency 
plans,  and  they  should  keep  a  close  eye 
on  how  their  service  provider  is  faring. 

“It’s  really  important  to  continue  to 
monitor  the  companyf  she  says. “Not  just 
from  how  their  service  is  to  you,  but  how 
their  financials  look;  what  their  burn  rate 
is.You  want  to  make  sure  they’re  going  to 
continue  to  be  around.” 

Currently  Graichen  is  using  service 
providers  backed  by  WorldCom,  a  global 
See  Outsourcing,  page  30 


work  executives  are  going  to  be  hesitant 
to  hand  over  business  to  a  relatively  un¬ 
known  company. 

The  task  will  be  even  tougher  next  year, 
Maynard  says,  when  the  regional  Bell 
operating  companies  begin  to  get  into 
the  Ethernet  services  market. 

“No  one’s  questioning  whether  Verizon’s 
going  to  be  around  next  year,”  he  says. 

A  second  significant  hur¬ 
dle  is  getting  last-mile  fiber 
access  out  to  customers. 
Unlike  traditional  carrier 
services  that  will  run  over 
copper,  metro  Ethernet  re¬ 
quires  a  fiber  connection 
into  a  building,  and  most 
buildings  don’t  have  exist¬ 
ing  fiber  connectivity. 

While  Cogent  has  more 
than  4,000  customers  sign¬ 
ed  up  for  its  service,  only  a 
fraction  of  those  are  currently  turned  on, 
says  CEO  Dave  Schaeffer. 

“Our  biggest  challenge  has  been  to  get 
from  our  metro  rings  into  the  customer 
buildings,”  he  says. 

Search  for  customers 

The  final  hurdle  metro  Ethernet  pro¬ 
viders  must  overcome  is  finding  enough 
customers. While  forecasts  from  IDC  have 
the  metro  Ethernet  market  growing  from 
$155.2  million  this  year  to  $740  million  in 
2006,  that’s  still  only  a  fraction  of  the  tele¬ 
com  market. 

“There  just  aren’t  that  many  applica¬ 
tions  that  require  that  much  bandwidth," 
says  Thomas  Nolle,  president  of  consult¬ 
ing  firm  CIMI  Corp.  and  a  Network  World 
columnist.The  average  site  of  a  multisite 
enterprise  network  doesn’t  require  more 
than  128K  bit/sec.” 

Nolle  thinks  demand  for  Ethernet  ser¬ 
vices  in  the  metropolitan-area  network  is 
going  to  increase  as  companies  look  to 
decentralize  in  order  to  improve  their 
disaster  survivability  because  of  the  Sept. 
1 1  terrorist  attacks. 

But  Nolle  says  the  RBOCs,  and  not  the 
new  entrants,  are  going  to  be  the  ones 
benefiting  from  the  increased  demand. 

“1  was  talking  to  one  customer  and  he 
said  that  he’d  be  at  greater  risk  from  his 
provider  going  under  [if  he  went  with  a 
new  provider]  than  he  would  be  from  a 
terrorist  attack,”  Nolle  says. 

See  Ethernet  page  30 
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Lesson  learned:  Have  a 
back-up  outsourcing  plan 
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Pierce 


This  week  and  next  we’ll  run  down 
what  customers  should  look  for 
from  the  U.S.  telecom  industry  in  the 
year  ahead. 

Prior  to  the  general  recession  that  be¬ 
gan  mid-2001,  the  industry  was  experi¬ 
encing  its  own  recession  —  one  caused 
in  great  part  by  those  on  the  supply  side 
of  the  market:  vendors,  providers  and 
financial  backers. 

The  additional  impact  of  the  recession, 
coupled  with  the  aftereffects  of  Sept.  11, 
will  prolong  the  recovery  of  the  telecom 
sector  until  very  late  2002  at  the  earliest. 
However,  certain  select  technologies  will 
buck  this  trend.  Although  storm  clouds 
will  continue  through  much  of  next  year, 
organizations  that  do  their  homework  will 


Eyeballing  telecom  trends  for  2002 


find  a  silver  lining:  better  value. 

The  recession  and  business  slowdown 
post-Sept.  1 1  has  and  will  continue  to 
dampen  consumer  and  business  de¬ 
mand.  This  will  be  felt  by  the  telecom 
industry  throughout  most  of  the  year. 

Decreased  demand  for  provider  ser¬ 
vices  will  reduce  provider  demand  for 
new  products.  Provider  capital  expendi¬ 
tures  for  this  year  will  be  significantly 
lower  than  actual  spending  in  2001.  For 
example,  SoundView  Technologies  esti¬ 
mates  that  U.S.  provider  capital  expendi¬ 
tures  will  decline  between  26%  and  30% 
year-to-year.  For  many  makers  of  telecom 
products  and  components,  this  may 
make  this  year  a  more  difficult  fiscal  year 
than  2001. 

The  after  effects  of  Sept.  1 1  will  contin¬ 
ue  to  cause  heightened  provider  and 
user  interest  in  business  continuity  and 
remote  site  connectivity.  Many  individ¬ 
uals  will  continue  to  scrutinize  the 
necessity  of  air  travel,  both  for  profes¬ 
sional  and  personal  trips. 


This  year  will  be  the  first  full  year  of  the 
detariffing  of  U.S.  long-distance  voice  and 
data  services.  Detariffing  of  U.S.  overseas 
voice  and  data  services  begins  this  year. 

The  12  months  ahead  will  hardly  be  a 
banner  year  for  major  telecom  advances: 
Innovation  will  have  modest  technology 
components  but  instead  will  focus  on 
improvements  that  go  to  the  bottom  line. 

Users  will  look  for  better  deals  on  price 
and  will  be  reluctant  to  migrate  to  new 
services  and  products  with  payback  peri¬ 
ods  of  longer  than  a  year  until  economic 
recovery  is  at  hand.  Customers  will  have 
great  interest  in  services  and  products 
that  can  help  them  save  money  near-term 
(fewer  than  12  months).  Thus,  there  will 
be  strong  customer  interest  in  metropoli¬ 
tan  and  long-haul  Ethernet  and  wave¬ 
length  services. 

Providers  will  focus  on  augmenting 
their  existing  service  portfolios  —  in  par¬ 
ticular,  endeavoring  to  make  virtual  ser¬ 
vices  more  attractive  on  a  price/ 
performance  basis. 


The  economic  slowdown  will  delay 
many  providers  from  significantly  en¬ 
hancing  their  domestic  business-class 
voice-over-IP  services  until  the  second 
half  of  this  year,  for  instance,  by  provid¬ 
ing  voice-specific  service-level  agree¬ 
ments  on  combination  voice/data  VPN 
services.  This  time  frame  is  in  line  with 
expectations  concerning  the  maturation 
of  IP  PBXs. 

Truly  new  service  introductions  will  be 
rare.  New  providers  of  local  access  and 
long-haul  service  will  be  virtually  nonex¬ 
istent.  Like  competitive  local  exchange 
carriers  in  2000  and  2001,  many  small, 
independent  Ethernet  service  providers 
will  be  forced  to  either  expand  their  ser¬ 
vice  portfolios  or  merge  with  other 
providers. 

Next  week:  Cable  providers,  wireless  ser¬ 
vices  and  more. 

Pierce  is  a  research  fellow  at  Giga 
Information  Group.  She  can  be  reached  at 
lpierce@gigaweb.  com. 


Ethernet 
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Despite  the  obstacles,  the  new 
breed  of  metro  Ethernet  pro¬ 
viders  thinks  they  can  succeed. 

“If  you  don’t  have  concerns, 
you’re  not  doing  your  job  as 
management,”  says  Cogent’s  Sch- 
aeffer.“But  we  have  the  pieces  in 
place  so  that  we’ll  survive.” 

Yipes  co-founder  Ron  Young 
says  his  company’s  revenue 
grew  87%  in  the  third  quarter 
of  2001  over  the  same  quarter 
in  2000.  And  the  company’s  lit 
customer  base  grew  55%  from 
the  second  quarter  to  the  third 
quarter  in  2001. 

Now  that  Yipes’  network  is  in 
place,  the  provider  plans  to 
concentrate  on  selling  into  the 
buildings  that  are  connected  to 
its  network,  rather  than  worry¬ 
ing  about  building  out  to  po¬ 
tential  customers. 

“The  challenge  right  now  is 
to  find  a  balance  between  hav¬ 
ing  a  competitive  footprint  and 
a  profitable  business  model,” 
he  says.  ■ 


More  online! 

Read  how  a  lack  of  optical  routes  is  holding 
up  metro  bandwidth  explosion. 

Doc  Finder.  7625 


Outsourcing 
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telecommunications  company 
with  deep  pockets  and  diverse 
offerings. 

Getting  to  this  point 

As  a  consumer  financial  ser¬ 
vices  company  with  more  than 
18  million  accounts,  Providian 
can’t  afford  to  have  its  Web  sites 
go  down.  So  Providian  carefully 
monitors  its  service  providers. 

Graichen  says  it  was  Providian’s 
contingency  plans  that  saved  the 
company.  After  Exodus  Com¬ 
munications  filed  for  bankruptcy 
protection  in  September,  Grai¬ 
chen  moved  Providian’s  Get- 
smart.com  online,  financial  ser¬ 
vices  marketplace  to  its  contin¬ 
gency  site  at  UUNET,  a  WorldCom 
company,  quickly  and  without 
unexpected  expense. 

“We  already  had  a  site.  We  al¬ 
ready  had  equipment  that  had 
been  purchased  for  our  contin¬ 
gency’  she  says.  “It  was  nothing 
additional  out  of  pocket.  We  just 
did  it  a  little  faster  than  we  had 
anticipated.” 

The  rest  of  the  Getsmart.com 
environment  was  migrated  slowly 
The  final  piece  of  Sun  hardware 
moved  from  Exodus  to  UUNET  on 
Dec.  12,  Graichen  says. 

But  while  Providian  put  Ex¬ 
odus  under  the  microscope  af¬ 
ter  rumors  early  last  year  that 
the  once  high-flying  hosting  pro¬ 
vider  was  in  trouble,  it  wasn’t 
Exodus  that  dealt  Providian  the 
initial  blow.  It  was  Pilot  Networks 
Services. 


Early  last  year  Providian  was 
looking  at  Exodus’  financials, 
“and  Pilot’s  financials,  and  [col¬ 
location  provider]  AboveNet’s 
financials.  And  several  other 
small  companies  that  we  utilize 
services  from,  we  watch  on  an 
ongoing  basis  to  make  sure  that 
everything  is  going  to  be  fine,” 
she  says. 

As  a  result,  Providian  realized 
early  that  Pilot  was  facing  trou¬ 
ble.  Graichen  negotiated  a  deal 
to  transition  to  Digex,  a  World¬ 
Com  affiliate.  But  a  call  from  a  Pi¬ 
lot  employee  in  late  April  put  a 
wrench  in  her  plans.  Pilot  was 
going  under  without  warning. 

“We  would  have  been  out  of 
Pilot  one  month  later  in  a  lot 
more  organized  fashion. All  of  our 
plans  were  in  place,”  Graichen 
says. “So  all  it  was,  was  speeding  it 
up  a  lot.  We  did  a  month’s  worth 
of  work  in  two  weeks.” 

Stepping  up 

Providian  had  used  Pilot  to 
manage  security  and  other 
front-end  network  services  for 
its  Web  sites  for  about  two  years. 
In  that  time,  Providian  had  hired 
some  Pilot  employees.  When 
word  came  that  the  service  pro¬ 
vider  was  closing  abruptly,  Grai¬ 
chen  worked  out  a  deal  that 
allowed  Providian  to  keep  Pi¬ 
lot’s  Alameda,  Calif.,  facility  up 
and  running.  Graichen  used  her 
former  Pilot  employees  as  the 
core  of  a  team  that  included 
about  40  Pilot  workers  who  she 
contracted  with  through  a  tem¬ 
porary  agency. 

In  that  way,  Graichen  was  able 


Musical  service 
providers 

Providian  Financial 
faced  a  series  of  diffi¬ 
culties  with  outsourcers 
in  2001: 

May 

Pilot  Network  Services  goes 
out  of  business,  forcing 
Providian  to  step  in  to  keep 
its  data  center  running. 

August 

Worried  about  financial 
stability  of  AboveNet, 

Providian  brings  application 
servers  in-house. 

November 

Dissatisfied  with  Exodus, 
Providian  moves  Getsmart 
.com  servers  into  a  UUNET 
facility. 

to  complete  her  transition  to 
Digex  without  interrupting  ser¬ 
vice  to  Providian  customers. The 
cost  of  paying  additional  staff 
was  inconsequential,  she  says, 
compared  with  the  losses  Pro¬ 
vidian  would  have  suffered  had 
the  company  been  forced  to  cut 
service  for  two  weeks. 

“It  was  a  pretty  exciting  10 
days,”shesays,laughing.“We  kept 
wondering  when  somebody  was 
going  to  tell  us  we  couldn’t  be  in 
the  Pilot  facility. You’d  have  these 
guys  come  walking  through  who 
were  getting  ready  to  put  equip¬ 
ment  up  for  auction,  and  you’d 
be  saying,  Don’t  you  touch  that. 
Don’t  you  touch  that.’" 


Around  that  time,  Providian 
began  taking  a  closer  look  at 
AboveNet,  a  collocation  provider 
that  was  housing  its  application 
and  database  servers,  about  18 
racks  with  five  to  12  Sun  servers 
in  each  rack.  Graichen  says  she 
felt  it  was  time  to  move  away 
from  collocation. 

The  servers  were  moved  into 
Providian’s  recently  updated 
data  center  in  Pleasanton, Calif., 
in  August. 

Exit  from  Exodus 

As  for  Exodus,  the  Getsmart 
.com  Web  site  had  been  hosted 
there  since  Providian  bought  Get 
smart.com  in  1999.  After  Exodus 
filed  for  bankruptcy  protection, 
Graichen  decided  she  wasn’t  get¬ 
ting  the  service  she  needed  and 
was  reluctant  to  wait  and  see 
whether  the  hosting  provider 
would  shake  off  its  financial  diffi¬ 
culties.  (Since  then  Cable  &  Wire¬ 
less  has  made  an  offer  to  buy  Ex¬ 
odus  and  is  awaiting  bankruptcy 
court  approval.) 

“When  you  have  a  company 
that's  having  those  kinds  of  prob¬ 
lems  you  sometimes  can’t  get  the 
service  quality  you  need.  And  if 
you  don’t  get  the  service  quality 
that  you  need  then  you  start  to 
ask  questions, "Graichen  says.She 
began  moving  her  two  dozen  or 
so  Sun  servers  in  November. 

Through  it  all,  Graichen  has 
kept  her  sense  of  humor. 

“It  was  just  month  after  month 
after  month  we  had  something 
exciting  happen,"  she  explains, 
laughing.“But  everything  worked 
out  perfectly  ■ 
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■  SERVICE  PROVIDER  DEVELOPMENTS 
AT  THE  JUNCTURE  BETWEEN  THE  ENTERPRISE 
AND  THE  NEW  PUBLIC  NETWORK 


Analysts  see  slow  growth  for  capital  spending 


■  BY  TERRI  GIMPELSON 

Those  looking  for  an  optimistic  assess¬ 
ment  of  2002  telecommunications  capital 
spending  will  not  get  one  from  the  market 
analysts  at  RHK,  whose  current  $53  billion 
projection  is  down  $20  billion  from  their 
estimate  last  month. 

However,  RHK  can  see  better  days  ahead. 
The  speed  at  which  carrier  consolidation 
occurs  is  key  to  the  “vigor”  of  any  recovery 
says  Rob  MacLellan,  director  of  RHKs  Tele¬ 
communications  Economics  Program. 

“The  nature  and  pace  at  which  this  hap¬ 
pens  will  largely  define  how  quickly  this 
downturn  will  turn  around,”  he  says.  “The 
consolidation  process  has  certainly  started, 
but  not  between  the  Tier  1  and  Tier  2  carri- 
ers.The  consolidation  were  seeing  is  taking 


■  MetPO-Optix  in  Santa  Clara  has 
announced  the  appointment  of  Gary 
Brown  to  the  newly  created  position 
of  COO.  Brown  will  be  responsible 
for  sales,  production  and  quality  con¬ 
trol,  customer  support  and  product 
line  management.  He  will  report 
directly  to  CEO  Arun  Bellary.  Brown 
has  more  than  25  years  of  experience 
in  day-to-day  company  operations. 

He  most  recently  provided  consulting 
services  to  help  raise  venture  funding 
for  start-up  OS  Software,  www 
.metro-optix.com 

■  Aplion  Networks  and  TeleGea 

have  announced  the  development  of 
what  both  companies  claim  is  the 
industry's  first  end-user  management 
system  for  data  and  packet  services. 
TeleGea  will  integrate  its  Emporium 
Enterprise  self-provisioning  plat¬ 
form  with  Aplion's  Network  Virtuoso 
hardware  and  software  product.  Net¬ 
work  Virtuoso  gives  service  providers 
an  inexpensive  way  to  deliver  data 
and  packet  services  on  existing  cus¬ 
tomer  connections,  according  to 
Aplion.  Customers  will  have  the  ben¬ 
efit  of  choosing  which  services  and 
parameters  they  can  order,  add  acti¬ 
vate  or  cancel,  all  from  their  desk¬ 
tops,  the  companies  say  www.aplion 
.com,  www.telegea.com 


longer  than  wed  expected.” 

What  RHK  expects  to  emerge  from  this 
consolidation  process  are  what  the  firm 
calls  competitive  “Super-LECs”  or  “Mega- 
BOCs”  that  will  gobble  up  leading-edge 
start-ups  and  their  products. 

“Carriers  will  be  forced  to  depend  on 
these  large  vendors  to  supply  them  with 
gear;’  MacLellan  says. “These  guys  may  not 
meet  the  carriers’  long-term  needs.  If  we  sit 
back  and  view  this  like  a  high-stakes  chess 
game,  we’re  waiting  for  that  first  move  to 
be  made.  After  that  catalyst,  the  moves  will 
start  to  be  made  faster  and  faster’ 

MacLellan  also  says  that  the  jury  is  out 
on  the  longevity  and  business  plans  of  a 
number  of  larger  carriers  that  went 
unnamed.  He  says  a  number  of  compa¬ 
nies,  including  360networks,  were  unse¬ 
cured  creditors  of  Enron  and  may  be  hurt 
by  that  company’s  recent  bankruptcy 

MacLellan  points  out  that  carriers  have 
shown  they  will  use  equipment  already 
purchased  and  in  stock  to  make  the  move 
from  legacy  copper-based  networks  to  the 
more  sophisticated  optical  network,  rather 
than  spend  additional  capital  to  buy  the  lat¬ 
est  technological  innovations. 

It’s  this  optical  technology  that  remains  at 
the  forefront  of  the  current  economic  trou¬ 
bles  and  the  future  economic  turnaround, 
MacLellan  says.  He  notes  carriers  spent  too 
much  too  quickly  and  experienced 


Telecom  spending 
to  pick  up  steam 

Analysts  say  optical  will 
drive  the  recovery  of  the 
telecom  market. 

Capital  expenditures  in  the  North 
American  telecom  market  (in  billions) 
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enhanced  revenue  growth  accordingly 
mostly  due  to  high  equipment  pricing. 

“Optical  [capital  expenditures]  drove  ex¬ 
cess  and  it  will  suffer  accordingly’  Mac¬ 
Lellan  says.  “It’s  also  what’s  going  to  drive 
the  future.” 

The  move  to  an  all-optical  infrastruc¬ 
ture  is  currently  in  the  first  of  innumer¬ 
able  migration  stages,  MacLellan  says. 


There  is  a  “digestion  period”  needed  to 
dissolve  the  capital  expenditure  bubble 
that  grew  from  1999  and  into  2000.  It’s  this 
$49  billion  bubble  that  must  be  over¬ 
come  within  the  next  few  years  to  set  the 
telecommunications  market  upright 
again,  he  says. 

“We  see  the  emerging  interexchange  car¬ 
riers  as  being  the  culprits  here,” he  says.’The 
breakout  of  spending  by  these  guys  forced 
many  of  them  into  Chapter  11  within  a 
couple  of  years.” 

MacLellan  says  the  industry  is  now  realiz¬ 
ing  that  cuts  that  weren’t  made  last  year 
must  be  made  over  the  coming  year  to  dis¬ 
solve  the  capital  expenditures  bubble. 

Another  key  trend,  MacLellan  notes,  is  the 
emergence  of  monthly  capital  expenditure 
budgets  within  incumbent  local  exchange 
carriers. 

“What  they’re  trying  to  do  is  eliminate  the 
use-or-lose  mentality’  he  says. 

MacLellan  says  to  survive,  vendors  must 
have  stronger  selling  propositions  and  be 
aware  that  while  service  providers  want 
next-generation  products,  they  will  only 
be  spending  on  the  basics  over  the  next 
year. 

“Forget  about  the  OC-768  race,”  he  says. 
“Carriers  aren’t  looking  for  that  right  now. 
They  want  to  see  higher  channel  counts, 
increased  flexibility,  more  density  more 
diversity  and  smaller  boxes.”  ■ 


Nortel  offers  out-of-box  IP  services 


■  BY  JIM  DUFFY 

SANTA  CLARA  —  Nortel  has  enhanced  its  subscriber  manage¬ 
ment  platform  in  an  effort  to  offer  service  providers  prepackaged 
IP  services. 

Nortel’s  so-called  Shasta  Out-of-the-Box  Services  for  its  Shasta 
5000  Broadband  Services  Node  (BSN)  packages  service  applica¬ 
tions  written  to  the  BSN’s  Service  Delivery  Interfaces  (SDI).SDIs  let 
service  providers  provision  services  from  the  BSN  without  having 
to  integrate  them  onto  the  BSN  platform,  Nortel  says. 

SDIs  also  let  third-party  service  applications  developers  easily 
run  their  software  to  the  BSN,  Nortel  says.  The  result  is  service 
providers  can  now  offer  network-based  services  —  such  as  intru¬ 
sion  detection,  e-mail  antivirus  scanning  and  personal  firewalls  — 
that  were  only  available  on  customer  premises  equipment. 

Out-of-the-Box  Services  include  content-filtering  services  from 
Symantec,  order-fulfillment  services  from  BroadJump,  and  service 
management  applications  from  Xacct. 

BroadJump’s  ControlWorks  and  VirtualTruck  applications  let  ser¬ 
vice  providers  offer  real-time  service  provisioning  by  letting  cus¬ 
tomers  provision  and  pay  for  additional  bandwidth  only  as  need¬ 
ed  to  meet  peak  requirements, such  as  downloading  a  movie. 


Xacct’s  Network-to-Business  software  performs  service  manage¬ 
ment,  performance  monitoring,  billing  and  service-level  agree¬ 
ment  administration  capabilities  with  the  BSN. The  software  gath¬ 
ers  and  synthesizes  Shasta  accounting  data  to  feed  billing  and 
other  business  and  operational  support  systems  applications. 

Analysts  received  the  announcement  positively 

“Nortel  needed  to  launch  the  Shasta  BSN  5000  Out-of-the-Box  ser¬ 
vices  proposition  to  protect  the  company’s  strong  market  share 
position  in  the  IP  service  switching  segment  against  a  wide  array 
of  rivals  with  improved  IP  service  provisioning  packages,”  says 
Current  Analysis  analyst  Ron  Westfall  in  a  recent  report. 

“It  will  compel  rivals  to  pay  attention  to  Nortel’s  marketing  efforts 
due  to  the  company’s  solid  market  position  in  the  IP  service 
switching  segment,  but  will  not  surprise  them.” 

Nortel's  competitors  in  this  market  include  ADC,  Alcatel,  Cisco, 
Lucent,  Redback  and  Siemens. 

However, Westfall  notes  that  the  BSN’s  limited  scalabilty  may  be  a 
detriment  to  Nortel’s  efforts  with  Shasta  Out-of-the-Box  Services. 
Also,  Nortel  exited  the  broadband  access  market,  so  the  company 
no  longer  has  the  downstream  DSL  access  multiplexers  or  digital- 
loop  carrier  equipment  with  which  to  sell  alongside  the  BSN  for  an 
end-toend  system, Westfall  notes.  ■ 


Getting  a  Thud  for  Your  Buck? 


Learn  How  Performance  and  Availability  Management  Creates  a  Bang! 


Attend  Network  World's  Aligning  Performance  and  Availability  Management 
with  Your  Corporate  Strategy.  Trying  to  figure  out  the  ROI  of  your  network  and  applications  is 
challenging,  to  say  the  least. This  one-day  seminar  gives  you  the  latest  tools,  white  papers  and  research, 
to  assess  and  improve  your  network's  performance  level. 


It 
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Learn  how  to: 


Dates  &  Locations 


a  Use  testing  to  better  understand  system  resources,  including  assessing 
capacity  and  application  upgrade  needs. 

■  Realize  the  risks  of  not  testing  network  applications  and  capacity,  including 
slowdowns  in  network  response  time  for  your  customers. 

Develop  best-of-class  root  cause  intelligence  automation. 

■  Monitor,  analyze  and  prioritize  your  business  and  network 
management  needs  to  ensure  responsive  service. 


February  6  -  San  Jose,  CA 

Silicon  Valley  Conference  Center 

February  7  -  Denver,  CO 

Hyatt  Regency,  Downtown 

February  12  -  Washington,  DC 

Marriott  Metro  Center 

February  13  -  New  York,  NY 
NY  Marriott  Marquis 


Who  should  attend: 


Network  Directors 
H  IT  Directors 
H  Network  Managers 


IIS/IT/MIS  Managers 
^Corporate  and  Consulting  Managers 
CIOs,  CFOs  and  CTOs 


About  the  presenter: 

Dennis  Drogseth  is  a  director  at  Enterprise  Management  Associates, 
a  leading  analyst  and  market  research  firm  focused  on  management 
software  and  services. 
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Seating  is  limited.  Register  today  using  your  VIP  Code:  PAM1 
www.nehvorkworld.com/seminars/performancemgt 
or  call  1-800-643-4668. 

To  sponsor  this  Network  World  event,  please  contact  Andrea  D'Amato  at  508-490-6520  or  adamato@nww.com. 
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SHAPING  YOUR  NETWORK 


SONET  provides  high-performance  SAN  extension 


HOW  IT  WORKS 


Fibre  Channel  over  SONET 

Fibre  Channel  over  SONET  offers  the  low  latency  for  backing 
up  data  over  long  distances  because  of  the  efficiency  of 
Fibre  Channel  to  SONET  gateways. 


Server  issues  command  to  save 
data  on  both  the  local  disk  drive 
and  a  remote  disk  drive  that 
provides  remote  backup. 


It  takes  the  local  disk  drive  2  msec 
to  acknowledge  the  command. 
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It  takes  another  millisecond 
for  the  acknowledgement  to 
reach  the  server. 


It  takes  a  millisecond  for  the  command  to  reach 
the  remote  disk  drive  and  2  msec  for  the  remote 
disk  drive  to  acknowledge  the  command. 


■  BY  ANDY  HELLAND 

Until  now,  storage-area  networks  have 
mostly  been  local  networks,  providing 
high  bandwidth,  low  latency  interconnect 
for  the  high-speed  movement  of  block 
data  from  server  to  storage. 

But,  if  all  the  data  that  needs  protection 
is  under  one  roof,  it  is  vulnerable  to  nat¬ 
ural  disasters  such  as  fires,  floods  and 
earthquakes.  What  is  needed  is  a  method 
of  interconnecting  multiple  SAN  islands 
over  distance. 

SAN  extensions  must  provide  high  per¬ 
formance  and  work  within  today’s  data- 
com/telecom  infrastructure. Fibre  Channel 
over  SONET  provides  such  a  solution. The 
protocol  and  gateways  introduce  low 
latency  into  the  system. 

Imagine  a  primary  data  center  and  a  mir¬ 
rored  site  each  with  hard  disks  operating 
at  15,000  rpm  and  2  msec  seek  time.  If  data 
is  written  to  both  disks,  we  will  first  get  a 
response  from  the  local  disk  based  on  the 
2  msec  average  seek  time. 

However,  the  response  from  the  mir¬ 
rored  site  will  be  delayed  by  the  round- 
trip  time  to  send  the  data.  This  round-trip 
time  has  two  components:  the  length  of 
the  fiber  between  the  two  installations 
and  the  latency  of  the  network  equipment 
used  to  connect  the  Fibre  Channel  SAN  to 
the  fiber. 

The  latency  of  an  optical  signal  travel¬ 
ing  in  a  fiber-optic  cable  is  5  microsec 
per  kilometer.  If  we  locate  our  mirror  site 
200  kilometers  away,  the  fiber  alone  will 
add  2  msec  of  delay  to  the  response  of 
the  remote  disk. 

Now,  the  average  latency  for  the  remote 
SAN  has  been  increased  to  4  msec. 


Because  the  remote  SAN  is  a  mirror  to  the 
primary  data  center,  the  overall  latency  of 
the  system  has  been  doubled.  We  can 
think  of  our  state-of-the-art  15,000  rpm,  2 
msec  seek-time  disks  as  now  being  10,000 
rpm,  4  msec  seek  time  drives.  All  the  band¬ 
width  in  the  world  won’t  make  this  go 
away  Latency  is  a  separate  phenomenon 
from  bandwidth.  Both  affect  the  through¬ 
put  of  a  system  but  in  different  ways. 

Unfortunately,  the  fiber-optic  cable  is  not 
the  only  component  of  latency.  The  Fibre 
Channel  gateway  will  introduce  latency 
as  Fibre  Channel  is  encapsulated  for  trans¬ 
port  over  IF  ATM,  SONET  or  dense  wave¬ 


length  division  multiplexing  (DWDM). 

Depending  on  the  architecture,  a  gate¬ 
way  may  have  multiple  internal  stages. 
Each  stage  introduces  queuing  delays 
and  other  forms  of  latency.  A  large,  multi¬ 
protocol  gateway  might  introduce  hun¬ 
dreds  of  microseconds  or  even  millisec¬ 
onds  of  latency,  whereas  a  highly  integrat¬ 
ed  chip-based  solution  might  introduce 
only  100  microsec  or  less  of  latency. 

What  matters  is  the  total  latency  from 
end  to  end.  Fiber  length  and  gateway 
equipment  contribute  to  that  latency. 
Both  should  be  evaluated  as  the  storage 
network  system  is  planned. 


Why  S0NETP 

Of  the  methods  mentioned.  Fibre 
Channel  over  IP  provides  scalability  and 
convenience  while  Fibre  Channel  over 
ATM  can  be  readily  extended  over  dis¬ 
tance  (albeit  with  reduced  data  rates  of 
155M  bit/sec  or  622M  bit/sec).  Unfor¬ 
tunately,  both  techniques  can  introduce 
substantial  latency  (up  to  tens  of 
milliseconds). 

On  the  other  hand,  SONET  and  DWDM 
can  provide  low  latency,  high-bandwidth 
transportation  of  Fibre  Channel  traffic.The 
problem  with  DWDM  is  that  the  equip¬ 
ment  is  expensive  and  requires  dedicated 
fiber  to  interconnect  the  sites.  Dedicated 
fiber  that  runs  200  km  is  prohibitively 
expensive. 

Fibre  Channel  over  SONET  emerges  as 
an  excellent  choice  for  carrying  Fibre 
Channel  data.  It  is  readily  available  from 
many  carriers  at  rates  up  to  2.488G  bit/sec 
and  is  already  part  of  their  existing  infra¬ 
structure.  Fibre  Channel  over  SONET  gate¬ 
ways  can  be  built  to  introduce  only  minor 
amounts  of  latency  (approximately  100 
msec  or  less). 

Because  Fibre  Channel  over  SONET 
does  not  use  routers  that  drop  packets 
under  congestion,  TCP  and  its  attendant 
retransmission  delays  are  eliminated.  Also, 
Fibre  Channel  over  SONET  can  be  readily 
extended  hundreds  or  even  thousands  of 
kilometers  without  installing  dark  fiber. 

Helland  is  the  director  of  product  man¬ 
agement  at  LightSand  Communications. 
He  is  also  one  of  the  authors  of  the 
Internet  Engineering  Task  Force  standard 
for  carrying  Fibre  Channel  over  IP  He  can 
be  reached  at  andyh@lightsand.com. 


Dr.  Internet 


By  Steve  Blass 


You've  said  before  to  perform  so-called  split  DNS 
in  the  basic  case  of  internal  vs.  external  DNS 
servers.  When  you  have  a  site  with  multiple  VPNs, 
you  have  to  resolve  certain  classes  of  names  using 
specific  servers.  Ideally,  you'd  like  to  say:  “Resolve 
anything  in  xyzzy.com  by  asking  1. 2.3.4;  resolve 
anything  in  foobar.com  by  asking  5.6.7.8  or 
5.6.7.9;  otherwise,  use  my  local  name  server." 

We  d  like  to  do  this  because  all  these  domains 
have  ‘‘internal"  names  not  published  to  the 
Internet  and  the  requests  need  to  be  tunneled 
through  the  VPN.  How  can  we  configure  this  using 


Berkeley  Internet  Name  Domain  (BIND)? 

The  real  problems  with  implementing  this  are  pol¬ 
icy  and  procedure  issues  rather  than  technical  dif¬ 
ficulties.  Coordinate  with  your  partners  to  enable 
publishing  their  internal  zone  information  to  your 
network  and  to  ensure  the  DNS  traffic  can  tra¬ 
verse  the  VPN.  To  configure  BIND  8.X  and  above 
to  perform  as  you  describe,  you  would  add  the  fol¬ 
lowing  type  of  zone  configuration  statement  to  the 
named.conf  file  used  by  the  server: 


zone  domain_name  { 
type  forward: 

[  forward  (  only  |  first  k  ] 

[  forwarders  { [  ip_addr ;  [  ip_addr ; ...  1  ] !:  j 

}; 

Your  network  clients  can  then  query  your  local 
name  server  and  it  will  query  your  VPN  partner’s 
DNS  server  to  resolve  host  names. 

Blass  is  a  network  architect  at  Change® 
Work  in  Houston.  He  can  be  reached  at 
dr.internet@changeatwork.com. 
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Welcome  to  a  new  year  of  Gearhead! 
We  have  12  months  of  geek-style 
fun  and  frivolity  lined  up  for  you  so, 
resolutions  not  withstanding,  things  will  be 
much  the  same  as  last  year. 

Our  resolution  is  to  boldly  go  where  no 
column  has  gone  before. To  seek  out  new 
standards,  test  new  products  and  split  in¬ 
finitives  that  we  have  never  split  before. 

Let’s  begin  by  looking  at  a  product  Gear- 
head  thinks  every  well-connected  person 
should  own:  The  ViaVideo  desktop,  IP- 
based  personal  video  conferencing  sys¬ 
tem  from  Polycom  (www.polycom.com). 

ViaVideo  is  the  low  end  of  Polycom’s  pro¬ 
duct  line  —  the  rest  of  the  company’s 
videoconferencing  systems  are  for  larger 
scale, multiuser  conferencing,  require  ISDN 
or  fat  IP  pipes,  and  are  costly  enough  to  be 
considered  strategic  purchases. 

ViaVideo  is  amazingly  easy  to  get  up  and 
running,  performs  remarkably  well  (al¬ 
though  you  will  need  at  least  a  128K  bit/sec 
Internet  connection), and  is  inexpensive. 


Technology  Update 

Veni,  Video,  Vici 

The  ViaVideo  camera  is  a  sleek,  pod 
shape  about  5  inches  long  by  3.5  inches 
wide  by  1 .5  inches  deep.  On  the  front  is  the 
camera  lens  and  on  the  back  are  three 
cable  connections  —  Universal  Serial  Bus, 
power  and  mono  audio  out  (a  micro¬ 
phone  is  built-in).  And  that  is  really  all  there 
is  to  it. 

Software  installation  is  fast  and  simple. 
The  installer  will  warn  you  if  you  don’t 
have  Microsoft  Windows  Media  Player 
7.0  or  later  (required  for  the  video  mail 
feature). 

Then  the  rest  of  the  installation  involves 
the  usual: selecting  an  install  directory  and 
then  entering  your  name  and  e-mail  ad¬ 
dress  (this  is  for  subsequent  and  optional 
entry  into  one  or  more  directory  servers); 
selecting  if  you  want  ViaVideo  to  start  with 
Windows  and  if  you  want  automatic  direc¬ 
tory  server  registration  on  starting  ViaVideo; 
testing  sound  effects  (ring  tones  used  when 
a  connection  is  being  attempted);  and  test¬ 
ing  audio  output. 

The  installer  is  also  smart  enough  to  rec¬ 
ognize  when  network  address  translation 
is  in  use  and  will  offer  you  the  option  to 
use  the  external  IP  address  instead  of 
your  local  IP  address  (using  your  local 
address  will  block  people  outside  your 
network  from  calling  you) .You  can  opt  to 
use  “fixed”  (static)  IP  ports  if  you  need  to 


Cool 

A  roundup  of  the 
latest  neat  stuff 

Compiled  by 
Keith  Shaw 

Exercise  and  veg  out  at  the  same  time 

It’s  a  new  year,  which  means  we’ve  al¬ 
ready  broken  our  resolutions.  But  in  case 
you  still  want  to  lose  weight,  check  out  this 
high-tech  fitness  bike. 

Vision  Fitness  recently  announced  the 
R2600HRT  iNetTV  semirecumbent  fitness 
bicycle,  an  exercise  bike  that  lets  you 
watch  cable  TV  or  surf  the  Web  while  you 
work  out.  The  bike  lets  you  surf  the  Inter¬ 
net  via  voice  command, has  ports 
for  a  headphone/microphone 
combination,  comes  with  a 
cable-ready  TV  tuner  to  watch  up 
to  100  channels,  and  has  a  12.1- 
inch  active  matrix  LCD  flat  screen 
console  (with  touch-screen  capa¬ 
bilities).  The  console  on  the  bike 
acts  like  your  PC’s  monitor.  Con¬ 
nect  the  bike  to  your  computer, 
and  it  uses  the  computer’s  Inter¬ 
net  connection. 

Ports  for  RCA  composite  cables 
on  the  bike  means  you  can  also 
connect  a  VCR,  DVD  or  video 
game  system  to  the  bike  if  you  get 
sick  of  surfing  or  watching  TV 

Hie  iNetTV  is  priced  at  $3,700. 

You  can  check  it  out  at  www. 
visionfitness.com. 


Toshiba's  ultrabright  projector 

Toshiba  Imaging  Systems  announced 
TDP-S3,an  ultrahigh-brightness  digital  pro¬ 
jector  aimed  at  group  members  or  de¬ 
partments,  and  small  enough  to  carry  in 
a  notebook  bag. 

TDP-S3  weighs  less  than  6  pounds,  has  a 
2,000  ANSI  lumen  brightness  and  costs 
about  $3,300.  It  also  meets  requirements 
for  ceiling  installation  in  conference 
rooms,  classrooms,  auditoriums  and 
training  facilities. 

TDP-S3  offers  data  compatibility  with 
VGA,  SVGA,  Macintosh  and  1080i/720P 
HDTV,  and  video  compatibility  with  Na¬ 
tional  Television  Standard  Code,  phase-alt¬ 
ernating  line,SECAM,PAL-M  and  PAL-N  sig- 


iNet  TV  fitness  bike 


www.nwfusion.com 


connect  through  a  firewall.  It  can  also 
deal  with  PCs  with  multiple  IP  addresses 
—  which  constitutes  unusually  thorough 
network  engineering. 

The  ViaVideo  user  inter¬ 
face  consists  of  an  Active- 
X  component  wrapped 
around  a  Macromedia 
Flash  presentation.  The 
user  interface  is  the 
source  of  our  only  minor 
complaint:  When  you 
click  on  a  button  or  icon, 
the  response  is  often  very  slow  and  needs 
a  “please  wait”-type  notice  to  show  that 
your  click  did  something. 

The  user  interface  provides  a  window 
containing  a  panel  that  shows  the  camera 
view  when  you  are  not  in  a  call  or  the  other 
end  of  the  call  when  you  are;  an  icon  for 
the  address  book;  an  icon  for  Video  Mail; 
brightness  and  contrast  controls  on  the  left 
side  of  the  frame;  and  a  microscopic  icon 
for  what  looks  like  a  TV  remote  control  on 
the  right  side  of  the  frame.  The  user  inter¬ 
face  also  can  be  resized  or  minimized  to 
the  system  tray 

While  the  mouse  is  over  the  remote 
control  icon,  it  enlarges  so  you  can  click 
on  its  buttons.The  buttons  let  you  make  a 
call;  generate  DTMF  tones  when  in  a  call 
(used  when  the  other  end  is  an  H.232 


Gatekeeper);  pan,  tilt  and  zoom  a  remote 
camera  (only  works  if  the  other  end  is 
one  of  the  top-end  Pblycom  products); 

select  picture-in-picture 
mode  while  in  a  call  or 
just  enlarge  your  own 
image  when  you  aren't; 
mute  your  microphone; 
adjust  the  output  vol¬ 
ume;  take  a  snapshot  of 
the  call  window;  and 
activate  data-sharing  ap¬ 
plications  that  use  the 

T.120  standard. 

You  can  make  your  own  entries  in  the 
address  book  or  access  entries  in  online 
directory  servers.  Fblycom  provides  its  own 
Global  Address  Book  directory  server  as  a 
default  and  you  can  register  with  any  Inter¬ 
net  Locator  Service  server. 

The  picture,  audio  quality  and  perfor¬ 
mance  of  the  ViaVideo  system  are  out¬ 
standing.  That  said,  videoconference  calls 
will  chew  up  bandwidth,  so  be  warned  if 
you  decide  to  roll  them  out  to  many  users 
on  your  corporate  net. 

At  $400,  we  suggest  the  system  is  a  must 
have  and  Gearhead  awards  ViaVideo  10 
gearteeth  out  of  10! 

If  you  have  ViaVideo,  drop  us  a  note  at 
gearhead@gibbs.com  and  let's  talk. 


GEARHEAD 

RATING 


Polycom 

ViaVideo 

1  =  a  w  f  n  I , 
10=insanely 
great 


Toshiba 

TDP-S3 


nals.  With  an 

optional  $500  expansion  mod¬ 
ule, you  can  add  connectivity  such 
as  dual  computer  input  and  RS-232  for 
integration  systems. 

The  projector  is  available  through  www. 
shoptoshiba.com. 

Copy  your  CDs  quicker 

Addonics  Technology  recently  an¬ 
nounced  a  CD  copying  device  that  can 
be  used  as  a  stand-alone,  one-to-one  CD 
duplicator,  or  as  an  external,  high-speed 
CD-RW  drive  that  can  be  connected  to  a 
PC  via  Universal  Serial  Bus  (USB),  Fire¬ 
Wire  or  PC  card  interface. 

The  device  lets  you  copy  music  CDs, 
archived  CD  photo  images  or  CD-RW  data 
without  a  computer.  Place  the  master  CD 
in  one  drive, a  blank  CD  in  the  destination 
drive,  and  within  minutes,  the  CD  is  cop¬ 
ied.  Addonics  says  there  are  no  buttons  to 
push,  no  software  to  learn  (if  not  con¬ 
nected  to  a  PC),  and  no  attention  needed 
during  the  copying  process. 

Addonics  says  the  copier  uses  24X  CD 
speed  and  can  transfer  a  music  CD  or  a  full 
650M  byte  data  CD  in  less  than  4  minutes. 

The  CDRW/Copier  costs  $430  with  a 


USB  2.0  interface, 
$450  with  a  Card- 
Bus  cable,  or  $470 
with  a  FireWire 
cable.  Go  to  www. 
addonics.com  for 
more  information. 

Keep  contacts  fresh 

With  its  line  of  business  card 
scanners,  CardScan  is  good  at 
adding  business  cards  to  your  com¬ 
puter.  Now  it  wants  to  keep  those  contacts 
up  to  date. 

CardScan  announced  its  AccuCard  Ser¬ 
vice,  through  the  CardScan. Net  Web  site, 
which  can  keep  your  contacts  up  to  date.  At 
your  request,  CardScan  sends  an  e-mail 
four  times  per  year  to  your  contacts  re¬ 
questing  they  review  and  update  their 
information.  If  no  change  is  needed,  the 
contact  just  has  to  press  a  button.  If  some¬ 
thing  has  changed  (address  or  phone), 
they  can  fill  out  a  quick, Web-based  form  to 
update  it.The  contacts  only  receive  one  re¬ 
quest  per  quarter  (so  it  doesn’t  matter  how 
many  people  they  gave  their  card  out  to), 
and  CardScan  is  not  sharing,  selling  or  li¬ 
censing  the  contact  information. The  ser¬ 
vice  will  notify  the  CardScan  account 
member  with  updates  only  for  people 
whose  cards  are  in  your  collection. 

The  service  is  free  for  individual  Card¬ 
Scan  users  (which  means  you  need  a  Card- 
Scan.net  account).  Go  to  www.cardscan 
.com  for  more  information. 

Send  cool  stuff  news  to  kshaw@nww.com. 
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Analyze  'em  on 


Network  World  s  web  site  -nwfusion.com-  is  Networking's  Most  Active  Online  Community. 


Late  Breaking  News)  keeping  you  informed  on  the  latest  vendor  movements  in  the 
networking  industry. 

White  Papers)  review  an  in-depth  look  at  products  and  technologies  on  NW  Fusion's 
White  Papers  Central. 

VISIT  www.nwfusion.com  today! 
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EDITORIAL 

Network  World 
Editorial  Management 

Thirteen  lucky 
predictions  for '02 

What  would  the  beginning  of  a  new  year  be  without 
a  parcel  of  predictions  (we’ll  skip  the  New  Year’s 
resolutions).  Here,  then,  are  a  handful  of 
items/trends  the  Network  World  editorial  management 
team  expects  to  see  this  year 
•  Hewlett-Packard  and  Compaq  merge  after  a  testy 
proxy  fight,  but  the  integration  headaches  are  all 
they’re  predicted  to  be,  and  the  integration  benefits  are 
not  all  they’re  cracked  up  to  be.  IBM  and  Dell  are  the 
big  benefactors. 

•  All  the  regional  Bell  operating  companies  offer  long¬ 
distance  by  year-end,  and  the  market  starts  to  convulse. 

•  The  Microsoft  suit  fades  away  and  the  states  give  up, 
resulting  in  little  more  than  a  slap  on  the  wrist  for  the  Red¬ 
mond  Giant. 

•  Network  management  platforms  are  officially  declared 
dead  and  are  replaced  by  somewhat  easily  integrated 
point  products. 

•  Lucent  or  Nortel  is  bought  up  by  one  of  the  giant  over¬ 
seas  telecom  equipment  firms  (take  your  pick). 

•  Despite  increased  acceptance  of  Linux,  more  open 
source-specific  vendors  close  shop. 

•  Companies  are  slow  to  adopt  802.1  la  54M  bit/sec  wire¬ 
less  Ethernet  products  because  handheld  devices  don’t 
support  it  and  because  of  the  looming  802.1  lg  standard 
that  promises  backward  compatibility  with  802.1  lb. 
However,  introduction  of  dual  802.1 1  a/802.1  lb  access 
points  may  lead  to  some  uptake. 

•  The  availability  of  Bluetooth  in  cell  phones  and  PDAs 
will  drive  adoption  in  other  devices  and  prices  will  come 
down,  but  Bluetooth  remains  a  point-to-point  technology 
•  ISCSI  bounds  forward,  raising  questions  about  the  need 
for  Fibre  Channel  in  storage  networks,  but  the  latter  proves 
resilient  because  of  performance  advantages. 

•  Web  service  technologies  gel  and  by  year-end  compa¬ 
nies  are  using  them  to  build  meaningful  corporate  appli¬ 
cations,  but  on-the-fly  app  development  over  the  Web 
remains  a  fairy  tale. 

•  The  number  of  employees  seeking  telework  spikes  up¬ 
ward,  partly  due  to  Sept.  1 1  repercussions,  partly  due  to  in¬ 
creased  pressure  from  employees  and  growing  awareness 
and  acceptance  by  managers. 

•  Customer  relationship  management  was  white  hot  in 
2001  but  its  cousins, Supplier  Response  Management,  gains 
more  attention  this  year  because  the  real  savings  are  in 
managing  supplier  relations. 

•  The  economy  bounces  back  in  the  third  quarter. The 
economy  bounces  back  in  the  third  quarter. The  economy 
bounces  back  in  the  third  quarter.  (Chant  this  in  public 
places  until  it  begins  to  prove  true.) 


_ www.nwfusion.com 
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Bumpy  road  to  CGIE 

Regarding  Jeff  Shapiro's  story  “A  bump  in  the  road 
to  CC1E”  (www.nwfusion.com,  DocFinder:  7622):  It 
sounds  as  if  Shapiro’s  main  focus  has  been  acade¬ 
mic.  Cisco  Certified  Internetwork  Expert  certifica¬ 
tion  intentionally  requires  a  lot  of  hands-on  experi¬ 
ence.  The  best  way  to  achieve  a  CCIE  in  the  short¬ 
est  amount  of  time  is  to  work  for  a  large  WAN/LAN 
operations  center.  This  situation  is  analogous  to  a 
new  doctor  working  in  an  emergency  room.  You 
will  have  interesting  WAN/LAN  problems  thrown  at 
you  on  a  daily  basis.  These  problems  will  quickly 
focus  your  academic  concepts  into  how  WAN/LAN 
technologies  really  work,  and  what  common  prob¬ 
lems  are  associated  with  every  technology. 

Rob  Bristow 
Systems  architect 
AT&T  Solutions 
Durham,  N.C. 

After  Jeff  Shapiro’s  previous  story  on  his  quest  to 
become  a  CCIE,  I  sent  him  a  note  saying  that  the 
only  thing  a  CCIE  certification  proves  is  that  you  can 
memorize  every  command  in  Cisco’s  IOS  operating 
system.  It  doesn’t  prove  that  you  really  know  any¬ 
thing  about  networks.  I  see  from  his  latest  story  that 
Shapiro  finally  agrees  with  me. 

What  amazes  me  is  that  Shapiro  intends  to  take  the 
test  again.  1  guess  he  really  wants  to  prove  he  is  good 
at  memorizing  rather  than  gaining  real-life  experi¬ 
ence  that  employers  are  looking  for.  It’s  too  bad 
Cisco  continues  to  promulgate  the  false  impression 
that  achieving  this  certification  benefits  anyone 
besides  Cisco  and  its  training  partners. 

Debbie  Joy 
Phoenix 

E-mail  letters  to  jdix@nww.com  or  send  them  to  John  Dix,  editor  in 
chief,  Network  World,  1 1 8  Turnpike  Road,  Southborough,  MA  01772. 
Please  include  phone  number  and  address  for  verification. 


Cisco  has  made  every  effort  to  protect  the  stature 
of  the  CCIE  certification  by  testing  not  only  book 
knowledge  and  theory,  but  also  serious  hands-on 
experience  in  virtually  every  aspect  of  IOS,  and  the 
candidate’s  ability  to  configure  complex  scenarios 
quickly  I  for  one  thank  them  —  when  I  finally  get 
the  certification  I  will  at  least  know  I  really  achieved 
something  (unlike  the  Microsoft  Certified  Software 
Engineer  certification  I  hold,  which  has  zero  value). 

Filberto  Tosca 
New  York 

I  certainly  have  to  agree  with  Jeff  Shapiro.  I  just 
passed  the  CCIE  written  exam,  but  1  was  definitely 
challenged  with  the  open-ended,  multiple  answers 
aspect  of  the  test. 

My  advice  is  to  diligently  study  all  the  required 
material  listed  on  Cisco’s  Web  site,  get  on  the  routers 
and  switches  as  often  as  possible  and  when  you’re 
ready,  sign  up  for  the  Routing  and  Switching  Exam 
directly  after  successfully  passing  a  few  practice 
tests  on  the  CertificationZone  Web  site. 

Tim  Shortall 
Network  engineer 
Genuity 
Columbia,  Md. 

Force  play 

Anthony  Schnelker’s  letter  to  the  editor  criticiz¬ 
ing  Dave  Kearns’  anti-XP  comment  (www.nwfu 
sion.com,  DocFinder:  7623)  was  probably  one  of 
the  most  telling  I’ve  seen  recently.”!  think  Kearns 
will  change  his  mind  in  the  near  future  when  he 
is  forced  to  use  XP,”  Schnelker  writes.  That  a  per¬ 
son  can  be  “forced”  to  use  a  particular  operating 
system  goes  against  every  capitalist  notion. 
Hopefully,  we  will  soon  have  real  choice  and 
competition  in  the  marketplace. 

Ryan  Grange 
Phoenix 


More  online!  www.nwfusion.com  Find  out  what  readers  are  saying  about  these  and  other  topics.  DocFinder  7621 
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OHUNE  SUPPORT  FOMJMS 

Shari  Loback 


Support  forums  used  to  offer  hope  in  a  world  where  formal  soft¬ 
ware  documentation  is  dwindling.  Years  ago  when  I  encoun¬ 
tered  a  problem  evaluating  software,  posting  a  question  to  a 
forum  would  generate  a  response  within  a  few  days  from  a  techni¬ 
cian  monitoring  the  forum  or  a  peer  with  a  similar  problem.This  usu¬ 
ally  led  to  the  solution  or  put  me  on  the  right  path. 

Yet  lately,  as  if  on  a  parallel  course  with  the  economy,  the  world  of 
support  forums  has  fallen  into  the  gutter,  leaving  many  of  us  in  real 
network  environments  with  fewer  options. 

The  companies  that  develop  software  are  to  blame.  Novell, for  exam¬ 
ple,  used  to  have  an  enviable  support  forum. The  keyword-searchable 
site  provided  timely,  helpful  responses  from  Novell  technicians  who 
seemed  to  have  a  solid  grasp  of  the  products. Several  times  while  eval¬ 
uating  Novell’s  software,  a  technicians  response  to  my  posting  pro¬ 
vided  the  clue  in  getting  a  program  to  work  properly. 

Unfortunately,  Novell  has  since  redesigned  its  forums,  making  them 
no  longer  searchable.  Expecting  people  to  page  through  several  hun¬ 
dred  postings  to  find  something  related  to  their  issue  is  insane.  And 
those  timely,  intelligent  responses?  Forget  about  it.  It’s  as  if  Novell  has 
abandoned  the  forum  altogether,  leaving  the  job  of  responding  to 
those  who  come  there  for  answers. 

Then  1  discovered  CNE  Net,  Novell’s  password-protected  site  for  its 
Certified  Novell  Engineers,  which  has  its  own  support  forums.  I  was 
hopeful  —  you  don’t  password-protect  something  unless  it’s  good, 
right?  But  it  soon  became  clear  there  were  fewer  responses  than  in 


Finding  grief  instead  of  answers 


the  general  forums.  A  CNE  “privilege”  it  was  not. 

Novell  isn’t  alone.  Compaq’s  support  forums  might  be  more  helpful 
if  they  just  went  away. While  evaluating  an  iPAQ,  I  found  the  restore  CD 
didn’t  install  any  Compaq  components  or  the  video  driver.  An  hour 
after  posting  my  question, Compaq  responded  by  asking  what  version 
of  the  CD  1  had  —  very  promising. Within  minutes,  I  posted  the  version 
number.  Four  months  later,  my  question  still  sits  unanswered.  Looking 
over  the  forums,  most  postings  seem  to  follow  that  same  fate.  A  Com¬ 
paq  technician  asks  you  for  more  information  and  then  never  follows 
up. This  is  worse  than  if  they  just  ignored  your  questions;  instead,  they 
lead  you  to  believe  you  will  get  an  answer. 

Software  companies  would  probably  argue  that  if  you  need  support 
for  their  product,  you  should  purchase  support  contracts.  Yet  how 
many  IT  departments  are  going  to  spend  thousands  of  dollars  per 
year  to  ask  a  few  questions? 

Yes, support  forums  are  free  and  you  get  what  you  pay  for.  But  at  this 
rate,  1  should  charge  software  vendors  every  time  I  visit  one  of  their 
sites  and  it  wastes  my  time.These  forums  need  to  be  searchable,  mon¬ 
itored  by  company  technicians, and  responded  to  in  a  timely  manner. 
It’s  time  for  these  companies  to  get  their  support  forums  into  shape. 
Either  that,  or  they  should  start  releasing  flawless  software. 


Lately ...  the 
world  of  support 
forums  has  fallen 
into  the  gutter, 
leaving  many  of 
us  in  real  net¬ 
work  environ¬ 
ments  with  fewer 
options. 


Loback  is  a  network  engineer  at  InPro,  a  door-  and  wall-protection 
manufacturer  in  Muskego,  Wis.  She  can  be  reached  at  sloback@inpro 
corp.com. 


ABOVE  THE  CLOUD 

James  Kobielus 


Messaging  has  many  new  frontiers,  and 
cellular-based  Short  Message  Service 
is  one  of  the  most  promising.  SMS  is 
fast  developing  into  one  of  the  most  impor¬ 
tant  messaging  services,  so  important  that  it 
will  soon  drive  older  paging  services  into  an 
early  grave. 

A  significant  development  in  this  regard  took  place  last  month,  when 
Motorola  announced  it  is  pulling  out  of  the  market  for  traditional  pag¬ 
ing  infrastructure  and  handsets  in  favor  of  developing  two-way  tech¬ 
nologies  for  use  in  wireless  phones.The  company’s  Wireless  Messaging 
Division  will  focus  now  on  providing  SMS  products  for  use  on  net¬ 
works  for  GSM,  General  Packet  Radio  Service  and  Code  Division  Multi¬ 
ple  Access  protocols.  At  the  same  time,  Motorola  announced  it  is  dis¬ 
continuing  products  that  support  the  ReFlex  protocol,  which  Motorola 
developed  in  the  1990s  for  traditional  two-way  paging  carriers  such  as 
Skytel  and  Arch  Wireless. 

Even  before  Motorola’s  announcement,  the  trends  in  mobile  text¬ 
messaging  were  clear. Over  the  next  several  years, enterprise  users  will 
come  to  rely  on  one  principal  handheld  client:  the  smart  cell  phone. 
Increasingly,  users  are  embracing  SMS-enabled  smartphones  as  inte¬ 
grated  clients  for  mobile  voice,  messaging,  browsing  and  other  ser¬ 
vices.  Cellular  carriers’ SMS  offerings  will  absorb  much  of  the  growth 
in  the  mobile-messaging  market  at  the  expense  of  two-way  paging 
companies,  unless  the  latter  can  deliver  their  service  to  the  new  gen¬ 
eration  of  smartphones.That’s  highly  doubtful,  given  SMS’  lockhold  on 
that  market. 

SMS  is  on  a  fast  track  to  universal  adoption  by  the  cellular  subscribers 
of  the  world.  As  generally  deployed  by  carriers,  SMS  primarily  pushes 
notifications  of  new  voice  messages  down  to  smart  cell  phones. 
However,  users  have  adopted  it  as  a  two-way  person-to-person  messag¬ 
ing  medium. 

SMS'  role  in  application  infrastructures  will  expand. SMS  will  become 
the  universal  alerting  and  notification  service,  a  handy  infrastructure 
for  pushing  quick  messages  in  response  to  reported  events.  The  com¬ 


SMS  pushes  paging  to 


ponents  of  this  universal  SMS  infrastructure  are  rapidly  falling  into 
place.  Most  premises-based,  mobile-access  gateways  and  servers  al¬ 
ready  provide  interfaces  to  SMS.  A  growing  range  of  vendors  have  prod¬ 
ucts  that  enable  SMS  message  routing  and  delivery  by  carriers  and 
wireless  application  service  providers.  And  an  increasing  number  of 
service  providers  offer  SMS  backbone-routing  services  to  bridge  other¬ 
wise-incompatible  SMS  carrier  services. 

But  SMS  is  not  the  total  story  in  mobile  messaging.  It  is  a  limited, 
mobile-messaging  service  that  often  requires  users  to  provide  a  differ¬ 
ent  e-mail  account  than  when  they’re  on  the  road  to  let  others  reach 
them.  Companies  have  to  integrate  SMS  alongside  other  mobile  mes¬ 
saging  services,  including  e-mail  and  instant  messaging  (IM).  Users  will 
continue  to  rely  on  PDAs  and  notebooks  to  support  mobile  access  to 
full-featured  e-mail  and  groupware. 

To  support  this  scenario,  enterprise  and  carrier  messaging  systems 
will  need  to  support  SMS  in  their  mobile  gateways,  while  retaining 
Simple  Mail  Transfer  Protocol  as  their  backbone-routing  protocol. 

To  manage  SMS  alongside  other  mobile-messaging  features,  users  will 
need  the  ability  to  set  up  automated  rules  in  their  premises-based  mes¬ 
saging  systems  for  forwarding  SMS-based  notifications  or  truncated  ver¬ 
sions  of  incoming  e-mail  messages  to  handheld  clients.  And  as  SMS 
begins  to  pervade  the  corporate  application  infrastructure,  users  may 
wonder  whether  wireless  IM  is  a  more  appropriate  service  for  pushing 
out  timesensitive  notifications.  IM  will  become  an  important  mobility 
service  because  continuous  “presence”  is  one  of  the  main  reasons  peo¬ 
ple  carry  cell  phones.  Nevertheless, SMS  will  prove  its  worth  through  its 
store-and-forward  capabilities,  which  conform  to  the  intermittently  con¬ 
nected  nature  of  wireless  usage. 

These  issues  will  surface  in  most  companies  as  SMS  continues  its 
steady  climb  to  ubiquity, providing  the  cruciaP’anyti me, anywhere” alert 
service  on  which  dynamic  business  operations  depend. 

Kobielus  is  a  senior  analyst  with  The  Burton  Group ,  an  IT  advisory 
service  that  provides  technology  analysis  for  network  planners.  He  can 
be  reached  at  (703)  924-6224  or  jkobielus@tbg.com. 


extinction 


Over  the  next 
several  years, 
enterprise  users 
will  come  to  rely 
on  one  principal 
handheld  client: 
the  smart  cell 
phone. 


Upstart  DSL  providers  claim  dirty 
tricks  by  incumbents  contributed  to 
their  downfall;  end  result  is  that  cus 
tomers  might  be  paying  more  and 
waiting  longer  for  broadband. 


■  BY  STEVE  ULFELDER 


the  ‘no  facilities’  lie  is  my  favorite,”  says  Joe  Plotkin,  director  of  marketing  for  DSL  at  Bway.net,  a  New  York  ISP  that 
resells  telecommunications  services. “We  would  have,  say,  an  order  for  Covad  DSL  at  a  10-person  law  firm  in  the 
city. Verizon  tells  Covad  there  are  no  available  facilities  in  that  building. 

“We’d  say, ‘That’s  a  60-story  high-rise  in  midtown  Manhattan,”  Plotkin  says,  his  voice  dripping  with  incredulity. 
“You’re  telling  us  there’s  not  another  twisted  pair  available?” 


If  you  were  Steven  Spielberg,  putting  together  a  They  want  to  find  out  whodunit,  and  they  need  to 
documentary  on  the  fate  of  the  DSL  start-ups  know  if  there  will  be  a  DSL  sequel, 
would  be  easy  —  a  montage  of  whirling  head¬ 
lines  would  do  the  trick.  As  the  1990s  flipped  by 

into  2000,  the  headlines  would  blare:  CLECs  Made  possible  by  the  Telecommunications  Act  of 
exploit  innovation  in  race  against  RBOCs.  1996,  DSL  local  exchange  carriers  (DLECs),  like 
Advances  could  spell  faster  DSL  delivery.  DSL  competitive  local  exchange  carriers,  were 
outlook  rosy.  launched  on  not  one,  but  two,  bubbles. 

But  as  2000  gave  way  to  2001,  the  headlines  The  first  was  optimism  surrounding  the  telecom 
would  turn  first  uncertain,  then  tragic:  Caution  act,  which  was  intended  to  create  new  competition; 
flags  flying  as  CLEC  woes  mount;  DSL  providers’  and  the  second  was  the  unprecedented  venture-in- 
bloodbath  continues;  NorthPoint,  Rhythms  reel-  vestment  mania  of  the  late  1990s. 
ing;  Covad  lost  almost  $1.5  billion  in  2000.  While  many  CLECs  were  founded  with  modest 

Finally,  a  full-blown  funeral  dirge:  Rhythms  goals,  three  companies  stood  out  for  their  national 
files  for  Chapter  11;  Covad  files  Chapter  11  to  aspirations:  Covad  Communications  in  Santa  Clara: 
‘reorganize’;  NorthPoint  files  for  Chapter  11.  NorthPoint  Communications  in  Emeryville,  Calif.; 
;  .  Unfortunately,  IT  executives  can’t  simply  dust  and  Rhythms  NetConnections  in  Englewood,  Colo, 
the  popcorn  from  their  laps  as  the  credits  roll.  While  each  member  of  this  Big  Three  began 


as  a  regional  provider,  by  1998  all  were  racing 
to  establish  a  national  footprint.  Analysts  esti¬ 
mate  they  spent  as  much  as  SI. 5  billion  building 
out  networks. 

Today,  Rhythms  and  NorthPoint  are  out  of 
business,  their  physical  assets  snapped  up  by 
WorldCom  and  AT&T,  respectively,  at  garage- 
sale  prices.  Only  Covad  remains  standing,  sort 
of.  In  August,  it  won  bondholders'  agreement 
to  forgive  $1.4  billion  in  debt,  allowing  the 
company  to  File  Chapter  11,  restructure  and 
remain  in  business. 

A  recent  Meta  Group  report  by  analyst  David 
Willis  proclaims  DLECs  equals  DeadLECs. 
“Covad’s  Chapter  1 1  filing  puts  the  final  nail  in 
the  coffin  for  competitive  DSL  services  in  the 
U.S.,”  Willis  says. 

Today,  the  majority  of  DSL  connections  — 
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JOE  PLOTKIN,  DIRECTOR  OF  MARKETING  FOR  DSL  AT  BWAY.NET, 
CLAIMS  ILECS  DRAGGED  THEIR  FEET  ON  DLEC  DEPLOYMENTS. 


ILEGs  consolidate  their  gains 


At  the  end  of  2000,  ILECs  controlled  78%  of  the  U.S.  DSL  market  and  by  late  2000,  that  figure 
reached  85%. 


NO.  OF 

SUBSCRIBERS 

MARKET  SHARE 

ILECs 

1,899,271 

78% 

All  others 

529,918 

2% 

TOTAL 

2,429,189 

MARKET  SHARE 

,  ILECs  3,248,394 

85% 

'  All  others  573,246 

1 

15% 

TOTAL  1  3,821,640 

SOURCE:  ra>.CH8M,  .  r 
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more  than  80%,  according  to  Tele- 
Choice  —  are  provided  by  the  incum¬ 
bent  local  exchange  carriers  (1LEC)  that, 
some  claim,  “starved  out”  the  DLECs 
through  incompetence,  dirty  tricks  or  a 
blend  of  both. 

Competition  is  not  pretty 

Ah  yes,  the  alleged  dirty  tricks. 

The  telecom  act  granted  DLECs  the  use 
of  infrastructure  belonging  to  their  com¬ 
petitors,  the  incumbent  carriers.  In  addi¬ 
tion,  the  act  attempted  to  spell  out  just 
what  incumbents  must  do  to  comply. 

It  was  clear  from  the  start  the  DLECS 
faced  an  uphill  battle.The  ILECs  owned 
the  copper,  they  owned  the  central  office 
space,  they  owned  the  customers,”  he  says. 

The  kindest  comment  about  the  incum¬ 
bents  comes  from  Gartner  analyst  Jay 
Pultz,who  says, “They  followed  the  letter  of 
the  law,  but  they  didn’t  go  out  of  their  way 
They  certainly  didn’t  make  it  easy”  on  their 
new  foes,  who  had  to  come  to  them  for 
everything  from  access  to  central  offices, 
in  which  they  needed  to  install  equip¬ 
ment,  to  order-taking  systems,  to  installa¬ 
tion  requests. 

Many  think  Pultz  is  being  overly  gener- 
ous.’There  were  a  million  dirty  tricks,” says 
a  source  with  more  than  two  decades  of 
experience  in  the  telecommunications  in¬ 
dustry  who  requested  anonymity  Lots  of 
times  a  DLEC  would  go  out  to  a  central 
office  on  a  weekend  to  install  equipment 
and  find  the  doors  locked. “There  were 
orders  ‘lost’  —  truckloads  of  orders,  ’’the 
source  says. 

The  DLECs  filed  many  lawsuits  and  com¬ 
plaints  with  state  public  utility  commis¬ 
sions. The  complaints  span  a  range  of 
issues,  from  allegations  that  one  party  has 
failed  to  follow  a  billing  agreement  to  alle¬ 
gations  of  “LEC  slamming.” 

The  California  ISP  Association  (C1SPA) 
claims  ILECs  use  their  control  of  the  last- 
mile  infrastructure  to  favor  their  own  ISPs 
and  to  hobble  competitors  —  which  has 


resulted  in  SBC  Communications  control¬ 
ling  90%  of  the  DSL  business  in  the  state. 

Independent  ISPs  and  DLECs  are  sup¬ 
posed  to  receive  service  installations  at 
the  same  rate  that  RBOC  ISPs  do.  CISPA 
alleges  that“[R]BOCs  have  placed  their 
ISPs'  orders  ahead  in  the  line  for  [DSL 
access  multiplexers]  port  allocations.” 

Located  in  the  central  offices,  DSLAMs 
cross-connect  DSL  to  customers’  phone 
lines.  A  DSLAM  contains  a  number  of 
ports,  each  of  which  serves  a  single  cus¬ 
tomer’s  line.  CISP  claims  that  when  asked 
about  delayed  installations,  the  RBOCs 
said  the  cause  was  “port  exhaust,”  a  lack  of 
DSLAM  capacity 

ILECs  deny  playing  dirty  tricks  on  com¬ 
petitors.  Verizon,  BellSouth  and  SBC  say 
they  provision  DLECs  accounts  just  as  they 
provision  their  own,  and  that  small  ISPs 
may  be  charged  higher  rates  for  DSL  be¬ 
cause  they  don’t  qualify  for  volume  dis¬ 
counts.  Moreover,  the  ILECs  add,  they  have 
faced  technical  challenges  in  opening  up 
their  networks  to  competitors,  and  those 
challenges  have  caused  some  of  the  de¬ 
lays  that  ILECs  view  as  dirty  tricks. 

Cost  of  doing  business? 

Covad  has  filed  antitrust  suits  against 
three  RBOCs.  Last  year,  as  part  of  a  settle¬ 
ment,  SBC  paid  Covad  $150  million  for  an 
equity  stake.  In  November,  SBC  agreed  to 
pump  another  $150  million  into  Covad, 
whose  executives  say  the  infusion  will 
allow  them  to  emerge  from  Chapter  1 1 
nearly  debt  free  this  month. 

DLECs  complain  that  hyperlitigation  is 
part  of  the  incumbents’  strategy  to  move 
as  slowly  as  possible,  do  as  little  as  possi¬ 
ble,  and  use  deep  pockets  to  wait  out  the 
upstarts.  One  source  calls  the  strategy  “suc¬ 
cess  by  incompetence.” 

“These  dirty  tricks  stories  are  absolutely 
true,”  Meta  Group’s  Willis  says.“Time  was 
on  the  ILECs’  side;  the  slower  they  acted, 
the  more  the  competitors  were  at  risk.” 

Regardless  of  whether  ILECs  have  inten- 


LEC  slamming 

TS  Communications,  an  ISP,  has 
filed  a  complaint  claiming  Bell¬ 
South  slammed,  or  illegally  took 
control  of,  an  MTS  business  customer. 
The  complaint  says  a  Kentucky  motor¬ 
cycle  dealership  signed  up  to  switch 
telecommunications  and  data  services 
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BellSouth  has 
requested  that  the 
Public  Service 
Commission  dismiss 
the  complaint;  the 
commission  has  not  yet  ruled. 

The  truck  roll  shuffle 


from  BellSouth  to  MTS.  Before  the 
switchover  occurred,  a  BellSouth  repre¬ 
sentative  is  said  to  have  contacted  a 
manager  and  told  him  the  shop  would 
be  switched  back  to  BellSouth,  and  that 
the  representative  would  place  a  "LEC 
freeze”  on  the  account  to  make  sure  it 
R  didn't  happen  again. 

Michael  Seebert,  a  BellSouth 
spokesman,  says,  "We  deny  these  alle- 
:ations.That  was  a  miscommunication 
between  the  manager  of  the  [motorcy¬ 
cle!  company  and  the  owner." 

... . 


One  source  describes  this  tactic 
he  claims  was  commonplace: 
"An  incumbent  gets  an  order  for 
a  DSL  local  exchange  carrier  install, 
then  gets  an  order  for  one  of  its  own 
installs  next  door.  Instead  of  doing  the 
installs  one  after  the  other  like  they 
normally  would,  they  do  their  own 
install,  then  send  the  truck  back  home. 
Then  they  send  it  back  out.”  Why  the 
inefficiency?  "Rolling  the  truck  again 
means  they  can  charge  the  DLEC 
more  for  the  install." 


tionally  starved  out  DLECs,  experts  say  the 
DLECs  contributed  mightily  to  their  own 
difficulties.  Gartner’s  Pultz  believes  the 
business  model  was  flawed  from  the  start. 

“Covad,  NorthPoint  and  Rhythms  [work¬ 
ed]  as  wholesale  suppliers,”  Pultz  says. 

Initially  they  poured  enormous  resources 
into  building  nationwide  DSL  networks,  but 
relied  heavily  on  ISPs  to  sell  their  services. 
The  DLECs  then  had  to  split  profits  with 
those  ISPs  on  one  end.  Meanwhile,  on  the 
other  end,  the  DLECs  had  to  obtain  copper 
lines  from  the  enemy  ILECs.The  result  was 
“too  little  profit  to  go  around,”  Pultz  says. 

The  DLECs  also  found  themselves  whip- 
sawed  by  the  changing  demands  of  fickle 
venture  capital  firms.  Encouraged  to  grow 
at  all  costs,  DLECs  spent  heavily  building 
out  national  networks.Then  in  early  2000, 
as  the  technology  sector  faltered,  venture 
capitalists  changed  their  tune  and  de¬ 
manded  profitability 

The  DLECs  couldn’t  produce;  their  nar¬ 
row  margins  and  pricey  buildouts  made 
profitability  a  distant  dream. “Until  the 
[DSL]  networks  are  loaded,  they’re  unprof¬ 
itable,”  Covad’s  founder  Charles  McMinn 
says.“Many  of  our  competitors  took  too 
much  time  to  load  the  network.” 

Moreover,  analysts  say  that  in  the  DLECs’ 
initial,  giddy  rush  to  grow,  they  spent  heavily 
on  leading-edge  technology  such  as  order- 
entry  systems,  that  proved  nearly  useless 
because  they  needed  to  interface  with  the 
ILECs’  systems  —  which  were  much  older. 

“The  new  entrants  bought  all  this  new 
technology,  then  went  to  an  ILEC  and  said, 
‘Let’s  work  together,”’ says  Rich  Nespola, 
CEO  of  The  Management  Network  Group,  a 
telecom  consulting  company.“Mean- 
while,the  ILECs  had  old  technology. The 
[DLECs]  came  in  with  a  Ferrari,  ready  to 
race,  and  the  ‘OK,  but  we  have  to  race  on 
my  track  —  and  it’s  a  dirt  track.’” 

Higher  prices,  slower  rollouts 

Although  the  cause  of  the  DLECs’ 
demise  is  controversial,  the  effect  is  pre¬ 
dictable.  SBC,  BellSouth  and  Verizon  have 
announced  price  increases  for  DSL. 

SBC  also  announced  it  is  scaling  back  its 
project  to  make  high-speed  Internet  ac¬ 
cess  available  to  80%  of  its  customers  by 
the  end  of  2003. 

SBC  currently  offers  DSL  to  about  23  mil¬ 
lion  customers  across  its  service  areas,  or 
about  58%  of  its  customer  base. 

What's  next 

The  DLECs  may  be  in  dire  financial 
straits,  but  DSL  is  still  considered  a  grow¬ 
ing  area.  In  terms  of  customer  demand, 
“DSL  is  still  a  viable  service,”  Gartner’s 
Pultz  says.  Despite  the  present  economic 
downturn,  he  expects  the  service  to  grow 
about  70%  per  year.“DSL  is  going  to  be  a 
major  technology  especially  for  small  and 
branch  offices.” 

Optimistic  predictions  are  not  unani¬ 
mous.  Martin  McDermott, senior  vice  presi¬ 
dent  at  New  Paradigm  Resources  Group  in 
Chicago,  says," DSL  was  a  good  technology 
in  the  late  ‘80s,  when  it  was  invented. . . . 
Now,  for  business, T- Is  are  so  inexpensive.” 

Also  the  failure  of  NorthPoint  and 


Rhythms,  combined  with  widespread 
complaints  about  shoddy  and  late  DSL 
installations,  have  led  to  a  perception  the 
technology  is  less  reliable  than  cable 
modems  and  T-l. 

The  view  from  Washington 

In  Washington  and  state  governments, 
there’s  an  ongoing  tempest  of  broadband- 
and  telecom-related  activity: 

FCC.  Michael  Powell,  who  became  chair¬ 
man  of  the  Federal  Communications  Com¬ 
mission  last  January,  is  widely  perceived  as 
a  laissez-faire  leader  unlikely  to  offer 
CLECs  and  DLECs  much  relief.  However, 
in  May  Powell  wrote  that  “CLECs  may 
have  been  stymied  by  practices  of 
[ILECs]  that  appear  designed  to  slow  the 
development  of  local  competition,”  and 
recommended  that  fines  for  certain  ILEC 
violations  be  raised  from  $1.2  million  to 
“at  least  $10  million  in  order  to  enhance 
the  deterrent  effect.” 

Congress  has  not  yet  acted  on  Powell’s 
recommendations. 

Congress.  ILECs  and  CLEC/DLECs  are 
each  lobbying  hard  for  passage  of  pet 
broadband-competition  bills. 

The  American  Broadband  Competition 
Act  of  2001  and  the  Broadband  Competi¬ 
tion  and  Incentives  Act  of  2001  were  intro¬ 
duced  in  May  by  Rep.  Chris  Cannon  (R- 
Utah)  and  Rep.  John  Conyers  (D-Mich.). 

The  Cannon/Conyers  bills  are  favored  by 
CLECs;  they  would  prevent  RBOCs  from 
expanding  out  of  their  home  regions  until 
they  face  additional  local  competition. 

The  bills  would  also  simplify  the  dispute- 
resolution  process  between  CLEC/DLECs 
and  the  incumbents. 

Meanwhile,  Rep.  Billy  Tauzin  (R-La.)  and 
Rep.  John  Dingell  (D-Mich.)  introduced  the 
Internet  Freedom  and  Broadband  De¬ 
ployment  Act  of  2001,  which  is  supported 
by  the  incumbent  carriers:  It  is  intended  to 
hasten  the  rollout  of  broadband  by  limiting 
FCC  and  state  regulation  of  RBOCs. 

Courts  and  state  utility  commissions. 
Suits  remain  very  much  a  part  of  the 
broadband  landscape,  as  do  complaints 
with  state  public  utility  commissions. 

In  many  states,  ISPs  have  formed  associ¬ 
ations  in  efforts  to  slug  it  out  with  ILECs. 

For  now,  analysts  say  RBOCs  have  wrested 
control  of  DSL  away  from  competitors. 
Such  a  vacuum  cannot  hold  for  long, 
though;  analysts  expect  the  next  wave  of 
competition  to  come  from  AT&T  (which 
snapped  up  NorthPoint’s  assets  for  about 
$135  million  last  March),  and  WorldCom 
(which  recently  bid  $40  million  for  700  for¬ 
mer  Rhythms  central  offices).  Unlike  the 
DLECs,  these  carriers  have  existing  cash- 
cow  products  they  can  lean  on  while  they 
invest  in  a  DSL  buildout. 

Whatever  happens  in  the  future,  though, 
“There  is  no  DSL-vs.-competitive  DSL  any¬ 
more,”  Meta  Group’s  Willis  says. “We’ve  al¬ 
ready  seen  prices  rise,  and  for  business- 
grade  DSL,  we  anticipate  rates  are  going  to 
rise  again. There’s  just  no  alternative.” 

Ulfetder  is  a  freelance  writer  in  South- 
borough,  Mass.  He  can  be  reached  at 
sulfelder@yahoo.  com. 
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Vantum’s  video 
appliances 


Easy  to  set  up 
and  use,  but  its 
functionality  is 
limited. 


■  BY  CHRISTINE  PEREY,  NETWORK  WORLD  GLOBAL  TEST  ALLIANCE 

Video  cameras  in  the  workplace  aren’t  just  limited  to  closed-circuit  televi¬ 
sion  systems  that  monitor  security.  Cameras  can  now  attach  to  IP  net¬ 
works,  giving  network  executives  an  extra  tool  in  monitoring  events 
within  the  company.  For  example,  you  can  monitor  a  classroom  discus¬ 
sion,  watch  the  loading  dock,  monitor  patients  in  your  hospital,  or  even  just  moni¬ 
tor  the  servers  in  your  data  center. 


We  recently  tested  Version  1.1  of  Vantum’s  Cld  and  Mid  video  appliances,  and 
found  that  the  systems  are  ideal  for  impromptu  video  content-capture  and 
streaming.  The  Vantum  Video  appliances  are  compact  video  recording,  storage 
and  streaming  devices:  one  model  has  a  threaded  mount  in  its  base  and  comes 
with  a  lens;  the  other  relies  on  third-party  video-  and  audio-capture  devices  and 
mounts  into  a  rack.  Just  add  power  and  a  network,  and  you  can  capture  or  stream 
in  minutes. 

Both  video  appliance  models  behaved  exactly  as  promised  —  it  was  just  like 
plugging  in  a  toaster.  We  liked  how  easily  the  devices  adapted  to  our  network,  then 
recorded  at  specific  intervals  or  in  response  to  scripts,  and  how  they  let  us  manip¬ 
ulate  digital  video  files  from  its  browser-based  user  interface  (see  How  we  did  it, 
www.nwfusion.com,  DocFinder:  7632). 

Despite  these  attributes,  we  were  disappointed  in  the  choice  of  MPEG-1  for  video 
compression,  which,  at  30  frames/sec,  could  be  a  bandwidth  or  storage  hog  on  the 
network,  and  doesn’t  take  advantage  of  the  potentially  exciting  object-based  prop¬ 
erties  available  with  the  MPEG-4  file  format.  Because  the  video  capture  rate  of  the 
device  can  be  adjusted,  the  bandwidth  issue  can  be  easily  circumvented.The  more 
troubling  issue  was  a  shortage  of  canned  scripts  shipping  with  the  units  and  a  lim- 


Net  Results 


Vantum  video  appliance;  Cld  and  Mid  models 


vp  Company:  Vantum,  (303)  539-2400,  www.vantum.com 
j  m  Cost:  Cld:  $2,500;  Mid  starts  at  $2,300  for  30G-byte  capacity 

RATING  anc*  $3,100  for  lOOG-byte  hard  drive.  Pros:  Very  convenient  way 

to  record  and  stream  activities  in  a  room  or  during  a  meeting; 
easy  to  set  up  and  administer  one  or  many  systems  from  a  browser.  Cons: 
Limited  functionality,  particularly  without  the  complete  IDE  and  programming 
expertise;  streams  are  not  very  compressed,  so  will  use  significant  network 
resources;  proprietary  operating  system  and  hardware;  requires  proprietary 
viewer  or  conversion  to  MPEG-1. 


What's  the  score? 


Features/Functionality  40% 


Vantum  Cld  and  Mid 


Management  tools  30% 


Installation/configuration  15% 


Documentation  15% 


TOTAL  SCORE  3.75 

Individual  category  scores  are  based  on  a  scale  of  1  to  5.  Percentages  are  the  weight  given 
each  category  in  determining  the  total  score.  ■  Scoring  Key:  5:  Exceptional  showing  in  this 
category.  Defines  the  standard  of  excellence.  4:  Very  good  showing.  Although  there  may  be 
room  for  improvement,  this  product  was  much  better  than  the  average.  3:  Average  showing  in 
this  category.  Product  was  neither  especially  good  nor  exceptionally  bad.  2:  Below  average. 
Lacked  some  features  or  lower  performance  than  other  products  or  than  expected.  1:  Consistently 
subpar,  or  lacking  features  being  reviewed. 


ited  functionality  in  the  products  as  it  stands  today. 

Function  over  form 

The  Vantum  Cld  weighs  2  pounds,  12  ounces  and  has  a  mount  in  the  middle  of  its 
base  so  it  can  be  attached  to  a  U  bracket  hanging  from  the  ceiling  or  to  the  top  of  a 
piece  of  furniture.  Due  to  the  vented  dome-shaped  top, you  won’t  be  able  to  set  any¬ 
thing  on  top  of  it,  and  people  won’t  admire  it  the  way  they  might  other  accessories, 
such  as  a  clock  or  well-designed  desktop  speakers  found  in  an  office  environment. 

The  camera  is  not  suitable  for  locations  with  high  humidity  and  extreme  temper¬ 
atures.  Nor  are  the  unit’s  body  and  inner  workings  “ruggedized”  for  frequent  or  easy 
transport  in  your  briefcase.  An  adapter  “brick”  for  switching  AC  power  is  separate  for 
the  Cld.  In  contrast,  the  Mid  model  has  built-in  power  supply.  Both  units  cool  the 
internal  components  with  a  3,500  rpm,  12  cubic  feet/minute  fan  that  muffles  the 
sound  of  the  hard  disk. The  Mid  is  designed  for  rack-mount  environments.  It  is  211- 
high  (3.5  inches)  and  half  a  rack  wide. For  our  testing  it  also  came  with  a  video  RCA- 
to-BNC  cable  adapter  to  facilitate  connections  with  our  videoconferencing  device. 

Easy  to  use 

Once  the  appliance  was  mounted,  connected  to  a  network  via  a  standard  Ethernet 
connection  and  powered  up,  you  can  either  assign  a  fixed  IP  address  or  use  Dy¬ 
namic  Host  Configuration  Protocol.  Although  the  user  manual  is  almost  80  pages, 
the  information  contained  was  not  necessary  to  use  the  device’s  components. 

A  video  appliance-discovery  tool  finds  all  the  appliances  on  the  network  and  when 
you  hit  a  hotlink,the  application  launches  a  new  browser  window  set  to  resolve  home 
page  on  the  appliance’s  built-in  Web  server  (open  source  code  from  GoAhead).This 
was  as  easy  as  pressing  down  the  handle  on  a  toaster.  From  here,  those  with  adminis¬ 
trative  or  integrator-level  rights  can  monitor  or  modify  the  appliance’s  settings. 

The  user  interface  is  clean  and  simple,  making  heavy  use  of  pop-up  windows.  Con¬ 
figuration  menu  options  include  managing  the  hard  disk  (including  reformat), 
changing  passwords,  setting  privileges  and  adjusting  parameters  such  as  the  video 
frame  rate  or  network  address  to  which  the  system  multicasts  its  stream. The  frame 
rate  for  capture  and  streaming  video  can  be  set  to  30, 10,2-,  1-  or  0.5  frame/sec. You 
can  also  choose  to  include  either  the  audio  or  the  video  media  in  the  stream. 

Although  not  within  the  scope  of  this  review,  it  is  possible  to  use  Vantum’s  inte¬ 
grated  development  environment  (IDE)  to  create  scripts  that  then  will  perform  func¬ 
tions  on  specific  cues.  For  example,  creating  a  script  that  begins  recording  once 
motion  is  detected,  and  ends  when  the  motion  stops.  With  the  scripts  loaded,  the 
camera  can  also  begin  recording  when  the  lights  go  on  and  to  stop  recording  or 
streaming  when  the  lights  go  out. 

The  Cld  and  Mid  have  identical  DIN  connectors,  which  let  you  set  up  environ¬ 
mental  detection  systems  that  can  signal  activities  such  as  the  opening  and  closing 
of  a  window  or  door. The  signal  from  the  contact  closure  is  sent  to  and  received  by 
the  video  appliance.Then  a  script  executes  the  desired  behavior  (start/end  record¬ 
ing,  or  change  frame  rate). 

Deliver  live  and  download  later 

Once  you’ve  configured  the  video  appliance,  you  can  see  the  media  streaming 
from  the  appliance  almost  in  real  time  (a  slight  delay  is  caused  by  the  appliance  dig¬ 
itizing  and  compressing  the  media)  from  computers  running  Internet  Explorer  5.0 
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or  higher,  JavaScript  and  Active  X  and  run¬ 
ning  on  the  same  LAN.  If  a  network  is  mul¬ 
ticast-enabled  and  the  appliance  is  con¬ 
figured  to  send  its  stream  to  a  multicast 
addressable  server,  the  stream  can  be 


viewed  anywhere  on  the  enterprise  LAN 
or  WAN. 

The  video  is  encoded  in  MPEG-1  format, 
not  in  the  Real  Networks  or  Windows 
Media  formats.  Although  inputs  differ 


slightly  between  the  models  (the  Cld  ac¬ 
cepts  a  microphone-level  audio  input, 
while  the  Mid  accepts  a  line-level  input), 
audio  is  encoded  by  both  models  in  the 
standard  developed  for  telephony  (G.71 1). 

The  best  way  to  view  and  hear  the 
results  (a  .vpv  file)  is  via  the  Vantum  Pre¬ 
sentation  Viewer  embedded  in  the  browser 
window.  Using  the  .vpv  file  format,  the  tags 
and  annotations  inserted  by  the  user  and 
appliance  during  recording  are  preserved 
and  permit  searching  by  time  stamp  or 
marker.  The  product  should  come  with 
more  “canned”  searches  —  such  as  the 
ability  to  search  for  points  where  frame 
rate  changes  are  induced  because  of  a 
change  in  lighting  or  some  other  environ¬ 
mental  change. 

An  alternative  to  viewing  live  is  to  record 
the  content  to  hard  disk  and  convert  the 
.vpv  file  into  a  true  MPEG-1  file  (via  Van- 
turns  Media  Utilities).  In  either  format,  you 
can’t  directly  adjust  the  network  band¬ 
width  usage  for  video  and  audio.  At  240  ver¬ 
tical  lines  with  352  pixels  per  line  per  frame 
of  encoded  video,  the  data  adds  up  quickly. 
Quarter  frame  and  full  motion  (30 
frame/sec)  will  consume  approximately 
350K  bit/sec  to  400K  bit/sec  of  bandwidth. 
We  found  that  downloading  the  file  from 
the  video  appliance  to  a  server  was  as  easy 


as  the  other  tasks.Two  clicks  and  the  file 
transfer  was  finished. 

Conclusion 

Vantum's  video  appliances  are  easy  to 
set  up,  use  and  manage  via  the  company's 
Java  tools,  but  this  is  due  in  part  to  their 
limited  functionality  These  video  appli¬ 
ances  will  begin  to  get  interesting  to  com¬ 
panies  when  programmers  —  either  at 
Vantum  or  at  third-party  companies  —  use 
Vantum’s  IDE  to  develop  custom  functions 
for  unique  applications. 

Perey  is  president  ofPerey  Research  &  Con¬ 
sulting  in  Placerville,  Calif.  The  company  pro¬ 
vides  business  development  consulting  ser¬ 
vices  and  conducts  market  research  on  the 
use  of  video  in  enterprise.  She  can  be 
reached  at  cperey@perey.com 


Global  Test  Alliance 


■  Perey  is  also  a  member  of  the  Network 
World  Global  Test  Alliance,  a  cooperative  of 
the  premier  reviewers  in  the  network 
industry.  For  more  Test  Alliance  informa¬ 
tion,  go  to  www.nwfusion.com/alliance. 


Others  in  the  market 


Other  companies  with  video  cameras  or  systems  that  can  connect  cameras  to 
IP  networks  include: 

•  ViewCast:  Makes  the  Niagara  Streaming  systems,  providing  products  for 
the  acquisition,  compression,  storage,  catalog  and  retrieval  of  streaming  video 
for  Internet/intranet  delivery. 

www.viewcast.com 

•  Axis  Communications:  Makes  network  cameras  and  video  servers.  Works 
with  analog  cameras  and  newer  camera  systems. 

www.axis.com 

•  WebEye  Alert:  Software  that  connects  with  any  camera,  lets  you  watch 
camera  activity  from  any  Web  browser,  or  send  alerts  to  a  phone,  Palm  OS- 
based  PDA  or  fax  machine. 

www.webeyealert.com 

•  NetBotz:  Makes  the  RackBotz/WallBotz  400  appliances  to  monitor  IT  envi¬ 
ronments  and  equipment.  The  devices  let  you  capture  images  and  also  have 
external  sensor  ports  for  use  with  amp  detectors,  external  temperature  sen¬ 
sors  and  dry  contact  devices. 

www.netbotz.com 


A  VStripper 


The  first  anti-virus  appliance  that 
strips  viruses  from  all  major  protocols 

The  most  effective  method  of  network  virus  control  ever  introduced, 
AVStripper  creates  a  perimeter  of  defense  around  the  entire 
network  and  removes  viruses  from  HTTP  (including  Java  and 
ActiveX),  FTP,  Socks,  SMTP,  POP3,  IMAP4,  NNTP  (News),  and  Instant 
Messenger.  AVStripper  stops  Nimda,  Gone,  Code  Red,  Sircam, 

I  Love  You,  Melissa,  Anna  Kournikova  and  more... 

Featuring 

♦  Quick  and  easy  install  -  AVStripper  installs  as  a  network  bridge  requiring  no 
integration  or  infrastructure  changes 

♦  Automatic  update  of  virus  definitions  and  engine 

♦  Administrative  alerting  of  virus  activity 

♦  Scalable  for  businesses  of  any  size 

♦  Limit  corporate  liability  with  outbound  scanning 

♦  Minimize  risk  of  data  destruction  at  the  desktop  and  server  level 

♦  Virus  definitions  and  engine  provided  by  Trend  Micro, 
the  number  one  provider  of  anti-virus  server  solutions 


TREND 

M  I  C  R  O' 


Powering  Internet  Managements*  888-946-7769  ♦  www.ositis.com/avstripper 


SPECIAL  REPORT 

From  Network  World  Fusion 


Network  World  Fusion  offers  a  SPECIAL  REPORT: 

Fighting  Distributed  Denial  of  Service  Attacks 

For  a  limited  time,  you  can  get  a  copy  of  this  SPECIAL  REPORT,  free.  Just  sign 
up  for  any  of  Network  World's  over  40  technology  specific  e-mail  newsletters  by 
January  15th,  2002  and  we  will  send  you  the  Network  World  Fusion  SPECIAL  REPORT: 
Fighting  Distributed  Denial  of  Service  Attacks  absolutely  free.  Remember,  you  can 
only  gain  access  to  this  SPECIAL  REPORT  by  signing  up  for  a  Network  World  Fusion 
newsletter.  Sign  up  today  at  http://www.nwwsubscribe.com/foc291 
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‘istributed  Denial  of 
Service  attacks  can  cripple 
your  on-line  business. 
They  were  responsible 
for  putting  such  Internet 
giants  as  Yahoo.com  and 
Amazon.com  offline 


for  as  long  as  a  week. 


If  your  company  has  an 


Internet  presence. 


you  need  to  know  what 


DDoS  attacks  are  and 


how  to  prepare  for  them. 


Produced  by  Network 
World  Fusion  and  written 
by  Mich  Kabay,  a  Certified 
Information  Systems 
Security  Professional  (CISSP) 
and  author  of  NW  Fusion's 
Security  e-mail  newsletter, 
this  SPECIAL  REPORT  is  an 
exclusive  offer  only  from 
Network  World  Fusion. 


Sponsors  of  the  Network  World  Fusion  SPECIAL  REPORT:  Fighting  Distributed  Denial  of  Service  Attacks  include: 
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■  CAREER  DEVELOPMENT 

■  PROJECT  MANAGEMENT 

■  BUSINESS  JUSTIFICATION 


Project  procedures 

Use  the  right  business  processes  to  steer  IT  implementations  through  a  downturn. 


■  BY  SUSAN  J.  MARKS 

About  18  months  ago,  Inflow  announced  big  plans  to  build  its  own  enterprise 
management  system.  The  modular  system  would  let  the  network  service  pro¬ 
vider  monitor  its  environment  and  its  customers’  products  and  applications, 
and  integrate  with  its  partners. 


Then  came  the  dot-com  bust. “The  world  changed 
underneath  us,”  says  Yousif  Asfour,  CTO  at  the  Den¬ 
ver  firm. 

Instead  of  scuttling  plans,  Inflow  took  an  incremen¬ 
tal  approach  to  the  project,  breaking  it  into  small 
chunks  of  deliverables  that  could  be  accomplished 
in  a  few  weeks  and  add  value.Three  months  later,  in¬ 
stead  of  a  doomed  network  project,  the  new  man¬ 
agement  system  was  in  place  in  the  company’s  18 
data  centers. 

This  kind  of  proactive  approach  to  managing  IT  pro¬ 
jects  is  especially  essential  today  as  network  execu¬ 
tives  scramble  to  cope  with  doing  more  with  less.The 
task  has  been  complicated  because  IT  has  been  slow 
to  accept  the  importance  of  implementing  solid  busi¬ 
ness  processes  and  practices,  experts  agree. 

Asfour  compares  managing  IT  projects  to  navigating 
a  raft  through  a  river  full  of  stones.  In  a  good  economy 
the  water  level  is  so  high,  navigation  skills  aren’t  that 
important.  But  as  the  economy  worsens,  the  water 
level  drops,  exposing  the  stones.  “To  avoid  the  rocks, 
you  have  to  become  more  efficient  at  navigating  your 
raft,”  he  says. 

Inflow’s  IT  department  could  shift  gears  quickly  in  a 
downturn  —  the  company  had  a  15%  workforce  re¬ 
duction  —  because  the  company  has  built  in  effi¬ 
cient  and  nimble  business  processes.“You  can’t  avoid 
change.  Build  it  into  your  plan,”  Asfour  says. 

Understanding  the  business  proposition  behind 
why  a  client  wants  a  particular  rollout  is  one  way 
e-business  integrator  Ciber  deals  with  the  ups  and 
downs  of  the  economy.  Then,  as  economics  shift,  a 
project  can  be  staged  and  phased  to  meet  shorter- 
term  business  goals  at  less  expense,  notes  Steve  Kin- 
stler,  Ciber  vice  president. 

Also  adding  to  Ciber’s  agility  staff  resources  are 
shared  among  different  IT  projects. 

However  companies  choose  to  deal  with  the  reces¬ 
sion,  wholesale  canceling  of  projects  isn’t  the  answer, 
says  Copal  Kapur,  founder  and  president  of  the  Center 
for  Project  Management. 

In  tough  times  like  today, 
companies  cancel  close 
to  60%  of  IT  projects,  up 
20%  from  normal. 

Those  are  dismal  figures 
anytime,  Kapur  says,  and 
he  attributes  the  problem 


to  companies  having  poor  or  no  project  planning, 
processes,  monitoring  and  the  like. 

To  properly  manage  your  array  of  IT  projects, start  by 
gathering  high-level  executives  and  discussing  each 
project  on  the  list.  Which  corporate  strategy  does  a 
project  contribute  to,  and  how  much?  If  one  is 
duplicated  or  not  aligned  to  a  strategy,  consider  V 
canceling  it.  Perform  these  assessments  at  least  once 
per  month,  and  more  frequently  in  rocky  times. 

And  just  as  a  nurse  monitors  a  patient’s  vital  signs, 
Kapur  says  keep  a  close  watch  on  ongoing  projects. 
Projects  need  regular  monitoring  for  factors  such  as 
actual  cost  to  date  vs.  estimated  cost,  on-time  perfor¬ 
mance  and  deliverable  problems. 

Managing  a  robust  project  portfolio  is  standard  op¬ 
erating  procedure  for  Prudential  Financial’s  IT  depart¬ 
ment.  No  matter  what  the  external  economic  condi¬ 
tions  are,  the  Newark,  N.J.,  financial  services  company 
has  formal  and  written  processes. 

“One  of  the  phrases  that  we  use  is  ‘Plan  the  work 
then  work  the  plan,’  ”  says  Beth  Ouellette,  vice  presT 
dent  of  IT. 

Part  of  Ouellette’s  job  is  to  regularly  review  hun-f| 
dreds  of  projects  with  the  help  of  monthly  status  re- 
ports  from  each  project  team.The  report  template  •  — 

addresses  the  following  issues: 

•  Is  the  project  on  time  and  on  track  with  i 
deliverables? 

•  Is  it  within  planned  budget  expenses  to  date? 
Within  projected  expenses? 

•  Is  the  team  following  standards  for  infrastructure, 
technology,  project  management  and  deliverables? 

She  also  sits  down  monthly  with  CIO  William  D.  Friel 
to  go  over  the  reports  and  determine  if  projects  are  on 
track,  need  changes  or  clarifications,  or  should  be 
scrapped. “As  issues  arise,  we  address  them  right  then 
and  there,”  Ouellette  says. 

Marks  is  a  freelance  writer  in  Littleton,  Colo.  She  can 
be  reached  at  sjmarksco@aol.com. 


More  online! 

Find  out  what  are  the  seven  sins  of  project  man¬ 
agement  and  how  to  fitter  out  half-baked  ideas. 
Abo,  tap  into  project  management  resources 
from  the  professional 
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Steps  to  managing  a  project 

IT  projects  often  fail  due  to  a  lack  of  planning  or 
a  clear  understanding  of  what  is  trying  to  be 
accomplished,  says  David  Ellison,  director  of 
project  management  consulting  for  CH2M  Hill. 
Here’s  a  fundamental  system  for  directing  large 
and  small  projects: 

Q  Plan  the  project: 

Identify  client  needs  and  vision;  define  the 
project  scope  and  objectives;  and  establish  a 
preliminary  work  plan. 

0  Charter  the  team/develop  the  work  plan: 

What  are  the  purpose,  roles,  responses  and  so  forth? 


i 


w 

1 
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0  Endorse  the  project: 

Get  signoffs  from  the  project  team, 
management,  client  or  internal  departments, 
and  third-party  stakeholders. 


O  Execute  the  project/manage  change: 

Identify  the  source  and  nature  of  the  change, 
develop  a  plan  of  action,  gain  new  endorsements 
and  revise  the  work  plan. 

0  Close  the  project 

Stop  work,  celebrate  success  and  learn.  The  latter 
includes  liavmg  a  formal  procedure  to  stockpile 
lessons  learned  from  each  project,  successful  or 
not.  back  mto  the  company. 
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FatPipe 


DON'T  JUST  VPN 


WITH  MULTI-PATH  VPN 


CORPORATE  OFFICE 


FATPIPE  MPVPN 


Multi-Path  VPN  takes  any  VPN  &  makes  it  9  times  more  secure 
and  3  times  faster,  reliable  and  redundant 


FILE  SERVERS 


ANY  VPN 


ANY  VPN 
FILE  SERVERS 


^Patented  and  Multiple  Patents  Pending 


FatPipe  Networks' Multi-Path  VPN  (MPVPN) 
turns  any  VPN  into  a  Multi-Path  VPN 

•  No  BGP  programming  or  new  hardware  at  the  ISP 

•  Dynamic  bi-directional  load  balancing  of  traffic 

•  3  times  more  speed,  reliability,  and  redundancy 

•  Works  with  Ti,  T3,  Ei,  E3,  DSL,  and  Wireless 

•  Works  over  multiple  ISPs  and  backbones 

•  Reliability  for  hosting  web  servers 

•  Works  with  all  IPSEC  VPNs 

•  Host  multi-homed  servers 

•  9  times  more  secure 


FatPipe 
www.fatpipeinc.com 
I  nfo(a)fatpi  peinc.com 
Tel:8oo. 72.4. 8521 
Fax:  801.281.0317 


ISP  1,  2,  &  3 


ISP  1,  2,  &  3 


FATPIPE  MPVPN 
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The  Hub  of  the  Hetwork  Buy 


Server  Manage 


CONTROL  IT 

SECUHE.IT 

MANAGE  IT 


FROM  ANYWHERE 


Rose  Electronics  KVM  switches  allow  single  or 
multiple  workstations  to  have  local  or  remote  access  1 
multiple  computers  located  in  server  rooms  or  on  the 
desktop. 

Rose  is  a  leading  KVM  switch  manufacti 
most  complete  range  of  server  manager^ 

A  KVM  industry  pioneer,  Rose  is  knOiMj. 
technically  superior  and  price  competitive  pfodu 
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From  simple  access  to  complex  configurlatfons, 
provides  easy  server  management  solutions.  ' 


Vista™ 

Low  cost  single-user  KVM  switch 
Supports  up  to  64  computers 
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Call  ROSE  today 


Rose  Electronics 

10707  Stancliff  Rd. 
Houston,  Texas  77099 


800-333-9343 


USA  . CANADA . ENGLAND  .FRANCE 
GERMANY  .  BENELUX.  AUSTRALIA  .  SINGAPORE 


Pro™ 

ional  single-user  KVM  switch 
:s  up  to  256  computers 


Serial 


UltraMatrix™  X-series 

Enterprise  class  multi-user  KVM  switch 
4  -  250  KVM  stations  to 
1 ,000s  of  computers  or  servers. 


UltraLink™ 

KVM  digital  remote  access 
over  Ethernet  or  modem 


\ 
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CrystalView™ 

Extends  your  KVM  station 
up  to  1 ,000  feet  away 
from  your  computer  using 
a  CAT-5  cable 


RackView™ 

Rack  mounted  1 U  or  2U  KVM  drawer 
with  optional  KVM  switch 
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F  Frame  Relay  Prd 
G  GgatXt  Ethernet 
R  RMON  Probes  I 
W'  SNMP  Device/ 


OBSERVER 


Quickly  Pinpoint, 
Pre-solve  and  Prevent 
Network  Problems 


Expert 

Observer 

$2895 


Observer 

Suite 

$3995 


There  Is  A  Better  Way  To  Troubleshoot 
&  Manage  Your  Network — Observer 
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Observer — Identifies 
network  trouble  spots  and  costs 
thousands  less  than  expensive 
hardware-based  analyzers. 

-  Full  packet  capture  and  decode 

for  over  500  protocols,  including 
TCP/IP  (v4  &  v6),  NetBIOS/NetBEUI, 
XolP,  SNA,  SQL,  IPX/SPX,  Appletalk 
and  many,  many  more! 

•  Switched  mode  sees  all  ports  on  a  switch 
gathering  statistics  from  an  entire  switch  or 
capture/statistics  from  any  port(s) 

•  Long-term  network  trending  collects 
statistical  data  for  days,  weeks,  months, 
even  years 

•  Real-time  statistics  include  Top  Talkers, 
Bandwidth,  Protocol  Statistics,  and 
Efficiency  History 

•  Ethernet  (10/100/1 000).  Token  Ring,  FDDI 

•  Windows®  98/Me/N  T/2000/XP 
compatible 

•  Over  4,000  frame  types  recognized 


Expert  Observer — Includes  all  of  the 
features  of  Observer  plus  real-time  and 
post-capture  expert  event  identification 
and  analysis — new  SQL  and  Frame  Relay 
experts  add  to  the  many  other  protocols 
covered,  time  synchronization  technology, 
and  modeling  of  network  traffic. 

Observer  Suite — Provides  a  full 
complement  of  tools  that  includes  all 
of  the  features  of  Expert  Observer  plus 
SNMP  management,  RMON  console/ 
Probe  and  Web  reporting.  Includes  one 
remote  Probe. 

If  you  have  any  network  problems, 
find  out  the  cause  with  Observer, 
Expert  Observer,  or  Observer  Suite. 


m 
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NETWORK 

INSTRUMENTS 


Call  800-526-7919  or  visit  us  online  for  a  full-featured  evaluation: 

www.networkinstruments.com 

US  (952)  932-9899  •  Fax  (952)  932-9545  •  UK  &  Europe  +44  (0)  1959  569880  •  Fax  +44  (0)  1959  569881 


©  2001  Network  Instruments,  LLC  Observer,  'Network  Instruments"  and  the  "N  with  a  dot"  logo  are  registered  trademarks  ot 
Network  Instruments,  LLC.  All  other  trademarks  are  property  of  their  respective  owners. 


An  Important  Part  Of  The  Network 
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Taps, 

Splitters 

Fiberoptic 1 
Attenuators 

Converters 
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Assemblies 

Bypass  ' 
Switch 

Simulation 
Test  Box 
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Test 
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GigaBit  Fault  Tolerant-Redundant  Security  Port  Selector 

Net  Optics'  Fiber  GigaBit  Fault  Tolerant  Port  Selector 
detects  fault  line  automatically  to  prevent 
your  network  traffic  from  stopping. 

This  product  is  a  MUST  for  ISP  centers, 
and  central  offices  with  critical 
data.  Works  well  with  all  GigaBit 

Servers,  Switches  brand  names.  . ... .  .  __  .  . —  _  ,  , 

Network  Redundancy!  y°urNETWORK 


*-►  visit:  www.netoptics.com/net-96260.html 


GigaBit  Copper  to  SX,  LX  or  ZX  Fiber  Converters 

Net  Optics'  Gigabit  Copper  to  Fiber  Converter  allows 
network  managers  to  migrate  to  GigaBit  Ethernet 
in  a  cost-effective  manner. 

Simply  plug-in  the  Cables. 


visit:  www.netoptics.com/sx-tx-converter.html 


GigaBit  ZX,  LX  to  SX  Media  Converter 

Net  Optics'  Fiber  Optic  Mode  Converter  is  used  to 
connect  two  devices  operating  with  GigaBit  multimode 
LX  fiber  to  SX  fiber. 

The  fiber  converter 
provides  transparent 
conversion  of  optical 
signals. 


'-*•  visit:  www.netoptics.com/converter-gig.html 


Fiberoptics  Cable  Assemblies 

The  Net  Optics'  total  solutions  approach  can  provide  you 
with  any  type  of  fiberoptic  cable  assembly  you  need, 
from  LC,  MTRJ,  SC,  MIC,  FC  or  Escon  patch  cords  for 
your  ATM,  Gigabit  and  any  other  network. 

Also  available: 

LC,  SC,  MT-RJ  fiberoptic  Loopbacks. 

'-*•  visit:  www.netoptics.com/2.html 


Network  Monitoring  Accessories 

In  some  countries  ISP's  must  be  TAPable...  is  the  new  Law! 


GigaBit  SX,  LX  or  ZX,  ATM,  DS3,  T1,  Copper  and  Fiber  Taps 

These  Splitter  Taps  have  capabilities  that  will  allow  the 
networks  to  operate  at  a  continuous  flow  while  the  tap  is 
non-operational,  thus  maintaining  network  integrity.  This 
enables  you  to  monitor  the  network  without  disconnecting 
any  one  link! 

The  Fiber  Splitter  Tap  has  passive-link  integrity  that  is 
maintained  whether  the  device  is  on  or  off. 

Copper  Gigabit  to  Fiber  Taps  feature  two  Power 
Supplies  which  are  load  sharing.  If  either  unit  fails, 
the  remaining  power  supply  comes  up  to  full  power 
and  takes  over  the  additional  load. 

Compatible  with  all  analyzer  manufacturers  including: 

Network  Associates'  Sniffer®,  Agilent's  Internet  Advisor  and 
Cisco's  SwitchProbe  products, 
visit:  www.netoptics.com/11.html 


Net  Optics'  GigaBit  TX  to  SX  Tap  is  the  market's  first 
copper  to  fiber  tap! 


GigaBit  Fiber  Tap 


Copper  to  FX,  SX,  LX,  ZX  Tap 


Copper  100BaseT  Tap 


6  Station  Tap 


Troubleshoot 

NETWORK 

_  Problems 


Diagnostic 

Capabilities 


UmlOptics™ 

www.netoptics.com 


Bright  ideas...  Built  far  speed! 

Note:  Sniffer®  is  a  registered  trademark  of  Network  Associates  Inc. 


Net  Optics,  Inc.  •  1230-AOId  Mountain  View-Alviso  Road  •  Sunnyvale,  CA  94089-2237  •  USA  Tel:  +1  (408)737-7777  •  Fax:  +1(408)745-7719  •  world@netoptics.com 


Global  Technology  Associates,  developers 
of  firewall  products  since  1994,  proudly 
expands  the  GNAT  Box  firewall  system 
offerings  with  the  RoBoX,  a  desktop 
appliance  for  remote  and  branch  offices 
at  an  affordable  price. 
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•  10,000  concurrent  connections 

•  Stateful  packet  inspection 

•  Three  1 0/1 00  NICs  with  DMZ 

•  IPSec  VPN  with  mobile  user  support 

•  DNS  and  DHCP  services 

•  Dynamic  &  Static  NAT 

•  Broadband  ready  -  PPPoE  support 


Powered  by 

ICS  A  certified  GNAT  Box  System 


Sales:  (800)  775-4GTA 
Tel:  (407)  380-0220 
Email:  info@gta.com 
Web:  http://www.gta.com 


BoX 

Firewall 
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“Big  Security  in  a  Small  Box ” 


Global  Technology  Associates,  Inc. 

Firewall  developers  since  1994 
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~,<N\  16  remotely  ndriressable  power  outlets  — 

fhe  highest  density  available  of  any 
Power  Mar  agement  vertical  strip, 
jo-amp  pc  we*  Input  feed  distributed 
across  16  outlets. 

Mounts  veucatty  to  yojr  equipment  rack  or 
cabinet  and  reouires  2*rc  U  of  rack  space. 
Load  Sense  provides  real-time  current 
monitoring  In  the  remote  semen  interface 
and  through  a  built-in  LED  display  for  on¬ 
site  measurement. 

Power-up  sequencing  of  all  16  outlets 
prevents  an  In-rush  current  overload, 
'enet.  SNMP,  Modem  or  RS-232  Interfaces  for  easy, 
practical  anc  secure  power  management  of  remote 

nt  .-networking  equipment 


Install  the  new  Sentry  Power  Tower  in 
:  your  data  center,  NOC  or  co-lo  facility 
and  gain  the  advantage  of  remotely 
:  rebooting  up  to  16  of  your  equipment 
:  units  -  without  occupying  any  space  in 
!  your  rack  or  enclosed  cabinet 

;  Try  the  New  Sentry  Power  Tower  in  your 
rack  or  cabinet  and  realize  the  benefits 
-  of  Intelligent  Power  Distribution  and 
r-  Remote  Power  Management 

See  our  complete  product  line  at  wwwjervertech.com 
or  call  800835.1515  or  775384.2000 


Vi  S€fltry  power  tower  :  Your  Zero  U  Reboot  Solution 


Another  great  product  from 

Server  Technology,  Inc. 


Seeking  Solutions  ...NTI  Has  The  Answers! 

MULTI-USER 
SERVER 
CONTROL 
IS  EASY! 

Control  from  two  computers 
to  hundreds  of  servers  - 

NTI  has  the  innovative  KVM 
solution  for  you. 


“I  want  flexible  control 
without  spending 
a  fortune!” 
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ST-4X16-U 


I  Users  individually  command  or 
simultaneously  share  up  to  512 
computers. 

I  Available  with  2,  4,  or  8  user  ports. 

I  Dedicated  internal 
microprocessors  that  emulate  the 
keyboard  and  mouse 
presence  to  each  attached 
computer  so  all  computers  boot 
error-free  100%  of  the  time. 


I 


Crisp  and  clear  1900x1200 
resolution. 


I 


Desktop  models  for  2  or  4  users. 


BUY  ONLINE  at  www.nti1.com 


Phone:  800-742-8324 


Email:  sales@nti1.com 


IN  1 1 


1275  Danner  Drive  •  Aurora,  OH  44202 
330-562-7070  •  FAX.  330-562-1999 


KEEMUX  KVM  SOLUTIONS 


The  Hub  of  the  Network  Buy 
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Authorized  Reseller 

Buy  Sell  Lease  Repair 

New  Refurbished  Used 

Routers  Nortel  DSU/CSUs 

Switches  Memory  3Com 


Hubs  ISDN 

1  877  231  2451 
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PRODUCTS 


www.wdpi.com 

Email:  cisco6@wdpi.com 


Cisco  Systems 


Reseller 


Looking  ^ 

for  Solutions?  00 


With 

Network  World's 


IUS 


LinkJnnarcm 
you  can  find  them7\ 
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LinkSmart,  located  on  \ 
Network  World  Fusion,  V 
allows  you  to  search  for  V 
products  and  services  by  V 
technology.  Vendor  listings  1 
appear  with  a  product/service 
description  and  include  a 
link  to  each  vendor's  website. 
Solutions  in  one  convenient  site, 

I  www.nwfusion.com/linksmart 
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Products  as  Solu 


Remote  Network  Management  Solutions 

Access  Your  Network  Equipment  from  Anywhere 


Telnet  and  Dial-Up  Console/AUX  Port  Switch 

Cost  Effective  Terminal  Server  Alternative 


10Base-T  Ethernet  Interface 


AC  or  -48V  DC  Power 


19”  Rack  Mounted 


RS232  Ports 


r 


Console  Management  Switch  (CMS) 


8, 16  or  32  RS232  DB-9  Serial  Ports 
Simultaneous  Telnet  Sessions 
Non-Connect  Port  Buffering  -  32K 
IP  Security  Features 

Modem  Auto-Setup  Command 
Strings  (User  Definable) 

NEBS  3  Approved 


LOCAL  TERMMAL 


Telnet  and  Dial-Up  Network  Power  Switch 

Reboot  Locked-up  Equipment 


Individually  Controlled  Outlet  Plugs  (8) 


lOBase-T  Ethernet 
Interface 


19”  Rack  Brackets 
Allow  Front,  Back, 
or  Center  Mounting 


Dual  15  Amp 
Power  Circuits 


Modem  Port  for 
Out-of-Band  Management 


Local  RS232  Console  Port 


(  Network  Power  Switch  (NPS) 

8  Individual  Outlets  •  Outlet-Specific  Password  Security 

On/Off/Reboot  Switching  •  Network  Security  Features 

Integral  1 0Base-T  Interface  •  1 1 5-VAC  (230- VAC  available) 
Co-Location  Features  •  Power-Up  Sequencing 


www.wti.com 


(800)  854-7226 


western  telematic  incorporated 
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Keeping  the  Net.. .Working! 


.  Nfitworkworia  s 


Marketplace 


The  Hub  of  the  Network  Buy 


IGRP 

OSPF 

EIGRP 

RIP 

ISDN 

CCNA™  Labs 
CCNP™  Labs 


PPP  Authentication 

Network  Designer 

1912  Switches 

Workstations 

IPX 

CDP 

ARP 


CISSP™ 

SANS  GSEC™ 
Cisco  MCNS™ 
Cisco  CSPFA1 
Cisco  CSVPN 
Cisco  IDSPNT 


CIW  Security™ 
Checkpoint  CCSA™ 
Checkpoint  CCSE™ 
Checkpoint  CCAE™ 
Citrix  Security  &  ICA 


r  Inc  Mudy  gmrtos  pfar.lv  v  tests.  amlror  materials  is  not  sponsored  by.  endorsed  by  or  affiliated 
r  Systems.  Inc.,  PioSofl,  Inc.  Check  Point,  Inc.  Crttix,  Inc.,  Mictosoft.  Inc.,  or  any  other  company. 

Bojoti  Training.  Router  University.  RouterU.  Router  Emulator.  RoolerEMU.  RouterSim.  Krang. 
>ri:  Emulator  Network  Simulator  boson  com.  Boson  Router  Simulator,  and  Router  Simulator,  are 
■i .  temd  Trademarks  of  Boson  Software.  Inc.  m  the  United  Stales  and  certain  other  countries. 

..  -narks  are  trademarks  ol  their  respective  owners.  Copyright  2001  Boson  Software,  Inc 


EQUINOX 

PCI  Multi-modem  Adapters 

With  a  price  per  port  and  performance  that  can’t  be  beat 
Equinox  PCI  Multi-modem  Adapters  deliver  flexible  and 
cost-effective  dial-access  connectivity. 

-  ** 

Compare  for  yourself! 

Equinox  PCI  Multi-modem  Adapters 
provide  a  44 %  to  36%  savings 
over  the  leading  competitors 
of  similar  products. 


Our  PCI  Multi-modem  Adapters 
are  available  in  4  and  8-port  models 
and  are  scalable  to  32  ports  per  server. 


SST-MM8P  PCI 


Equinox  Multi-modem  Adapters 
install  in  minutes  and  require  no 
interrupts.  They  are  compatible 
with  most  popular  operating 
systems  and  are  easily  deployed . 
highly  manageable  and  available 
at  a  price/performance  point 
that  is  truly  unmatched. 


Try  before  you  buy! 

Call  Today!  800-275-3500,  ext.  615 
or  +1-954-746-9000,  ext.  399 
for  your  FREE  30-day  evaluation. 
Email:  sales@equinox.com 


an  Avocent  Company 


RACK  MOUNT  TFT  DISPLAYS 

We  provide  the  solutions  for  your  rack  mount  display 
requirements  with  our  innovative  TFT  product  line. 


KEYBOARD,  TOUCHPAD  AND  TRACKBALL  OPTIONS 
1 U,  2U  AND  PANEL  MOUNTED  CONFIGURATIONS 
12.1",  13.3”,  15"  AND  17”  TFT  DISPLAY  SIZES 

Contact  us  for  more  information. 

www.recortec.com  1-800-729-7654  info@recortec  .com 

90  Proudly  manufactured  in  the  U  S  A.  by  90 

RECORTEC,  INC. 

1620-A  Berryessa  Road  San  Jose,  Ca  95133  Tel:  (408)  928-1480  Fax:(408)729-3661 


NotworkWorld’s 


The  Hub  of  the  Hetwork  Buy 


VISA 


IMMEDIATE  AVAILABILITY 


Save  big  on  new/ used:  ►  Routers  ►  Gigabit/FE/ATM  Switches 
►  Access  Servers  ►  Optical  Networking  ►Wireless  BUY/SELL/RENT 


CISCO  ►  Juniper  ►Lucent  ►Nortel  ►Marconi 

Foundry  ►  Adtran 

►  Extreme  ►  Quick  Eagle 


www.digitalwarehouse.com  ► 

DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Sources 


Netfast  Communications  Inc.,  56-29  56th  Drive,  Maspeth,  NY  1 1 378  USA 
Phone:  1-888-892-4726  or  718-894-7500  Fax:718-894-1573 

Network  World  5/2001 


ceiVNET 


Don’t  miss  the  January  28  issue 
of  Network  World 
with  bonus  distribution 
at  ComNet,  Washington,  D.C. 


Issue  Close:  January  16 

Call  Enku  Gubaie 
1-800-622-1108  ext.  6465 


Sinc€  1985 


Sell 


CISCO 


New  &  Used 
Fully  Guaranteed 
Overnight  Delivery 


■  ii 


Se  habla  Espanol 
Wir  sprechen  Deutsch 


800.451.3407 


I  Castilian  Drive.  Suite  110.  Santa  Barbara.  CA  93117 


Routers 
Switches 
Interface  Modules 
Access  Servers 
Accessories 


www.nEtworkhardwarc.com 

BUY  ONLINE 


NETWORK  HARDWARE  RESALE 


Get  More  for  Today's  Budget! 

Contact  BIZI 
to  SAVE  up  to  80% 

•  50-80%  Savings  off  Retail  List  Prices 

•  1 20-Day  Warranty 

•  100%  30  Day-Money  Back  Guarantee 

•  Large  Inventory,  Same  day  Shipping 

•  Supplying  Quality  Networking  Products 
for  Over  10  Years  with  In-House  Technical  Support 

Request  a  Quote  on-line  at: 

http://www.bizint.com  or  info@bizint.com 

(877)  438-2494 

or  (315)  458-9606  fax:  (315)  458-9493 


We  Buy,  Sell,  Trade  and  Lease... 


Your  global  partners  in  new  &  quality 
pre-owned  networking  equipment 


CISCO,  BAY/NORTEL,  3COM,  CABLETRON,  EXTREME,  FOUNDRY,  JUNIPER 


Over  170,000  qualified 
subscribers  of  Network 
World  are  ready  to  buy. 

Cali  today  to  place  your 
ad  in  the  Marketplace! 
1-800-622-1108 
ext.  6465 


^  f  ^  Ir  ET  ^  ^  ■  (p  ^  iff" 
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Networking 
Products 
and  Services 


anaaaaissaB  1 


Cable  University 

(800)  537-8254 
www.CableLI.net 
l  FREE  online  training  in  network 
cabling  installation  &  maintenance 


NetworkTraining.com 

(800)  NET-SKI  L 
(800)  638-7545 

Network  Analysis  &  Tool  Training 
Certified  NetAnalyst  Testing 


BNETSYS  Inc. 

(800)  BNETSYS 
www.bnetsys.com 
Instructor  led  &  online  Cisco 
certification  training  @  no  charge 


To  Place  Your 
Listing  Here 
Call  Enku  Gubaie 
at  1-800-622-1108 


Contact  these  companies 
today  to  help  you  with  your 
training  needs! 


3, 

^  •  CoreBuilder 


Refurbished 


MTMnet^ncT 

‘Your  Network  Tec! urology  Source' 


Toll  Free:  877-868-6638 
www.MTMnet.com 
sales@MTMnet.com 


For  more  information 
on  advertising  in 
Network  World’s 
Marketplace  contact: 

Enku  Gubaie, 

800-622-1108  ext.  6465, 
egubaie@nww.com 


NEW 


WRCAfNET 

BOCXW-0722 


USED 


AUTHORIZED  RESELLER 
Access/Routers/Switches 
Cisco  Livingston  Ascend 
3Com  US  Robotics  Kentrox 
Adtran  BayNetworks  Xyplex 
Computone  Digital  Link 
Modems  /  DSU  /  Muxes 
IBM  UDS  Codex  Hayes  GDC 
Micom  Microcom  Paradyne 
ATT  MultiTech  Penril 
Racal  Telebit  Zoom 


WE  BUY  AND  SELL 
www.wrca.net 

800-699-9722 


N^RTELnetworks 


National  LAN  Exchange  Audions 


•  Nortel  Service  Contracts 

•  Nortel  Service  Renewals 

•  Next-Day  Hardware 
Replacement 

•  Free  Technical  Support 

•  One  Year  Warranties 

•  New  and  Used  Equipment 

•  Hundreds  of  Pieces 
in  Stock 

•  Design/lnstall  Services 

•  Fast  Overnight  Delivery 


•  No  Service  Contracts 

•  No  Service  Renewals 

•  No  Replacements, 

No  Guarantees 

•  No  Support 

•  No  Warranties 

•  Who  Knows? 

•  Sometimes  Available, 
Sometimes  Not 

•  No  Services 

•  Inconsistent  Delivery 


Make  the  Smart  Choice 


BROWSING  THE  AUCTIONS? 
Consider  What  You  Get: 


CtttO  SUTIHS  am*. 

■■■  #  Bay  Networks 


www.NLE.com 
New/Used  •  Buy/Sell 
National  LAN  Exchange 


888-8LANWAN 

(888-852-6926) 

■wcn^a-  - 
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IT  CAREERS 


© 


careers 


Country  Manager  •  Americas  - 
Responsible  for  all  business 
development,  sales  cusstomer 
relationship  and  profitability  goals 
for  the  Americas  ('the  territory") 
across  all  target  segments.  Will 
set  goals  and  targets  for  multiple 
Business  Development  Managers 
Will  define  strategies  and  plans, 
and  determine  the  most  effective 
organization  structure  to  achieve 
goals  of  the  territory.  Will  also  be 
responsible  for  employee  and 
customer  satisfaction  and  repre¬ 
sent  the  company  in  appropriate 
forums  in  the  territory.  Educate 
software  practice  managers  in 
India  on  needs  of  U  S.  market. 
Requirements  include  a  Master 
of  Science  degree  or  equivalent 
in  Management,  Engineering  or 
related  field  and  three  years  of 
experience  in  the  job  offered 
or  related  field  of  international 
software  development  business 
management;  or  a  Bachelor's 
degree  with  five  years  of  pro¬ 
gressively  responsible  experience 
20%  domestic  and  international 
travel  required.  Applicants  must 
have  unrestricted  authorization 
to  work  in  the  United  States. 
Salary  $  130,000/year.  40  hours/ 
wk.  Respond  with  two  copies 
of  resume  to  Case  #20004170, 
Labor  Exchange  Office.  19 
Staniford  St.,  1st  FI.,  Boston,  MA 
02114. 


Computers 

THE  BOC  GROUP 

We  are  a  multi-billion  $  Industrial 
Gas  Co.  with  over  40,000 
employees  worldwide.  Our 
location  in  Murray  Hill  needs  an 
experienced  Senior  Database 
Administrator.  Qualified  appli¬ 
cants  will  have  a  BS  w /  major  in 
Comp  Sci,  Math  or  rel  disc,  5  yrs 
exp  in  job  offered  or  5  yrs  exp  as 
a  sftwr  enggr,  sys  anal,  anal 
prgmmr,  prgrmmr,  or  rel  occ. 
Must  have  exp  w/  ORACLE 
&  VAX/VMS,  systems  imple¬ 
mentation  &  maintenance,  & 
database  mgmnt.  Competitive 
salary  &  excellent  compensation 
package.  EOE.  Please  send 
resumes  (no  calls,  please)  to 
BOC  Gases,  575  Mountain  Ave. 
Murray  Hill,  NJ  07974.  PLEASE 
REFERENCE  CODE:  SDA/DP. 


Systems  Administrator,  Woburn, 
MA;  Install,  configure,  maintain 
and  troubleshoot  Unix  operating 
system,  Novell/  Netware,  LAN 
(Cisco  Routers),  WAN  and 
Sequent  Minis.  Perform  Fine 
Tuning  of  all  Servers.  Provide 
technical  support.  Req'd.  Masters' 
in  Comp.  Scie.  Or  Engg.  or  Math. 
1*  yr.  exp.  in  job  offered  or  1  yr 
exp  in  Any  computer  related 
profession.  ‘Will  accept  Bache¬ 
lors  degree  and  five  (5)  years  of 
progressive  work  experience  in 
lieu  of  Masters  and  one  (1)  year 
experience.  40  hrs/wk„  9a-6p, 
Mon-Fri,  $75,000/Yr.  Applicants 
should  submit  two  (2)  copies 
of  his/her  resume  in  response 
to:  Case  #20003704,  Labor 
Exchange  Office,  19  Staniford 
St.,  1st  Floor,  Boston,  MA 
02114. 


Experienced  Computer  Systems 
Analyst  for  Computer  consulting 
firm  with  clients  throughout  the 
U.S.  Duties  will  include  computer 
system  design,  analysis,  pro¬ 
gramming  and  maintenance  in 
all  functional  areas  for  corporate 
clients  including  warehouse,  in¬ 
dustrial  distribution  and  logistics, 
automation  and  financial  appli¬ 
cations.  Analysis  of  client's 
operations,  design  optimization 
plan  Defining  programming 
specifications,  software  testing, 
user  support  and  maintenance 
using  IBM  AS/400.  Usage  of 
programming  languages  including 
RPG/400,  Synon  1  &  2  and 
Visual  Basic.  Strong  emphasis 
required  on  Synon  skills.  Degree 
required  Experience  in  Devel¬ 
opment  and  maintenance  of 
Synon  2/E  product  family  applied 
to  financial  and  industrial  appli¬ 
cations  Please  submit  resume 
to  Ramis,  Inc.,  1762  Hilton  Head 
Blvd.,  Lady  Lake,  Florida  32159. 


MatrixOne,  Inc.,  a  leader  in 
product  development  manage¬ 
ment  software,  seeks  to  fill  the 
position  of  Managing  Director  of 
Professional  Services  in  their 
Chelmsford,  MA  office.  Position 
requires  a  degree  and  manage¬ 
rial-level  work  experience,  or  in 
the  alternative,  extensive  project 
management  experience  in  a 
demanding  consulting  organiza¬ 
tion  employing  a  broad  sweep  of 
technologies  including  ERP,  PDM, 
CAD,  Viewers  and  Integrations. 
Must  be  willing  to  travel  95%  of 
the  time  to  customer  sites.  If 
interested,  send  resume  to:  Alison 
Kiefer,  HR  Representative,  Matrix 
One.  Inc.,  Two  Executive  Drive, 
Chelmsford.  MA  01824,  via  fax: 
978-441-0071,  or  e-mail  alison. 
kiefer®  matrixone.com 


Hyseq  Pharmaceuticals,  Inc.-  is  a 
CA-based  public  biopharmaceu- 
tical  company  searching  for  new 
gene-based  products  through 
high-throughput  sequencing 
technology.  We  have  openings 
for  Sybase  Database  Adminis¬ 
trators  (#31 76DD)  in  our  Durham, 
NC  location.  Requires:  Bachelors 
in  CS  or  CE;  must  have  4  yrs. 
exp.  as  a  Database  Administrator 
working  with  Sybase  T-SQL. 
Must  possess  Sybase  DBA 
certification  and  knowledge  of 
Unix  operating  systems,  Perl, 
and  shell  scripting. 

Visit  Hyseq.com  for  more  info,  or 
send  resumes  to  Attn:  Michelle 
Mickey,  Staffing  Manager,  Hyseq 
Pharmaceuticals,  Inc.,  670 
Almanor  Ave.,  Dept.  BIO, 
Sunnyvale,  CA  94085.  Refer  to 
job  #,  pis. 


Lahey  Clinic  has  the  following 
openings  in  our  Burlington,  MA 
office: 

PeopleSoft  Database 
Administrator  (Job  Code:  PDA) 

Database  Administrator-SQL 
(Job  Code:  SQL) 

Candidates  must  have  either  a 
minimum  of  2  years  PeopleSoft 
system  administration  experience 
or  experience  in  a  database 
technical  support  environment 
including  administrative  support 
and  on-call  experience. 

Interested  candidates  should 
send  resumes  and  job  code  to 
Patrick  DeVivo,  Human  Resources 
Generalist,  Lahey  Clinic,  41  Mall 
Rd.,  Burlington,  MA  01805.  No 
phone  calls  please. 


Financial  Systems  Analyst 
wanted  by  staffing  firm  in 
Melville.  NY.  Reqd  Bach  or  US 
equiv  in  MIS  +  1  yr  comp  exp 
incl.  Oracle,  Hyperion,  MS 
Excel/ Access.  Fax  resume  to  M. 
Storelli  at  (631  >844-7363. 


Call  your 
ITcareers  Sales 
Representative 
or  Janis  Crowley. 

1-800-762-2977 


Internet  Design  Director  needed 
for  Miami  based  Internet  Service 
Provider  covering  Latin  America 
to  coordinate  and  develop  design 
work  and  design  department. 
Min  req.  Bach.  Degree  in  Design 
plus  2  yrs  exp  as  Web  Designer. 
Send  resumes  to  Tutopia.com, 
Inc.  15050  NW  79th  Ct„  #200 
Miami  Lakes,  Florida  3301 6  Ref. 
226. 


ADABAS  NATURAL 
AIX/UNIX 
PSSP  RS  6000 
HACMP  CISCO 
WEB  -  JAVA 
VB  C++  ORACLE 
TIVOLI  SAN 

NETWORKING  ENGINEERING 
SIDEWINDER 

Call  Mike  Sullivan 

Mutual  Computer  Consulting,  Inc. 

964  3rd  Ave.  31st  Floor 
New  York,  NY  10155 
800-310-9744 

E-mail  to:  mutualc@attglobal.net 


♦ 


OPERATIONS  ANALYST 
Perform  mainframe  operations, 
product  manufacturing  and 
Internal  Service  Desk  support; 
resolve  operational  problems  on 
releases  of  OS390,  VM,  VSE 
operating  systems;  switch  multiple 
tape  drive  between  operating 
systems;  perform  mainframe 
IPLs  and  system/data  backups/ 
recoveries  and  recommend 
operational  improvements.  Req. 
4  yrs.  exp.  in  the  job  offered  or  4 
yrs.  exp,  as  an  Operations  Supv. 
or  related.  Resumes  to  ASG, 
1333  Third  Ave.  Naples,  FL 
34102. 


Programmer  Analysts  (multiple 
positions)  sought  by  computer 
s/w  consultancy  firm  in  Satellite 
Beach,  FL.  Must  have  Bach  or 
equiv  in  Comp  Sci,  Engg  or 
equiv  &  1  yr  exp.  Respond  to:  HR 
Dept.,  Infinity  Software,  Inc.,  659 
Loggerhead  Island  Dr.,  Satellite 
Beach,  FL  32937. 


♦ 


Several  computer  related 
positions  available  for  a  large 
communications,  marketing 
and  distributing  company. 
Degree,  technical  skills  & 
experience  vary  per  position. 
Send  resume  to  Ernie  Mueller, 
CMD  Services,  Inc.,  3060 
Premiere  Parkway,  Duluth, 
GA  30097. 


Sr.  Programmer/Analyst  sought 

by  a  commercial  bank.  Must 

have  Associate  or  equiv.  in 

Comp.  Sci.  or  Eng.  +  6  yrs.  exp. 

in  designing,  programming 

complex  compu  systems  for 

financial  appli.  Response  to  H  R. 

#LT,  BTM  Info.  Services,  Inc.. 

Harborside  Financial  Ctr  -  Plaza 

III,  Jersey  City,  NJ  0731 1 .  EOE. 

Programmer/Analyst.  Analyze, 
design,  dev.  &  implement  HR 
systems.  Data  Modeling  &  Data 
Migration  using  C.A.  ERWIN. 
Knowledge  Oracle  Financials, 
dev.  applications  using  Microsoft 
(DOT)  Net.  Fax  resume  215- 
782-2083  Ref.  FD. 

Thomson  Financial  currently  has 

a  position  available  for  Team 

Manager  at  our  Boston,  Massa¬ 
chusetts  office.  Please  send 

resumes  to:  Thomson  Financial, 

Attn.  HR,  22  Thomson  Place, 

Boston.  MA  02210.  Fax:  617- 

856-5601  We  are  an  equal 

opportunity  employer. 

Programmer/Analyst:  Plan, 
develop  programs,  evaluate  for 
feasibility,  cost,  time,  system 
compatibility;  convert  project 
specs;  enter  codes;  design  dis¬ 
plays;  run,  test,  debug,  correct 
syntax/logic;  document,  prep 
manuals,  installation,  training 
routines.  Prevailing  wage,  9a-6p. 
Req:  Associate's  in  Comp  Tech 
or  related  &  2  yrs  exp.  Resume: 
O.  Toubul,  A  Millennium  Moving 
&  Storage,  1360-H  NW  65  Av, 

Plantation,  FL  33313 

Sr.  Programmer  Analyst  sought 

by  S/ware  co  in  Skillman,  NJ  for 

s/ware  developmnt  position  in 

area  of  GUI  developmnt  & 

Distributed  application  develpmnt 

for  financial  industry  applica¬ 
tions,  incldng.  Trade  applctns. 

Must  possess  Assoc,  deg.  in  any 
field  &  3  yrs  exp  in  s/ware 

develpmnt.  Send  resume  to: 

Optimal  Solutions,  Inc,  3 

Richmond  Dr.,  Skillman,  NJ 

08858. 

SYSTEMS  ENGINEER  (DSP) 
wanted  by  NJ  Co.  involved  in 
Dvlpmt  &  Mktg  of  specialized 
S/ware.  Must  have  Bach  in 
Comp  Sci,  Elec  Engg  or  related 
field  &  2  yrs  DSP  algorithm 
dvlpmt  experience.  Respond 
by  resume  to:  HR  Dept.,  C&P 
Technologies,  Inc.,  294  Harrington 
Ave.,  Closter,  NJ  07624. 

Computer  Support  Specialist  - 

Implemt,  maintain  &  update  net¬ 
worked  com  system  mg'g  outlet 

databases.  Develop  customized 

reports.  Coord  comp  aided  effi¬ 
cient  transactions.  Train  &  instruct 

sys  users.  35  hrs.  Bach  in  Comp 

Sci  (or  for.  equiv).  2  yrs  exp  or  2 

yrs  comp  instruction  exp.  Fax 

resume  &  salary  reqmts  to  (954) 

966-9967,  Attn:  Mr.  Sikder. 

Systems  Analyst  (Sr.)  for  NJ 

based  co.  Must  have  a  Bachelor's 

degree  in  Comp.  Sc.,  Engg.  &  5 
yrs  of  exp  in  Comp.  S/W  dev., 
consulting,  testing.  Proficiency 
w/VB,  VS  and  in  implementing 
mobile  applications  for  Palm 
OS/Win  CE,  and  an  ability  to 
express  complex  technical  con¬ 
cepts  in  business  terms.  Respond 
to:  HR  Dept.,  NuWare Technology 
Corporation,  100  Wood  Ave., 

Ste.  306,  1 selin,  NJ  08830.  No 
phone  calls.  (Ref:  RG7889IM). 

Software  Engineer 

Baytree  Associates  seeks  a 
Software  Engineer  to  provide 
software  engineering  and 
consulting  services  in  project 
design,  development,  testing, 
and  implementation  of  server 
based  computer  applications 
using  ORACLE  applications  and 
tools.  SQL’Loader,  SQL'Plus, 

Forms  or  PL/SQL.  Bachelor’s 
Degree  in  Engineering,  Math, 
Science  or  related  field  plus  2 
yrs.  Exp.  req’d.  Fax  resumes  to 
ATTN:  HR  Mgr.  704-424-5642. 

Analytics,  a  leading  provider  of 

B2B  e-sourcing  solutions,  has 
an  opening  for  a  Senior  Devel¬ 
oper  in  Parsippany,  NJ  to  ana¬ 
lyze,  design  &  develop  client 

server  &  3-tier  e-commerce 

applications  using  technologies 

such  as  Java,  XML,  EJB, 

Servlets  &  databases.  MS  in 

Comp  Sci  or  Engg  with  relevant 

work  exp  reqd.  Send  resume  to: 

Andi  Hoyt,  Analytics,  15  Meigs 

Ave,  Madison,  CT  06443. 

Technical  Support  Specialist. 
8a-2p.  30  hrs/wk.  Provide  tech 
support  for  firm's  internet  web¬ 
sites;  analyze  &  dsgn  projects 
w/ref  to  hardware/software  reqmts; 
review,  modify,  test  prgm  &  provide 
tech  support,  updates  &  links  to 
lawyers/relevant  websites  for 
expanding  legal  practice.  Bach 
of  Sci  or  equiv  deg  in  Comp  Sci 
or  Engg;  Electronics  or  Electrical 
Engg.  Resume  to:  Udai  V.  Singh, 

PC,  2282  Birdie  Lane,  Duluth, 

GA  30096. 

Programmer.  Designs,  develops 
ebusiness  &  other  applications 
using  Siebel  VB  Script,  Siebel 
Remote,  Siebel  Anywhere, 
Sybase,  MSSQL  Server.  2  yrs' 
exp.  Systems  Analyst,  Siebel 

cert.  Fax  resume  215-782-2083 

Ref.  AH. 

Programmer  Analyst  wanted  by 
telecommunications/internet 
company.  Must  have  bachelor's 
degree  in  Computer  Science 
and  speak,  read  and  write 
Spanish.  Send  resume  to 
A.  Kalberg,  Terra  Networks 
Operations,  Inc.,  1201  Brickell 
Ave.,  #700,  Miami,  Florida 
33131. 

Three  openings  available  for 
a  Functional  Analyst  to  design, 
develop,  and  implement  software 
projects  related  to  legacy  sys¬ 
tems  migration  to  world  wide  web 
and  client-server  technologies 
using  C/C++  Microsoft  Viisual 
Basic,  Oracle,  Cold  Fusion, 
Honeywell  COBOL,  Focus 
and  UNIX.  Frequent  travel  is 
required.  Applicant  must  pos¬ 
sess  a  bachelor  degree  or  its 
equivalence  and  two  years  of 
experience.  Competitive  Salary. 
Send  resume  to  PSI  International 
Inc.,  10306  Eaton  Place,  Suite 
400,  Fairfax,  VA  22030. 

Programmer/Analyst  wanted  by 
Youngtech  Inc.  in  Edison,  NJ. 
Must  have  Master's  deg  in  comp 
sci  or  related  fields  w/strong 
knowl  of  prgmg  in  K  shell  script 
&  Pro  C,  writing  stored  proce¬ 
dures,  functions  &  triggers  using 
C,  C++,  PL/SQL,  Oracle  &  other 
database  systms  under  Unix 
envrmnt.  Candidate  must  also 
have  background  w/Oracle 
RDBMS  &  to  be  able  to  maintain, 
debug  &  implmt  client/server, 
object-oriented  s/ware  code  for 
systm  components  using  HTML, 
JSP,  Java  &  JDBC  Please  send 
resume  to  HR  Dept.  Youngtech 
Inc  ,  2147  Rt  27.  1st  Floor. 
Edison,  NJ  08817  Fax  #:  732- 
650-9668 

A  new  millenium,  a  new  solution.  ITcareers. 
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"Software  Engineer:  Researches/ 
develops/tests/documents  soft¬ 
ware;  evaluates  performance/ 
maintenance  requirements; 
develops  specialized  applications 
using  AS/400,  ASP.  Visual  Basic, 
Active  Reports  and  SQL  Server. 
Req.  Master's  in  Comp.  Science, 
Statistics.  Engineering,  related  / 
equivalent  &  2  yrs.  exp.  Resume 
to  Debra  Ramirez  at  GDKN 
Corp.,  300  Pine  Island  Road, 
Suite  3033,  Ft.  Lauderdale 
33324" 


Quality  Assurance  Team 
Leader-  Req.  B.S.  Computer 
Science,  Engineering  or  related 
field  and  exp  in  Manual  Testing 
in  the  Internet  Environment; 
Senior  Configuration  Specialist- 

Req.  B.S.  Computer  Science, 
Engineering  or  related  field  and 
exp  in  developing  maps  using 
Mercator  and  EDI  programming; 
Sr.  Technical  Manager-  Req: 
B.S.  Engineering  and  exp  in 
heavy  supply  chain  management 
execution,  signma  consulting 
and  use  of  Mercator  and  sterling; 
Sr.  Software  Engineer-  Req.  B.S. 
and  exp  in  coding  complex 
algorithms  and  object  oriented 
design.  Apply  to:  Eventra,  Inc, 
Attn:  HR  Dept,  440  Wheelers 
Farms  Rd,  Milford,  CT  06460 


COMPUTER  SUPPORT  SPE¬ 
CIALIST  needed  by  a  Computer 
Service  &  Integrator  company  in 
Lincolnwood,  IL.  Must  have  an 
Associate  Degree  with  1  year 
exp.  in  computer  technical 
support  with  Microsoft  Certified 
Professional  Certificate.  Respond 
to:  Pres.,  Compuelectronics,  6512 
North  Lincoln  Ave„  Lincolnwood. 
IL  60712.  No  calls. 


Product  Marketing  Engineers 
needed  by  Austin,  TX  co. 
involved  in  design  &  mftr  of 
s/ware  &  h/ware  to  aid  in  selling 
software/hardware  and  to  provide 
technical  services  using  knowl  of 
engg  by  dvlpg  mktg  materials 
and  working  with  R&D  engg. 
Requires  Bach,  in  Engg.  Comp 
Sci.,  Physics  or  Math.  Fax  re¬ 
sumes  to  Raja  Faris,  National 
Instruments  Corp.  at  512-683- 
6924.  Put  code  PME  on  resume. 


NETWORK  ADMINISTRATOR 
needed  by  an  Engineering 
Consulting  Firm  in  Chicago,  IL. 
Must  have  an  Associate  Degree 
with  2  yrs.  exp.  in  computer 
networking  with  Microsoft 
Certified  Professional  Certificate. 
Respond  to  Pres.,  Gandhi  and 
Associates,  Inc.,  6035  N. 
Northwest  Highway,  Ste.  306, 
Chicago,  IL  60631 .  No  calls. 


NETWORKTECHNICIAN  wanted 
by  a  Computer  Service  &  Inte¬ 
grator  in  Lincolnwood,  IL.  Must 
have  an  Associate  Degree  with 
6  months  exp.  in  computer  tech¬ 
nical  assistance  with  Microsoft 
Certified  Professional  Certificate. 
Respond  to:  President,  Compu¬ 
electronics,  6512  North  Lincoln 
Ave.,  Lincolnwood,  IL  60712. 


Software  Engineer  sought  by 
software  consulting  company  in 
Sugarland,  TX  to  work  in  Denver, 
CO.  Engage  in  full  life-cycle 
software  development  in  an  IBM 
mainframe  environment.  The 
software  applications  run  on 
an  MVS  operating  system  and 
interface  with  a  DB2  database. 
Analyze  requirements.  Create 
designs  and  design  documenta¬ 
tion.  Code,  test,  implement,  and 
de-bug  the  software  applications. 
Use  COBOL  and  REXX  pro¬ 
gramming  languages,  the  CICS 
graphical  user  interface  tool.  Job 
Control  language,  the  Xpeditor 
de-bugging  tool,  and  the  Endevor 
software  configuration  manage¬ 
ment  tool  in  the  design  and 
development  process.  Engage  in 
project  management  as  required. 
Requires  bachelor's  degree  or 
foreign  equivalent  in  Computer 
Science,  Engineering  or  a  related 
field  including  Production  Engi¬ 
neerings  yr  exp.  in  full  life-cycle 
software  development  in  an  IBM 
mainframe  environment;  working 
knowledge  of  DB2  databases, 
REXX  programming  language 
and  the  ENDEVOR  tool.  $66, 1 00 
/yr.  M-F;  8am-5pm.  (5  openings) 
Respond  by  resume  to  James 
Shimada,  Colorado  Department 
of  Labor  &  Employment,  Employ¬ 
ment  &  Training  Division,  Tower 
II,  #400, 1515  Arapahoe,  Denver, 
CO  80202  &  refer  to  Job  Order 
Number  C05009885. 


IP* 

Kama  Consulting  Inc. 
TOP  SS's,  W2  or  1099 

We  are  a  fast  growing 
Consulting  company  based 
in  New  Jersey. 

Excellent  opportunities  for 
Programmers, 

Systems  Analysts,  DBAs. 

Sun  Solaris  System  Admins. 

Natural,  Powerbuilder, 
ADABAS,  ORACLE,  SYBASE, 
PROGRESS,  COBOL 
TCP/IP,  Delphi/VB,  Windows  NT 

Send  your  resume  to 

Rod  McFadden 

Kama  Consulting 
Fax:201-934-7166 
Email:Kamaco@aol.com 

Software  Engineer:  (St.  Louis, 
MO):  Design/develop/configure/ 
implement  advanced  Internet 
software  applications  and  perform 
server/network  adm.  utilizing 
C/C++.  ColdFussion,  VB,  SQL 
and  Oracle  on  UNIX/Windows 
platforms.  Require  M  S.  in  Comp. 
Sci.,  EE  or  Math.  Plus  1  yr.  exp. 
(or  BS  plus  5yr.  exp.)  Competitive 
salary;  40hr/wk.,  Mon.-Fri., 
8:00am-5:00pm.  Resume  to: 
Jessica  Zhao,  HR,  Hyson  Int'l 
Corp.  210  N.  Tucker,  Suite700, 
St.  Louis,  MO  63101.  No 
call/EOE 

Systems  Analyst  with  regional/ 

global  systems  design,  migration 

&  implementation  experience  for 

senior  position  with  SAIC. 

Requires  travel  for  project 

assignments.  Send  resume  to 

Jennifer  Bakken,  5001  Rockside 

Rd.,  Ste.  700,  Crown  Center 

II,  Independence,  OH  44131 

or  on-line  at 

jennifer.i.bakken@saic.com. 

EOE. 

Software  Consultant  -  Analyze 
the  existing  system,  re-engineer 
using  Oracle,  Oracle  Forms, 
Oracle  Case,  Oracle  Reports, 
and  Oracle  HRMS.  Reqs:  Master's 
in  Computer  Science,  Computer 
Applications,  Mathematics,  Elec¬ 
trical/Electronic  Engineering  or 
its  foreign  ed  equiv  and  2  yrs  exp 
in  the  job  offered.  $66,700/yr, 
40  hrs/wk,  9a-6p.  M-F.  Send  2 
resumes  to  North  Metro,  Job 
Order  #GA7040411,  2943  N. 
Druid  Hills  Rd.,  Atlanta,  GA  30329 
or  the  nearest  Department  of 
Labor  Field  Service  Office.  An 
employer  paid  ad.  Must  have 
proof  of  legal  authority  to  work  in 
the  US. 

System  Analyst  to  analyze 
projects  for  market  Risk  Mgmt. 
Develop  systems  to  capture  and 
transform  trading  positions  and 
market  financial  data.  M  S.  or 

equivalent.  Min  2  yr  exp.  in 
Finance/Computer  Science.  CV: 
Market  Risk  Mgmt,  127  Public 
Square-0501.  Cleveland,  OH 
441 14  No  Calls.  EOE. 

Tech.  Reps  needed  by  Austin, 
TX  co.  to  design  &  implement 
complex  numerical  and  process 
control  algorithms;  ensure  com¬ 
pany’s  analysis  capabilities 
carefully  implemented;  provide 
advanced  tech  support  to 
customers  in  the  use  of  LabView 
process  control  and  numerical 
analysis.  Requires  Assoc,  degree 
in  Electronics.  Fax  resumes  to 
Raja  Faris,  National  Instruments 
Corp  at  512-683-6924. 

Sys.  Engg.  wanted  by  NJ  based 
for  Iocs,  throughout  US.  Must 
have  Master's  degree  in  Comp. 
Sc.,  Engg.  &  1  yr.  exp.  in  Comp. 
S/W  developing  and/or  consult¬ 
ing.  Proficiency  w/VB,  VS  and  in 
implementing  mobile  applications 
for  Palm  OS/Win  CE,  and  an 
ability  to  express  complex  tech¬ 
nical  concepts  in  business 
terms.  Respond  to:  HR  Dept., 
NuWare  Technology  Corp.,  100 
Wood  Ave.,  Ste.  306,  Iselin,  NJ 
08830.  No  phone  calls.  (Ref: 
GG7888IM). 

Investment  firm  requires  network 
administrator  to  maintain  and 
develop  secure  computer  net¬ 
work,  data  transmission  software 
and  hardware  infrastructure  for 
40  users.  System  includes  Ex¬ 
change  Server,  SQL  Server, 
Client/Server  applications,  VPN, 
routers,  firewalls.  Responsibilities 
include  maintaining  and  devel¬ 
oping  secure  database  connec¬ 
tivity  with  outside  data  providers; 
securing  network  access  points; 
providing  support  to  users;  test¬ 
ing;  selection,  recommendation 
and  purchase  of  new  hardware/ 
software.  Requires  2  years 
experience  in  the  job  duties. 
Submit  resume  to:  Human 
Resources,  VEZ  Systems,  P.O. 
Box  525,  Cresskill,  NJ  07626. 

Programmer/Analyst  wanted  by 

EFS  Services,  Inc.  in  Indianapolis. 

Must  have  degree  in  Computer 

or  Math  and  experience  in  Java, 

JSP,  JRun,  Oracle  8.0,  SQL 

Plus.  Please  send  resume  to: 

Bryan  Miller,  EFS  Services,  Inc., 

8425  Woodfield  Crossing  Blvd., 

Suite  401,  Indianapolis,  IN. 

46240.  No  calls  please. 

Solid  results,  record  speed  -  IDG  Recruitment  Solutions. 
Call  Janis  Crowley  at  1-800-762-2977  W  IDG 


Recruitment  Solutions 


Software  Engineer-Scientific  - 
Design,  &  develop  sw  for  mtls 
char  &  Xstlog.  Create  GUI  &  sci 
code  to  conduct  computations 
req.forXRD.  Create  Xstlog  tools 
&  perform  cust  support.  Require 
PhD  or  equiv.  in  Chem.,  Phys  or 
Mat.  Sci.  Hands-on  exper  with 
the  xprmntl/comp  tools  of  XRD 
incl  single  xstl,  quasi-periodic  & 
polyxstln  mtls.  Proficient  VB, 
Java,  C,  C++.  Need  4  yrs 
work/ed  combined;  exprnc  in 
algorithm  dev.,  graphics  &  web 
programming  &  applets  (exprnc 
to  be  proven  by  programs 
submitted);  demonstrate  ability 
to  perform  adv.  research  through 
pubis  in  referred  sci  journals. 
Salary  $80K.  Respond:  PO 
Box  791 ,  Livermore  CA  94550. 
Interview  &  Loc:  Livermore.CA. 


Web  Developer  wanted  by 
Fountain  Valley,  CA  company  in 
import  and  distribution  of  auto¬ 
mobiles.  Will  participate  in  devel¬ 
opment  of  Internet  and  Intranet 
applications,  databases,  web 
pages  in  multiple  environments, 
platforms  and  assist  with  devel¬ 
opment,  implementation  of  Java 
Script,  VB  Script  functions  for 
web  application  functions  for 
web  applications  and  Java  applets 
based  sen/ices,  test  development 
and  creation  of  documentation. 
Bachelor's  degree  in  Computer 
Science  required.  Send  resume 
to  K.P.  of  HR  Department  of 
Hyundai  Motor  America  at  1 0550 
Talbert  Ave.,  Fountain  Valley,  CA 
92728-0850. 


♦ 


Software  Engineer  -  Cupertino, 
CA-Develop  USB  2.0  device 
controller  evaluation  environment 
with  firmware,  micro-controller, 
windows  WDM  device  driver 
&  windows  MFC  applications. 
Responsible  for  software  speci¬ 
fication  of  host/device  side  testing 
environment  of  the  OTG  care. 
Must  have  Bachelor's  degree  in 
computer  science,  physics  or 
mech  engineering  &  5  yrs  exp 
in  job  or  Master's  degree  in  com¬ 
puter  science,  physics  or  mech 
engineering.  Pis  fax  resume  to: 
408-342-8699. 


Corfiant,  Inc.  provides  IT  strategy 
consulting,  systems  integration 
and  software  development  to 
clients  nationwide.  We  have 
immediate,  full-time  opportuni¬ 
ties  for  both  entry-level  and 
experienced  professional  in  any 
of  the  following  areas: 

NETWORKING 

»-  Network  Engineers  & 
Consultants 
»■  Systems  Engineers 
(MCSE) 

»-  LAN/WAN  Specialist 
(CISCO) 

APPLICATION 

DEVELOPMENT 

»  Microsoft  Certified  Solution 
Developer 

(Visual  Basic,  Visual  C++) 

*  Database  Administrators 
(Oracle,  SQL  Server) 

»  Web  Based  Development 
(Java  or  JavaScript,  CORBA, 
Microsoft  ASP,  ActiveX, 
COM/DCOM) 

Job  opportunities  are  also  avail¬ 
able  for  Sale  Managers, 
Marketing  Managers,  Business 
Managers,  Human  Resources 
Managers,  Controllers  and 
Technical  Recruiters.  Bachelor’s 
or  Master’s  degree  required, 
depending  on  position.  We  also 
accept  the  foreign  education 
equivalent  of  the  degree  or  the 
degree  equivalent  in  education 
and  experience.  Excellent  ben¬ 
efits.  Send  confidential  resume 
and  salary  requirements  to: 
Corliant,  Inc,  8  Neshaminy 
Interplex,  Suite  209,  Trevose, 
PA  19053.  An  equal  opportunity 
employer. 


API  Engineer 

Vertex  Interactive,  Inc.  has  an 
opening  in  its  Bloomington, 
Minnesota  offices  for  an  API 
Engineer. 

Develop  and  support  program¬ 
matic  interfaces  between  the 
Company's  order  fulfillment  TMS 
product  (Conquest)  and  other 
SCE,  WMS,  OMS  and  ERP  busi¬ 
ness  partner  applications  using 
VB,  VBScript,  JavaScript,  ASP, 
ActiveX,  COM+,  MTS  and  SQL 
7.0.  Utilize  an  XML  and  COM 
interface  to  allow  programmatic 
interfaces  between  Web-sites, 
across  WAN's  and  in  a  LAN 
environment. 

At  least  a  bachelor's  or  its  equiv¬ 
alent  in  Computer  Science, 
Engineering  of  a  related  field 
and  several  years  relevant 
experience,  including  experience 
with  VB,  VBScript,  ASP,  ActiveX, 
COM+,  MTS  and  SQL  7.0. 

Resume  and/or  cover  letter  must 
reflect  each  requirement  above 
and  specify  reference  code  APIE 
or  it  will  be  rejected. 

Forward  resume  to  Debra 
Maron,  Director,  Human 
Resources,  Vertex  Interactive, 
Inc.,  22  Audrey  Place,  Fairfield, 
NJ  07004. 


Programmer  I 

Vertex  Interactive,  Inc.  has 
an  opening  in  its  Bloomington, 
Minnesota  offices  for  a  Program¬ 
mer  I.  Work  in  cooperation  with 
other  Programmers  to  develop  a 
proprietary  logistics  application, 
which  tracks  shipment  and  order 
entry  information.  Design  test 
plans  and  test  cases,  execute 
tests,  identify  problems  and 
proposes  solutions  with  regard 
to  new  applications.  Work  in  both 
a  client  server  environment  and 
an  Internet  server  environment 
in  order  to  test  the  necessary 
interfaces  for  customers.  At  least 
a  bachelor's  or  its  equivalent  in 
Computer  Science,  Engineering 
or  a  related  field  and  relevant 
experience,  including  SQL  Server 
7.0,  Visual  Basic,  WinRunner 
and  Windows  2000/95/NT. 
Resume  and/or  cover  letter  must 
reflect  each  requirement  above 
and  specify  reference  code  PI 
or  it  will  be  rejected.  Forward 
resume  to  Debra  Maron,  Director, 
Human  Resources.  Vertex  Inter¬ 
active,  Inc.,  22  Audrey  Place, 
Fairfield,  NJ  07004 


Business  Systems  Administrator 
needed  by  a  mini  mart  and  retail 
gasoline  sales  vendor  head¬ 
quartered  in  Hayward,  CA.  Must 
have  Bach.  Degree  in  Bus.  Admin, 
with  2  yrs  exp  in  job  offered  or  as 
a  network  administrator.  Send 
resume  to  Vintners  Distributors, 
Inc.,  Attn:  Naresh  Goyal,  President, 
28456  Century  Street.  Hayward, 
CA  94545. 


SeniorWeb  Programmer -Website 
development  &  enhancement. 
Code  programs  using  HTML, 
ASP,  SQL,  Java  Script.  VB 
Script,  Java,  Visual  Basic.  MS 
Access  &  3rd  party  tools.  Test, 
implement,  maintain  &  document 
systems.  Req:  Master's  Degree 
in  Computer  Science/Information 
Systems.  40hr/wk  Job/interview 
site:Virtualab,  20675  S  Western 
Ave  #200  Torrance  CA  90501 


CyberTech  Systems,  Inc.  pro¬ 
vides  IT  strategy  consulting, 
systems  integration  and  soft¬ 
ware  development  to  clients 
nationwide.  We  have  immedi¬ 
ate,  full-time  opportunities  for 
both  entry-level  and  experi¬ 
enced  professional  in  any  of  the 
following  areas: 

SAP  R/3 

♦  Functional 

(Financials,  Logistics,  HR) 

♦  Technical 

(BASIS,  ABAP,  ALE/EDI) 

NETWORKING 

♦  Network  Engineers  & 
Consultants 

♦  Systems  Engineers 
(MCSE) 

♦  LAN/WAN  Specialist 
(CISCO) 

APPLICATION 

DEVELOPMENT 

♦  Microsoft  Certified  Solution 
Developer 

(Visual  Basic,  Visual  C++) 

♦  Database  Administrators 
(Oracle,  SQL  Server) 

♦  Web  Based  Development 
(Java  or  JavaScript,  CORBA, 
Microsoft  ASP,  ActiveX, 
COM/DCOM) 

Job  opportunities  are  also 
available  for  Sale  Managers, 
Marketing  Managers,  Business 
Managers,  Human  Resources 
Managers,  Controllers  and 
Technical  Recruiters.  Bachelor's 
or  Master's  degree  required, 
depending  on  position.  We  also 
accept  the  foreign  education 
equivalent  of  the  degree  or  the 
degree  equivalent  in  education 
and  experience.  Excellent  ben¬ 
efits.  Send  confidential  resume 
and  salary  requirements  to: 
CyberTech  Systems,  Inc  1111 
West  22nd  Street,  8th  Floor, 
Oak  Brook,  IL  60523  or  8 
Neshaminy  Interplex  Suite  209, 
Trevose,  PA  19053.  EOE. 


SOFTWARE  ENGINEERS:  Re¬ 
sponsible  for  software  integration 
and  external  interface  develop¬ 
ment.  Use  combination  of  Oracle 
PL-SQL,  CASE  tools  and  Peo- 
pleSofi  under  Oracle  8.x  environ¬ 
ment  to  develop,  create,  modify 
and  maintain  application  soft¬ 
ware  and/or  utility  modules  for 
DoD  HRMS  application  64K- 
72K(F-T;  40hr/wk);  New 

Orleans,  LA;  B.S.Computer 
Science  (or  equivalency);  4  yrs 
experience  or  related  experience 
in  ERP  package  customization. 

Contact:  Kenneth  Burkhalter 
personnel ©otisincl  net 
Tel.:  (985)781-3892 
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Transforming  Your  Business  Using  CRM  and  PRM-Third  Annual 
Executive  Summit  ' 

An  Interactive  Forum  for  Chief  Executives  and  Senior  Sales,  Marketing,  and 
Customer  Care  Management  Seeking  to  Cain  Competitive  Advantage 


CASE  HISTOHIES  AND  INSIGHTS  FROM 
EXECUTIVES  IN  THE  TRENCHES: 


SHAWN  BECKER 
Senior  Director. 
e-Business 
Affymetrix,  Inc. 

JAY  BUTTERBRODT 

Director. 

Strategic  Projects 
Siemens  Medical 
Systems.lnc. 

MARK  J.  FOSTER 
Vice  President. 

Sales  Effectiveness 
AT&T  Business 


MOHAN  MENON 
Vice  President. 
Global  Customer 
Value 

MasterCard 


JAMIE  MOORE 
Global  CRM 


MARK  SAUTER 

CRA1  Business  Process 

Consultant 

Dow  Corning 

Corporation 


EXECUTIVE  SUMMIT  HIGHLIGHTS: 

■  Innovative  format  providing  unparalleled 
interaction  among  delegates  and  speakers:  Executive 
Forum  Workshops.  General  Session  Think-Tanks. 
Roundtable  Discussions.  Panel  and  Q&A  Sessions. 
Online  CRM  Survey,  and  more  (see  page  three  for 
details) 

■  Executive  Forum  Golf  Tournament.  Sunday.  January  1 3. 
2002:  Perfect  for  ANY  Level  change  the  next  bullet 
"substantial  networking...)  by  deleting  "  Executive 
Forum  Golf  Scramble"  second  to  last  bullet,  change  to 
Roll-up-your-sleeves  Executive  Forum  (singular)  on 
CRM  Analytics  and  Managing  Customer  Touchpoints. 
Monday.  January  14.2002 

■  Substantial  networking  opportunities  including 

Executive  Forum  Golf  Scramble  and  Southwestern 
BBQ.  Las  Vegas  Night  Welcome  Reception.  Speaker- 
Hosted  Luncheon  Roundtables,  and  more 

■  Roll-up-your  sleeves  Executive  Forums  on  CRM 
Analytics  and  Managing  Customer  Touchpoints 

■  Make-it-happen  Executive  Workshop  on  The  Leader  as 
Coach:  Evoking  Excellence  in  Your  Team 

■  Frost  &  Sullivan  Market  Engineering  Awards 
Presentation  for  CRM  Excellence  In  Your  Team. 
Thursday.  January  17.2002 


The  SunBurst  Hotel 
Scottsdale,  Arizona 

EXECUTIVE  FORUMJ 

January  13-14,  20&2 

GENERAL  SESSION  & 

MAIN  exhibition: 

January  15-16,  2002 

EXECUTIVE  workshop: 

The  Leader  as  Coach:  Evoking  Excellence  in 
Your  Team 
January  17,2002 

Mention  CRM  Magazine  and  register  at  VIP  Rates 


For  more  information  email:  cfsales@frost.com 


GENERAL  SESSION  EXHIBITORS 


IBAAN  CRM 


INSIGHTEXPRESS, 

LLC 


MARKETFIRST 


MICROSOFT 


SIEBEL  SYSTEMS 
STONE  ANALYTICS 


TERRALIGN 
VISUAL  INSIGHTS 


Register  Now  at  I.877.GO  FROST 


The  Job  Seeker's 
Knockout  Punch! 


*>. 


VS 


NAACP  DIVERSITY 


CAREER  FAIR 


"The  "1  Diversity  Career  Fair  In  The  Nation  ” 

Meet  face-to-face  with  the  area's  hottest  companies  and 
land  a  job  with  more  money,  opportunity  &  challenge! 


2002  UPCOMING  SCHEDULE  OF  EVENTS 


LOS  ANGELES,  CA 

i  COLUMBIA,  MD  ! 

DALLAS,  TX 

ST.  LOUIS,  MO 

Mon.,  January  21 

:  Wed.,  January  23  j 

Tues.,  March  5 

Mon.,  March  25 

WASHINGTON,  DC 

!  PHILADELPHIA,  PA  ! 

DETROIT,  Ml 

ATLANTA,  GA 

Mon.,  January  21 

:  Wed.,  February  13  : 

Tues.,  March  5 

Tues.,  March  26 

CALL  1-800-562-7469  FOR  MORE  INFORMATION  ON  EXHIBITING  OR  ATTENDING! 


Or  check  out  www.naacpcareerfair.com  to  find  out  more  about 
these  events  and  other  career  opportunities. 


The  NAACP  Diversity  Career  Fair  is  produced  and  managed  by  Shontex 

2601  Ocean  Park  Boulevard,  Suite  200  •  Santa  Monica,  CA  90405  •  (310)  450-8831 


COMPUTER 

Ascential  Software  has  job 
opportunities  in  the  following 
locations:  California  (Los  Gatos, 
Oakland);  Massachusetts  (West- 
boro);  and  in  other  areas  across 
the  United  States: 

*  Software  Engineers  (All  Levels) 
A  Database  Administrator 

*  Development/Engineering/ 
Project  Managers 

A  Programmer  Analysts 

*  Systems  Analysts 

*  Technical  Support  Engineers 
A  Sales  Engineers 

For  immediate  consideration, 
send  your  resume  with  salary 
requirements  to; 

Ascential  Software  Corporation 
50  Washington  Street 
Westboro,  MA  01581 

Or  email  to; 

staffing  <9  ascentialsoltware.com 

See  our  website  for  additional 
openings: 

www. ascentialsottware.com . 
EOE 
M/F/D/V. 

No  phone  calls  please 


TO  HIRE. 


(T)  careers.com 


ENGINEERING 

Apple  is  looking  for  a  qualified 
individual  for  the  following 
opening: 

Consulting  Engineer 

Send  your  resume  to:  Apple,  1 
Infinite  Loop.  MS  84-3CE,  Dept. 
CW102,  Cupertino,  CA  95014. 
Or  fax  to:  (408)  974-5691. 
Principals  only,  no  phone 
calls  please.  Opportunities  are 
also  available  in  other  areas. 
Apple  Computer  has  corporate 
commitment  to  the  principle 
of  diversity.  In  that  spirit,  we 
welcome  applications  from  all 
individuals.  EOE.  Check  out  our 
Web  page:  www.apple.com/jobs 


Talent  is  the 
fuel  of  the 
new  economy. 

Fill  up  with 
ITcareers. 

ITcareers  and 
ITcareers.com  can 
pur  your  message  in 
front  of  2/3  of  all  US 
IT  professionals.  If 
you  want  to  make 
hires,  make  your 
way  into  our  pages. 
Call  Janis  Crowley 
at 

1-800-762-2977 

ITcareers 

whare  the  best 
gut  batter 


Every  day  hiring  managers 
turn  to  ITcareers.com  for* 
the  best  IT  candidates.They  know 
us  and  they  know  we  can  deliver. 


If  you  want  a  better  challenge,  we 
challenge  you  to  find  a  better  IT 
career  site  than  ITcareers.com. 


Mr 

Look  who’s 

hiring  at 

ITcareers.com 
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Blue  Arc 

Opticom,  Inc 

’Indicates  Regional  Demographic 

Network  World  Seminars  and  Events 
are  one  and  two -day.  intensive  seminars 
in  cities  nationwide  covering  the  latest 
networking  technologies.  All  of  our  sem- 
inars  are  also  available  for  customized 
on-site  training.  For  complete  and  imme¬ 
diate  information  on  our  current  seminar  offerings,  call  a 
seminar  representative  at  800-643-4668.  or  go  to  www.nwfu- 
sion.com/seminars. 


NetwoiftWoild 

seminars  -events 


World  by  ordering  reprints  of  your  editorial 
mentions.  Reprints  make  great  marketing 
materials  and  are  available  in  quantities  of 
500  and  up.  To  order,  contact  Reprint 
Management  Services  at  (717)  399-1900  *124 
or  E-mail:  rtry@rmsrepnnts.com 
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Frank  Coelho,  Senior  Manager,  Business  Services 
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countries.  Ninety  million  people  read  one  or  more  IDG  pubk- 
I  cations  each  month.  Network  World  contributes  to  the  IDG 
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tional  computer  news. 
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By  going  wireless,  Alvaka 
Networks  will  cut  labor 
costs  15%  and  save  $2,00C 
per  month  in  billingr-^l 
t  expenses. 


Cl  IUII9  With  new 

dftu£h $12000fax 

WwM^p  ■  server  software 
Harlan  Bakeries  will  see  a  ROI  > 
of  $25,000  in  one  year. 
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Resolutions 

continued  from  page  1 

new  server  — Verzal  says. 

2.  Centralize  global  IT 
systems. 

Troy  Tates  first  goal  in  2002  is  to  standardize  the  net¬ 
work  hardware,  software  and  processes  at  Cl'S’  18  national 
and  global  offices. The  corporate  network  manager  says 
each  location  maintains  its  own  e-mail,  internal  network 
and  IS  structure,  making  CTS  appear  —  in  terms  of  its  net¬ 
work  —  like  18  separate  companies,  rather  than  one  cohe¬ 
sive  team. Tate  has  not  yet  determined  the  amount  of  sav¬ 
ings  potential,  but  the  company  expects  within  three  years 
to  have  reduced  costs  and  consolidated  resources  by  cen¬ 
tralizing  the  IT  infrastructure.“We  feel  like  we’re  genera¬ 
tions  behind  because  we  have  not  been  able  to  leverage 
the  economies  of  scale.  We  need  to  get  a  central  support 
contract,  a  central  purchase  order  for  hardware  and  soft¬ 
ware.  If  we  get  it  all  in  order,  under  one  umbrella,  we’ll  see 
some  quite  significant  savings,” he  says. 

3.  Look  for  revenue 
opportunities  in  IT. 

Like  its  state  agency  peers,  the  University  of  South 
Florida  is  undergoing  budget  cuts,  and  USF’s  IT  depart¬ 
ment  is  no  exception,  says  Christopher  Akin,  manager 
of  e-commerce  at  the  university  So  the  IT  department  is 
launching  a  plan  to  market  its  services  outside  the 
university  to  make  it  more  self-sufficient  and  supple¬ 
ment  lost  state  dollars,  Akin  says.  For  example,  USF 
will  offer  telecommunication,  hosting  and  Web  and 
development  services  to  civil  and  education  agen- 
cies.“We  are  able  to  easily  transfer  to  this  business 
model  due  to  our  well-established  presence  in  the 
community, excellent  technical  staff  and  existing 
data  center  facilities,”  Akin  says. 


time  with  the  software  it  will  equal  one 
employee,"  he  says.Wagenhauser  estimates 
the  savings  at  $25,000, and  also  notes  that 
with  the  increase  in  staff  productivity  the 
baker  will  be  able  to  take  more  orders  and 
generate  more  revenue. 

In  the  company’s  warehouses,  Wagenhauser 
will  implement  warehouse  management  soft¬ 
ware  that  will  cost  about  $200,000  but  reduce 
human  error  and  cut  down  manual  inventory 
checks.“We’ve  had  some  problems  with  lost 
inventory  and  information  that  was  never  writ¬ 
ten  down. This  software  will  keep  track  of  what 
we  have  in  real  time,”  he  says. 

5.  Reduce  manual  soft¬ 
ware  rollouts. 

Mike  Lane  is  a  network  engineer  at  Western 
Bank,  which  merged  with  parent  bank  Wash¬ 
ington  Mutual. The  bank’s  primary  money-saving 
initiative  for  2002  is  rolling  out  a  software  distrib¬ 
ution  application  and  a  replication  product  for 
its  Novell  servers.  For  software  distribution,  Lane’s 
company  is  evaluating  Novell’s  ZENworks  and  Marimba’s 
Software  Distribution  module  and  hopes  to  have  one  or 
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4.  Streamline  order 
management. 

Thomas  Wagenhauser  says  in  2002  he  will  nearly  dou¬ 
ble  the  IT  budget  at  Harlan  Bakeries  in  Avon,  Ind.,  but 
within  a  year  the  company  will  see  a  return  on  invest¬ 
ment  that  will  make  it  all  worthwhile. Wagenhauser,  direc¬ 
tor  of  IT  at  the  baked-goods  distributor,  will  invest  about 
$12,000  in  RightFax  fax  server  software  from  Captaris  to 
process  faxed  orders.“We’ve 
figured  within  a  year 
we’ll  save  enough 


the  other  deployed  in  the  first  half  of  this  year  to  save  time 
troubleshooting,  rolling  out  and  maintaining  software. “A 
lot  of  the  savings  is  in  [the]  soft-dollars  form  of  man-hours 
and  increased  uptime  at  our  branches,”  he  says.The  com¬ 
pany  also  plans  to  replace  its  Windows  95/98/NT  work¬ 
stations  with  Windows  XP  and  Office  XP  “Microsoft  [says] 
we’ll  save  money  that  way  but  the  jury’s  still  out,”  he  says. 

6.  Auction  excess  IT  gear. 

After  company  layoffs  freed  up  some  PCs,  power  trans¬ 
mission  equipment  maker  Render  auctioned  off  its  sur¬ 
plus  gear  to  employees.  MIS  Manager  Richard  Anken- 
brandt  jokes  that  the  $260  raised  in  the  auction  is  his 

department’s  budget  increase  for  the  year.  Sure,  it’s 
not  much,  but  the  search  for  small  savings 
can  set  an  example  that  will  lead  to 
greater  returns.  Sellers  and  buyers  turn¬ 
ing  to  auction  sites  such  as  eBay  are 
doing  more  business  than  ever.  Last 
year,  sales  in  eBay’s  computers/IT  and 
consumer  electronics  categories 
topped  $1.4  billion  —  a  70%  increase 
over  eBay’s  2000  numbers. 


Outlook  e-mail  and  schedules,  as  well  as  a  customer  con¬ 
tact  database.'The  wireless  project  will  cut  about  three  or 
four  days  of  latency  out  of  our  billing  documents,  and  by 
getting  away  from  written  documents,  fewer  errors  will 
occur  he  says.The  MSP  expects  to  save  15%  in  labor 
costs  and  net  roughly  $2,000  per  month  in  productivity 
gains. 

8.  Weed  out  Web  content. 

One-third  or  more  of  the  page  content  of  Web 
sites  and  intranets  is  redundant, says  Mark 
Raskino,  research  director  at  Gartner. Content  is 
expensive  to  create  and  manage  —  then  a  large 
portion  of  it  just  sits  unused,  taking  up  server 
space,  muddying  navigation  and  reducing  search 
engine  effectiveness.  Over  the  long  term,  compa¬ 
nies  can  deploy  content-management  products  to  get 
control  of  content  costs,  and  create  a  content-aging  poli¬ 
cy  Raskino  says.  In  the  short  term,  they  should  remove 
unused  and  out-of-date  content,  archiving  it  just  in  case, 
he  suggests. 


9.  Free  up  help  desk 
resources. 

Every  month, service  desk  staffers  at  Penn  Mutual  Life 
Insurance  handle  2,000  inquiries,  9%  of  which  are  from 
internal  users  requesting  assistance  with  their  pass¬ 
words, says  Nancy  Alter,  director  of  IT  customer  support. 
Using  Courion’s  PasswordCourier  software,  which  lets 
corporate  users  reset  their  own  passwords,  Ffenn  Mutual 
will  free  its  IT  staff  to  address  more  complex  issues  — 
and  save  approximately  $17,000  per  month  through  pro¬ 
ductivity  gains,  the  company  estimates. 


7.  Think  wireless. 

Oli  Thordarson  says  going  wireless  will  save  his  compa¬ 
ny  cash  in  the  coming  year.  Alvaka  Networks,  a  manage¬ 
ment  senice  provider  (MSP)  .will  equip  its  field  engi¬ 
neers  with  Research  In  Motion  BlackBerry 
957  wireless  devices. Thordarson, CEO,  plans 
to  give  employees  access  to  their  Microsoft  — j  >ww 


10.  Clean  out  your  IT  toolbox. 

Many  companies  are  overstocked  with  tools  they  were 
not  ready  for  and  that  are  now  gathering  dust, says  Gart¬ 
ner  analyst  Bill  Gassman.  Common  culprits  are  complex 
event-management  and  inventory  applications. Yearly 
maintenance  can  be  20%  of  the  software  purchase  price, 
plus  hardware  depreciation  and  supporting  software 
costs.“Make  it  a  New  Year’s  resolution  to  take  a  census  of 
network  and  system  management  tools  in  use  and 

resolve  to  eliminate  at  least  one  tool  that  has 
6«t  HH>rt  information  become  shelfware’  or  Ls  grossly  underper- 

•olin*.  DocFindtr:  7642  forming  in  relation  to  its  ongoing  cost,” 
Gassman  says.  ■ 
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Retailers  to  browse  supply-chain  tools 

Next  week’s  National  Retail  Federation  show  expected  to  draw  15,000  attendees. 


■  BY  ANN  BEDNARZ 

NEW  YORK  —  As  the  flood  of 
holiday  gift  returns  wanes,  15,000 
retailers  are  expected  to  convene 
in  New  York  next  week  to  do  a  lit¬ 
tle  browsing  of  their  own  at  the 
National  Retail  Federations  annu¬ 
al  technology  show. 

NRF  2002  will  host  300  ex¬ 
hibitors  as  well  as  the  Interna¬ 
tional  Retail  Standards  Forum, 
where  standards  bodies,  includ¬ 
ing  the  Association  for  Retail 
Technology  Standards,  will  report 
their  progress  on  e-commerce 
and  application  integration  stan¬ 
dards,  and  also  detail  cooperative 
efforts  among  XML  standards 
groups. 

Slated  to  make  its  debut  at  the 
show  is  Brickstream.The  compa¬ 
ny  is  headed  by  Amir  Hudda, 
who  in  1993  founded  Entevo, 


which  made  a  suite  of  Windows 
NT  management  tools.  After  sell¬ 
ing  Entevo  in  January  2000, 
Hudda  founded  mobile  cus¬ 
tomer  relationship  management 
(CRM)  vendor  Emtera,  of  which 
Brickstream  appears  to  be  a 
descendent. 

Brickstream  purports  to  do  for 
brick-and-mortar  stores  what 
click-stream  Web-analysis  soft¬ 
ware  does  for  online  retail  sites: 
Capture  data  about  customer 
shopping  behavior,  load  it  into  a 
data  warehouse  for  analysis,  and 
turn  it  into  usable  sales, marketing 
and  customer  service  metrics. 
Video  cameras  tape  in-store  shop¬ 
pers,  then  Brickstream’s  software 
analyzes  the  images  and  gleans 
data  for  reports,  which  can  be 
pushed  to  wireless  handheld 
devices  so  retailers  can  track  cus¬ 
tomer  habits  on  the  fly 


Global 

Continued  from  page  12 

when  you  change  policy  it  can 
affect  a  number  of  firewalls.  But 
there  is  no  way  to  tell  which  fire 
walls  need  to  have  the  policy 
pushed  to  them. Your  alternatives 
are  to  guess  (and  hope  you  catch 
all  the  ones  with  changes)  or  just 
to  push  to  everything  —  which 
could  take  a  long  time  if  you  have 
hundreds  of  firewalls. 

There  are  some  inconsistencies 
in  what  can  be  done  with  poli¬ 
cies.  You  can  define  DNS  servers, 


but  not  Network  Time  Protocol 
(NTP)  servers.To  set  up  NTP  you 
have  to  go  to  the  Web-based  con¬ 
figuration  on  each  device. 

NetScreen  clearly  has  some 
work  to  do  on  Global  Pro. Still,  it’s 
an  outstanding  first  effort  and 
NetScreen  clearly  has  strong 
insight  into  the  way  network 
executives  want  to  handle  poli¬ 
cy-based  security  management. 

Snyder  is  a  senior  partner  at 
Opus  One  in  Tucson ,  Ariz.  He  can 
be  reached  at  Joel.Snyder@ 
opusl.com. 
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of  consumers  are  less 
likely  to  buy  from  a 
retailer's  brick-and- 
mortar  store  if  they 
had  an  unsatisfying 
experience  with  its 
online  store. 


A  number  of  exhibitors  will  also 
announce  products  at  the  show: 

•  Wireless  device  maker  Sym¬ 
bol  Technologies  is  debuting  soft¬ 
ware  called  AirBeam  Smart  that 
lets  companies  wirelessly  up¬ 
grade  mobile  device  software, 
including  operating  systems, 
applications  and  radio  firmware. 


No  docking  stations  are  required; 
the  software  handles  software 
distribution  over  any  wireless 
LAN,  according  to  Symbol. 

•  360Commerce  will  introduce 
two  product  suites  designed  to 
complement  its  line  of  point-of- 
sale  transaction  software.  360- 
Store  Back  Office  provides  store 
managers  with  access  to  their 
sales  and  inventory  data,  man¬ 
agement  functions  and  reports. 
360Enterprise  Central  Office 
gives  store  personnel  access  to 
enterprisewide  supply  chain 
management  (SCM)  data. 

•  Retek  is  launching  Retek  10, 
the  newest  version  of  its  flagship 
suite  of  CRM,  merchandising 
and  SCM  software.  New  to  the 
suite  is  Retek  Integration  Bus  for 
linking  legacy  applications  with 
Retek  modules. 

•  New  to  JDA  Softwares  lineup 
of  merchandising,  point-of-sale, 
analytic  and  collaborative  soft¬ 
ware  is  the  AdPlan  Promotion 
Management  module,  scheduled 
for  release  this  quarter.  The  Web- 


based  tool  lets  marketing  staff 
collaborate  online  with  business 
partners  to  streamline  advertis¬ 
ing  and  promotion  processes. 
Users  can  share  plans  and  data, 
negotiate  promotions,  and  track 
expenses  and  invoices. 

•  Retail  planning  vendor  Mar- 
ketmax  will  unveil  Space  Optimi¬ 
zation,  Merchandise  Allocation 
and  Event  Planning  —  modules 
that  work  with  the  company’s 
flagship  Integrated  Merchandise 
Planning  suite. 

•  Timera  makes  workforce 
management  software  for  labor 
forecasting, scheduling  and  track¬ 
ing  employees.  At  NRF  2002  the 
company  will  announce  Timera 
Workforce  Interaction  Portals, 
which  aim  to  streamline  informa¬ 
tion  exchange  among  managers 
and  employees.  Its  Supervisor 
Portal  pools  Timera’s  scheduling 
software  and  reporting  functions, 
and  lets  managers  approve 
employee  scheduling  requests, 
review  work  histories  and  receive 
alerts  for  no-shows.  ■ 
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network  analyst  for  Northern  Alberta  Institute  of 
Technology  in  Edmonton. The  school’s  internal  staff 
has  been  converted  to  Active  Directory  but  the  stu¬ 
dent  and  external  users  still  remain  on  NT  4.0. 

Others  are  finding  that  timing  is  an  issue  because 
the  successor  to  Win  2000  —  Windows  .Net  Server 
—  is  expected  to  ship  mid-year. 

“It  looks  like  it  will  be  better  for  us  to  wait  a  few 
months  and  go  to  the  new  version  of  Active 
Directory”  says  Paul  Wyatt,  network  analyst  for 
St.  Vincent  Hospital  in  Birmingham,  Ala.  The 
Windows  .Net  Server  version  of  Active  Directory 
contains  many  enhancements,  such  as 
domain  renaming,  group  membership 
management,  cross-forest  trusts  and 
schema  delete.  But  for  the  features  to  be 
activated,  every  Windows  domain  con¬ 
troller  server  must  be  running  the 
Windows  .Net  Server  software. 

Wyatt  says  regardless  of  the  wait,  he 
knows  the  Active  Directory  upgrade  will 
take  a  lot  of  manpower.  “Active  Directory 
provides  more  control,  and  that  means  more  com- 
plexityf  he  says.  The  hospital’s  Active  Directory 
upgrade  will  be  even  trickier  because  it  will 
include  integrating  Active  Directory  with  St. 
Vincent’s  current  deployment  of  Novell’s 
eDirectory. 

The  result  of  enterprise  reluctance  to  dive  into 
Active  Directory  is  that  the  movement  to  replace 
or  upgrade  older  Windows  systems  is  weak. 
“Three-quarters  of  the  respondents  said  they  have 
half  or  fewer  of  their  servers  running  Windows 


2000,”  Gillen  says. 

He  says  that  poses  a  challenge  for  Microsoft,  whose 
.Net  strategy  is  based  on  an  enterprise  network  foun¬ 
dation  of  Active  Directory  and  Windows  .Net  Server. 
“It  is  going  to  be  an  impediment  to  .Net  at  some 
point,”  he  says. 

IDC’s  survey  also  found  that  Microsoft’s  Licensing 
6.0  plan  is  prompting  about  15%  of  users  to  con¬ 
sider  alternatives. 

“Our  CIO  was  so  incensed  with  the  licensing 
that  he  commissioned  internal  studies  on  the  use 
of  Linux,”  says  George  Defenbaugh,  manager  of 
global  IT  infrastructure  projects  for  petroleum 
giant  Amerada  Hess  in  Houston.  Linux  is  not 
ready  for  the  desktop  and  won’t  displace  Win¬ 
dows  there,  he  says,  but  the  company  has 
in-house  Linux  expertise  that  will  evaluate 
server  migrations.The  IDC  survey  revealed 
that  many  of  the  15%  who  said  they  would 
look  at  alternatives  already  had  some 
Linux  experience. 

The  survey  also  concluded  that  IT  execu¬ 
tives  continue  to  be  leery  of  new  Microsoft 
products,  a  fact  reinforced  by  the  recent  XP 
plug-and-play  security  vulnerability.  Many 
aren’t  interested  in  XP  or  the  Windows  .Net  Server, 
slated  for  release  mid-year,  because  they  are  still 
wrestling  with  Win  2000. 

Defenbaugh,  who  will  complete  his  Win  2000  desk¬ 
top  rollout  in  the  fail  but  must  submit  his  2003  bud¬ 
get  this  summer, says,' I’m  not  stupid  enough  to  bud¬ 
get  for  upgrades  to  an  [operating  system]  1  have  yet 
to  even  roll  out.” 

Gillen  says  Microsoft  is  pushing  a  lot  of  changes, 
but  “many  [customers]  are  saying  this  is  an  expense 
we  don’t  need  right  nowT  S 
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Happy  New  Activation 
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appy  New  Year!  Over  the  holi¬ 
days  many  of  you  found  time 
between  bouts  of  carousing  to 
write  to  me  about  Microsoft’s  product 
activation  system,  and  your  com¬ 
ments  have  been  very  interesting. 

One  gentleman  wrote:‘Tve  been  running  Windows 
XP  and  Office  XP  without  a  problem.  I’m  not  chang¬ 
ing  my  PC  configuration  every  day  like  many  users, 
but  I  really  don’t  understand  why  you  are  shouting 
about  this  activation  mechanism.  If  it  helps  reduce 
the  cost  of  the  software,  it’s  a  very  valuable  feature. 

“I’m  reminded  of  a  comment  1  heard  in  a  shop 
from  a  person  who  was  saying  XP  was  crap  because 
he  couldn’t  install  pirated  software.  For  me, your  arti¬ 
cle  is  defending  such  people,  and  it’s  a  shame 
because  WE  have  to  pay  for  such  people.” 

This  reader  is  clearly  not  a  student  of  history  the 
market  economy  or  Microsoft.  Software  activation 
will  not  reduce  the  cost  of  software  or  even  prevent 
it  from  becoming  more  expensive. 

On  the  contrary  product  activation  will  make  soft¬ 
ware  more  expensive.  When  activation  goes  wrong  it 
wastes  a  lot  of  time  and  money  to  correct  the  prob¬ 
lem.  In  evidence,  allow  me  to  quote  another  reader: 

“Something  must  have  gone  awry  because  this 
[deleted]  operator  gets  on  the  phone  and  starts  to 
harass  me  about  using  stolen  software.The  software 


was  my  sister’s  but  bought  by  my  stepmother,  and 
the  names  did  not  match.The  customer  service  rep¬ 
resentative  was  convinced  I  was  using  hot  software.  I 
tried  to  explain  the  situation,  but  she  was  being 
uncooperative  and  downright  nasty.  Finally,  she  gave 
me  an  activation  code  that  unlocked  all  of  the  soft¬ 
ware  and  the  issue  was  solved.  But  what  happens  if 
my  sister  ever  has  a  problem  with  the  system  or 
wants  to  remove  the  software?  I  don’t  want  to  have 
to  talk  to  Micro$oft  people  again.” 

And  this  from  a  software  publisher: 

“How  is  the  customer  going  to  feel  when  hardware 
upgrades  (‘I  want  more  memory  to  go  faster’)  turn  a 
one-hour  service  call  into  a  half  day  or  more  be¬ 
cause  a  particular  upgrade  caused  the  activation 
switch  to  need  resetting? ‘Sorry  Joe,  Microsoft  thinks 
it’s  a  new  system  and  thinks  you’re  trying  to  steal 
their  XP  We’re  going  to  have  to  call  them.  It  may  be 
as  much  as  four  hours  to  get  this  done.  Is  this  OK?”’ 

So  let’s  cut  to  the  chase:  The  basic  concept  of  prod¬ 
uct  activation  is  OK  in  principle.  After  all,  a  service 
that  validates  and  ensures  correct  licensing  is  rea¬ 
sonable,  and  a  vendor  that  wants  to  enforce  such  a 
requirement  has  every  right  to  do  so. 

But  the  reality  is  that  a  software  and  WAN-based 
product  activation  mechanism  will  be  error-prone, 
more  time-consuming,  more  complex  and  more 
costly  to  everyone,  Microsoft  included,  than  most 


people  think. 

What  has  started  to  concern  me  is  that  if  Microsoft 
manages  to  sucker  the  market  into  accepting  prod¬ 
uct  activation,  then  other  vendors  will  jump  on  the 
bandwagon.  In  fact,  imagine  having  multiple  activa¬ 
tion  systems  from  multiple  vendors!  Just  think  of 
the  fun  we’ll  have  with  one  licensing  system  chang¬ 
ing  something  so  that  another  system  requires  re¬ 
activation  that  requires  that  the  first  product  be  re¬ 
activated  that  requires  ....  I  think  you  get  my  drift. 

Even  more  horrific:  Consider  a  truly  worst-case  sce¬ 
nario  that  involves  vendors  basing  their  product  acti¬ 
vation  on  Microsoft’s  technology!  Such  a  situation 
could  arise  by  Microsoft  providing  certification  and 
security  authorization  only  to  applications  that  have 
been  “properly”  activated.  Not  only  does  Microsoft 
become  a  bottleneck  of  staggering  proportions,  but 
also  the  privacy  issues  become  unthinkable. 

I  would  prefer  to  think  that  I’m  being  overly  para¬ 
noid  because  the  solution  to  these  future  licensing 
dystopias  requires  clipping  Microsoft’s  wings  and 
having  the  authorities  step  in  to  “regulate”  the  mar¬ 
ket.  But  I’m  concerned  I  am  being  reasonably  para¬ 
noid,  and  1  fear  that  this  may  be  what  comes  to  pass 
as  the  computer  industry  seems  unable  to  find  its 
own  way  Happy  New  Year  indeed. 

Gloomy  predictions  to  nwcolumn@gibbs.com. 
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Paul  McNamara 

As  we  enter  2002,  let  it  be  resolved  . . . 

There’s  nothing  quite  like  the  first  column  of  a 
new  year  to  fill  a  pundit  with  steely  resolve  to  do 
better,  more,  less,  differently  . .  .  whatever  the 
case  may  be. 

In  my  case,  the  dawn  of  2002  means  a  relatively 
sincere  pledge  to: 

•  Swear  off  dot-com  bashing.  After  all,  is  there 
any  punditry  left  to  be  wrung  out  of  that  disaster?  Any  clever  line  left  unwrit¬ 
ten?  .  .  .  Nope  . .  .  (OK,  just  one  more  before  I  go  cold-turkey:  DrKoop.com 
finally  kicked  the  bucket.  Anyone  who  bought  that  snake  oil  has  nothing  to 
bellyache  about  now  that  their  investment  has  turned  to  dust.) 

•  Determine  exactly  why  my  neighborhood  —  relatively  new  construction  in 
New  England's  third-largest  city,  Worcester,  Mass.  —  is  still  being  denied 
broadband  cable  and  DSL  Internet  access. 

•  ,d  that  Eddie  Haskell-ish  kid  who  does  the  "Dude,  you're  gonna  get  a  Dell” 
commercials  and  slap  the  silly  grin  off  his  mug. 

•  Write  to  each  of  the  state  attorneys  general  still  pursuing  the  Microsoft 
antitrust  case  and  explain  to  them  the  concept  of  throwing  good  money  after 
bad. 

•  Avoid  misspelling  Marc  Andreessen's  name.  In  fact,  just  to  make  certain 
this  one  sticks,  we'll  go  so  far  as  to  promise  not  to  write  about  the  guy  in  2002. 

Shouldn't  be  difficult. 

•  Get  off  my  high  horse  about  Napster  and  its  illicit  ilk.  Two  reasons:  1) 

There's  no  sense  beating  a  dead  high  horse,  and  2)  One  of  my  myriad  bosses 
says  he’s  sick  of  the  topic.  Either  works  for  me. 

•  Start  using  an  instant  messaging  product  of  some  kind.  It’s  not  that  yours 
truly  perceives  a  pressing  business  need  for  IM  here  at  the  home  office  of 
“The  leader  in  network  knowledge,"  but  a  growing  number  of  colleagues  are 


getting  the  bug,  so  it  seems  a  good  time  to  see  what  all  the  fuss  is  about. 

•  Suffer  fools  less  gladly.  I'm  talking  about  the  people  who  send  e-mail  calling 
me  vile  names  or  questioning  my  integrity.  Standard  procedure  in  the  news 
business  calls  for  taking  such  insults  lying  down.  You  may  beg  to  differ  in  your 
reply,  but  also  must  refrain  from  answering  fire  with  fire.  That's  the  prudent 
course  98  times  out  of  100. .  . .  But  those  other  two  deserve  a  more  honest . . . 
urn,  exchange  of  ideas,  shall  we  say.  In  2002,  they’ll  get  it. 

•  Bring  less  cash  to  NetWorld+Interop  in  Las  Vegas.  Does  anyone  really  need 
an  explanation  of  this  one? 

•  Be  more  open-minded  about  wireless  business  applications  .  .  .  and  more 
skeptical  about  the  nonsense  vendors  try  to  pass  off  as  same.  The  good  news 
—  and  bad  news  —  is  that  the  volume  of  both  seems  to  be  on  the  rise. 

•  Help  stamp  out  PowerPoint.  No  longer  will  visiting  the  marketing  executives 
of  vendors  waste  my  time  —  or  that  of  my  employer  —  with  their  mind-numb¬ 
ing  slide  shows. 

•  Write  something  nice  about  every  pundit’s  favorite  punching  bag:  Bill  Gates. 
They  say  it  can't  be  done.  .  .  .They’re  wrong,  and  this  year  we’ll  prove  it  when 
an  opportunity  arises. 

•  Reduce  in-box  clutter.  The  need  to  do  a  better  job  of  filtering  my  e-mail 
could  not  be  more  pressing,  thanks  in  large  part  to  the  unwillingness  of  public 
relations  professionals  —  and  I  use  the  term  loosely  —  to  learn  the  first  thing 
about  Network  World  or  its  audience.  .  .  .  Gotta  get  serious  about  spam  con¬ 
trol,  too. 

•  Test  drive  one  of  inventor  Dean  Kamen's  much-hyped  and  much-ridiculed 
Segway  personal  transport  vehicles.  Just  a  scooter?  We'll  see. 

•  Ditch  the  losers  in  my  retirement  stock  portfolio  and  use  the  proceeds  to 
treat  my  co-workers  to  a  box  of  Dunkin'  Donuts  Munchkins. 

•  Take  a  look  at  this  column  in  December  to  see  how  I  did.  Might  even  let  you 
know. 

Did  /  miss  anything  ?  The  address  is  buzz@nww.  com. 


RSY6000 


Introducing  the  RS  16000  from  Riverstone  Networks. 


It's  the  new  generation  of  router  built  expressly  for 


Gigabit  and  10-Gigabit  Metropolitan  Area  Networks 


The  chassis-based  RS  16000  delivers  up  to  60  wire 


speed  Gigabit  ports,  along  with  10-Gigabit  Ethernet 


and  CWDM  uplinks  all  in  5  rack  units  -  that’s  70%  more 


Gigabit  ports  per  rack  inch  than  the  nearest  competitor. 


For  service  providers,  this  means  more  revenue  per 


rack  and  lower  operating  costs. 


But  the  RS  16000  is  more  than  the  highest  density  router 


in  the  industry.  As  a  full-function,  Internet-caliber  metro- 


optimized  router,  it  also  delivers  rich  service  creation 


capabilities.  Through  hardware-based  MPLS,  bandwidth 


carving,  and  extensive  billing  and  accounting,  the  RS  16000 


converts  raw  bandwidth  into  profitable  services  for  carriers 


throughout  the  Metropolitan  Area  Network 


60  GIGABIT  PORTS,  10-GIGABIT  UPLINKS 
WIRE-SPEED  METRO  ROUTER  WITH  MPLS 

ALL  IN  RACK  UNITS 


Contact  Riverstone  Networks  at  1-877-778-9595  or  visit 


riverstonenet.com/nww  to  see  how  we’re  changing;  the. 


ultimate  fix-it  for 
Web  traffic  gridlock 


Server  Load  Balancing 


SSL  Acceleration 


Caching 


Webwall 


Global  Server  Load  Balancing 


Content  Rewrite 


Clustering 


Introducing  the  Array  Networks  Web  traffic  manager. 
7  integrated  functions.  Or  just  the  ones  you  need. 


The  new  Array  Networks®  appliance  is  the  ideal  solution  for  web  traffic 
bottlenecks-and  web  budget  headaches.  It  combines  7  critical  functions,  or 
lets  you  choose  just  those  you  need  now  and  easily  upgrade  later.  With  more 
than  twice  the  performance  of  Cisco  and  Alteon  *  plus  six-figure  savings  over 
conventional  devices,  it's  the  ultimate  tool  for  lean  times.  Call  Array  Networks 
at  1-866-MY-ARRAY,  or  see  us  atwww.arraynetworks.net/nw508. 


ArrayNetworks* 

Power  tools  for  the  Web 
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